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Supported directly by vertical lines, this installation employs compact 
piping arrangement made possible by Brodie BiRotor Meters. 


e Streamlined flow for maximum efficiency, compact installation 


e Vibrationless BiRotor Meters may be supported by vertical 
piping, or can be bolted to any vertical or horizontal surface 


@ Fully balanced design permits maximum performance in any 
position 


@ Angle counter adaptors or extensions permit full vision 
readability regardless of meter position 


RALPH N. BRODIE COMPANY * San 



















MT. VERNON, N. Y. CHICAGO 5, ILL. DALLAS, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 59 E. Van Buren 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Street 
REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES !1N ALL PRINCIPAL ciries 








Installation adjacent to storage tank shows vertical line installation 
of Brodie BiRotor Meter with right angle counter adaptor. 


Positional adaptability of Brodie BiRotor 
Meters permits the most compact and efficient piping 
arrangement. Exclusive fully balanced design assures 
full operating efficiency and high sustained accuracy 
in any position. Unit-built assemblies allow complete 
accessibility for inspection or removal of measuring 
element without disturbing piping connections. With 
protective double case construction, piping strains cal 
not distort measuring element. Brodie BiRotor Meters 
can be installed directly in vertical lines with no othe! 
mounting or support required. For complete installation 
flexibility, investigate Brodie BiRotors today. 
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Leandro, California, U. S.A. 
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Among other things . . 


The special cover this month is designed to tie in with 
a quite significant story that should help the industry to 
sell more oilheating to operative home builders. It illus- 
trates a street in Levittown, Penna., an exclusively oil- 
heated development, one of several for Levitt. 

One of the most surprising articles we have published 
in a long time is the one by J. E. Dyer, president of Sin- 
clair Refining, in which he shows the oil industry at large 
that it has been overlooking some of its distillate benefits 
for the refiner, and urging oil men to get behind the pro- 
motion of oilheating. 

Andrews is with us again with his predictions of things 
to come in oilheating sales for 1955. His earlier year esti- 
mates have been close enough to lend credence to his views 

. and they’re quite favorable for us. 
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Get the OIL-TREET 


plan to beat your 






L-tag gas 
met 


toughest competition 


Your fuel oil and oil heater business in the heat- 
ing season of 1954-55 will probably be the most 
competitive ever . . . but here’s a way to beat 
down all competition! OIL-TREET has a plan that 
gives you a choice of offering this proved fuel oil 
additive in consumer packages, or added to your 
bulk stock. 


Proved by 7 years of successful use in heavy in- 
dustry, successfully introduced to homeowners 
last year, OIL-TREET can really increase your 
business. The opportunity is NOW—don't delay. 


A FEW SELECT DEALER-DISTRIBUTOR 
FRANCHISES STILL OPEN. . . WRITE: 


Oil-Treet 


SAGINAW, SALT PRODUCTS CO. 
SAGINAW, MICHIGAN 

















Names in the News 


Irving G, Bohrman has been elected 
president, Perfex Corp., Milwaukee, 
Wisc., according 
to an announce- 
ment made by Ed- 
win A. Gallun, 
chairman of the 
board. Bohrman 
fills the vacancy 
left by the resig- 
nation of Carroll 
E. (Borie) Lewis, 
who has been president since 1946. 
Formerly vice president and general 
manager of the Radiator Division 
Bohrman has been with Perfex since 
1940, At the same time Ernest H. 
Panthofer was elected vice president. 
He has been with the company since 
1941. 


Chester A. Blackburn, former vice- 
president and director of manufactur- 
ing, Perfection Stove Co., Cleveland, 
died Sept. 12 at Dunedin, Fla., where 
he had made his home since his retire- 
ment in 1951, Blackburn joined the 
company in 1918 as foreman of the 
enameling department. In 1938 he be- 
came works manager of the Platt and 
Ivanhoe Plants, and was named direc- 
tor of manufacturing in 1948. Sur- 
vivors include his widow and his son. 


Paul B. McCann, 34, district man- 
ager for the Grandberg Corp., New 
York, was killed by a train in Bronx- 
ville, N. Y., Sept. 21. He is survived by 
his wife and four children. 








C. L. Hewitt, Jr. has been appointed 
manager of heating and aircondition- 
ing sales, Perma- 
glas Division, A. 
O, Smith Corp., 
Milwaukee. Hew- 
itt had been gen- 
eral sales manager 
for L. J. Mueller 
Furnace Co, in 
Milwaukee 
as well as active 
in plumbing and heating distribution 
on the West Coast. J. S. Robinson is 
the assistant manager. 





Wesley S. Thurston has joined the 
advertising and promotion staff, Cop- 
per & Brass Research Association, 
New York City. He was formerly as- 
sistant publicity director of the Glenn 
L, Martin Co. The Association was or- 
ganized in 1921 by copper and brass 
mill fabricators and has _ recently 
launched an expanded promotion pro 
gram under the direction of Carl H. 
Pihl. 


James R. Hitt, 79 E. Adams &t., 
Chicago, has been named midwest in- 
dustrial sales manager, Trailmobile, 
Inc., Cincinnati, Ohio. Dale M. Vre- 
denburg will replace him as branch and 
division manager in Detroit. 


D. D. Couch has been named vice 
president in charge of a new market: 
ing and commercial department, Amer’ 
ican Radiator & Standard Sanitary 
Corp., Pittsburgh, Pa. He previously 
had headed the sales department of the 
Plumbing and Radiator Heating Di 
vision and joined American-Standard 
in 1925. He has been in sales since 
1928 and has been a vice president 
since 1944, Replacing Couch as vice 
president, sales of Plumbing and Radi 
ator Heating Division, is Daniel J. 
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is built to 


Fluid Heat quality is built into every Fluid Heat unit 
. . - gives you all the selling points you need to make 
prospects customers. The Wall Flame Rotary Burner, 
for instance, has set a new standard of heating efficiency 
and economy. And this efficiency and economy is well 
known. That’s why it’s easy to sell. This Rotary Burner 
CUTAWAY VIEW is ingenious in design, rugged in construction, beautiful 


WALL-FLAME . aoe : 
ROTARY SURDEER in appearance and economical in operation. 


National advertising in publications like Saturday 
Evening Post, Better Homes & Gardens, American Home, 
Living for Young Homemakers, House & Garden and 
House Beautiful, will pre-sell your prospects day in and 
day out throughout the year. This hard-hitting program, 
plus the Fluid Heat Sales Manuals and attractive, de- 
tailed literature, gives you maximum selling support .., 
helps you build sales and profits. 





Because the Fluid Heat line is so complete . . . featuring 
pressure burners, Wall Flame Rotary Burners, Warm 
Air Furnaces and Boiler Burner Units . . . every house is 
your prospect. Large or small, old or new, every installa- 
tion can be a Fluid Heat installation. Why? Because you 
a can supply customers with a unit ideally suited to fill 
WARM AIR FURNACE every installation requirement. This completeness of 
line means homeowners and builders alike are your 
ili tiie - potential prospects . . . you have a natural sales-blazer 
BOILER BURNER UNIT a and profit maker. For more details on a money-making 
) Fluid Heat dealership, write: Fluid Heat Division, 
ANCHOR Post Propucts, INc., 6700 Eastern Ave., 
Baltimore 24, Md., or Coolbaugh St., Red Oak, Iowa. 


FLUID HEAT j | & 

WALL FLAME ; i € 

ROTARY BURNER : a a : 
> AUTOMATIC HEATING EQUIPMENT 


a “WORLD'S ECONOMY CHAMPION” 
UID HEAT “HI-BOY TYPE” 
PRESSURE BURNER WARM AIR FURNACE Division of ANCHOR POST PRODUCTS, inc. 


Sales Offices and Factories: Baltimore, Md, and Red Oak, lowa 
Frucloil 
oilhear, 

















THE « 


BOILER 


Provides Heat and Year Round Hot Water 


If you've been shopping around for a 
boiler burner unit that features QUAL- 
ITY first, ECONOMY of operation and 
absolutely trouble free performance— 
then you owe it to yourself to see this 
V&E Down Draft, Steel, Water Tube 
Unit. People who know boilers—lead- 
ing engineers—install V&E Units in 
their own homes because they know 
that they are getting units whose 
every feature has been thought out 
and constructed by leaders in the in- 
dustry. Yes, as you will see in the 
report on Detailed Performance issued 
by one of the outstanding test labora- 
tories in the country — you just 
couldn't buy a better boiler burner 
unit than a V&E no matter how much 
you spent. 


Yes, it'll look good in the cellar—and 
on the budget too and the only time 
your customer will ever get in hot 
water with a V&E is when he takes a 
bath ... and then the supply is prac- 
tically inexhaustible. ... 


Yes. .. . Get the facts .. . and you'll 
sell a V&E and you'll be mighty glad 
you did! 


® FAST HEATING 


® NO PULSATION 

© HIGH EFFICIENCY 
EASY TO CLEAN 
PRICED RIGHT 


Write or Pho 


V & E PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses 


|WATER 
TUBE 


BURNER UNIT 








DOWN-DRAFT 
Water Tube Boilers 


f CAPACITIES 








480-2320 sq. ft. stg. H.W. or 
equiv. steam (largest 55" 
high x 44" long x 22!/," wide) 


ne TODAY for Literature and Prices 








BALTIMORE ¢ BUFFALO e¢ PHILADELPHIA e SCHUYLKILL HAVEN e WORCESTER 
SAR. 2387 GAR. 7300 WAYNE 1625 S.H. 122 WOR, 4-4421 
8 












Quinn who until recently was general 
sales manager of the division. He also 
joined the company in 1925, and from 
1935 to 1946 was manager of the 
Philadelphia sales office. 


George S. Myers has been named di- 
rector of manufacturing, Penn Con- 
trols, Inc., Gosh- 
en, Ind. He will 
be responsible for 
all manufacturing 
activity and will 
participate in the 
development of 
public relations 
and employment 





policies. Myers 
had been works manager of the Per- 
fect Circle Corp. before joining Penn, 


Frank A. Parker has been named 
director of research and engineering, 
Detroit Controls Corp., Detroit, Mich. 
He was formerly research director of 
the Research Division, Redwood City, 
Calif., in charge of the development 
of automatic controls for home and in- 
dustry and specialized ordnance de 
vices and controls for the armed forces 
and the Atomic Energy Commission. 


R. J. Berkshire and H. E. Rossel, 
Jr. have been made marketing man 
ager and sales manager respectively of 





Berkshire Rossell 


the Sunbeam Air Conditioner Divr 
sion, American Radiator and Stand 
ard Sanitary Corp., Pittsburgh. Berk 
shire, who has been with the company 
since 1947, will supervise and coor 
dinate activities of the advertising and 
sales promotion, dealer development 
and market research departments. Rov 
sell will be responsible for operations 
of the Sunbeam field sales force. Both 
will be located in the Executives offices 
of the Division, New York Gity. 
(Please turn to page 158) 
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Since their introduction, fourteen years ago, less than 1/10th of 1% have been returned for any reason 
















Better Heating-Better with Taco 





TACO HEATERS INCORPORATED * 1160 Cranston Street, Cranston 9, R. I. 
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Editorial BA aks 


SPEAKING BEFORE the annual conven- 
tion of the American Gas Assn. at At- 
lantic City in early October, Sheldon 
Coleman brought some rather strong 
disclosures about the future of electric 
heating. 

Coleman, president of The Coleman 
Company, Inc., of Wichita, Kansas, 
and retiring president of the Gas Ap- 
pliance Mfrs. Assn., took the position 
that if summer cooling is to become 
widely accepted in the advancing 
standards of American living, the elec- 
tric utilities have got to find a balanc- 
ing winter demand. That’s assuming, 
of course, that summer cooling is to 
continue to use primarily electrical en- 
ergy. Coleman believes gas can take 
over a lot of cooling but recognizes that 
it will be a stiff battle to win. 

The Electrical Industry, he finds, is 
marshalling a lot of forces to take on 
winter heating. The peak demand for 
energy has already shifted from winter 
to summer, reversing a trend of gen- 
erations. 

He mentioned one Midwestern city 
of a half million population that found 
its demand raised 80,000 Kw in a 
single day with the first hot spell. 
Whole sections of electrical service 
suddenly went out and dozens of trans- 
formers blew. Less than 5% of the 
homes in that city are airconditioned. 

No utility can afford the capital in- 
vestment to be able to handle such 
peaks of short duration without a win- 
ter balancer. 

This poses another serious threat to 
oilheating as an industry. 

Phillip D. Reed, board chairman of 
the General Electric Co., stated in the 
July issue of American magazine that 
within 10 years his company will be 
selling at least a million heat pumps 
a year. 

Our best defense is to sell oil heat 


10 


in 1955 and the next few years at a 
considerably faster rate than we have 
been, Folks with a substantial invest- 
ment in their modern heating systems 
will be slow to accept the offerings of 
a “superior” fuel. 

On the other hand, some fueloil men 
believe that we would do well to work 
more closely with the electric utilities, 
to get their present support against 
gas and possible future help in the di- 
rection of pointing summer cooling to- 
ward oil for energy. 

Stranger things have happened. We 
have for years observed the Florida 
Power people advertising freely in 
newspapers of the state urging people 
to heat their homes with oil. 

The temporary demands for electric 
heating with each cold snap had them 
almost on the ropes in the battle to 
hold up voltages. If folks went to gas 
for heat they might cook with it and 
heat their domestic water supply . . . 
that’s the load the electric people 
wanted. So they promote oilheating 
without actually selling it, 

This whole situation will be well 
worth serious watching. 


}, 
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FRED HAAB of Philadelphia, who has 
a story in this issue on selling, told an 
interesting incident about his son go 
ing to town to buy a football helmet. 

In the sporting goods department of 
a local emporium the clerk was none 
other than George Stavitsky, one time 
big name in the game. The kid wanted 
the best he could get for $10 and 
George very patiently explained all the 
merits and delights in the one he could 
offer at that price. But before he would 
let the boy buy it he wanted to show 
him the very finest one in the football 
business and it cost $21. 

To demonstrate it he got down on 
the floor with the kid in various 
tackling situations, first with the $10 
number and then with the deluxe 
model, He showed him how the other 
boys could hit the cheaper one and 
jam it down over his eyes so he 
couldn’t see. But with the better one 
this was impossible. Try as they might, 
neither of them could force it out of 
position. 

He didn’t know that the youngster’s 
entire fortune at the moment was just 


$21 as he saw him lay it all on the altar 
of more adequate facilities. 

Fred used this incident to drama- 
tize the difference between order tak- 
ing the easiest way and exerting a lit- 
tle more effort, however unorthodox, 
to sell the family the kind of oilheat- 
ing for best results through the years, 


°, 
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COMING BACK TO the gas convention at 
Atlantic City, which we didn’t but 
they sent us all the printed speeches, 
we see that K. S. Adams, board chair- 
man of Phillips Petroleum, told the 
audience that three major long-distance 
gas pipelines face abandonment or cur- 
tailment. This is a result of the Su- 
preme Court giving control of field 
rates to the Federal Power Commis- 
sion, and FPC’s determination to hold 
“em down in the interests of the people 
back home. 


Oilheating men are so worried! 


>, 
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IN THE INTERESTING battle of claims 
and counter claims among the adver’ 
tising space salesmen we get fresh sur 
prises with each passing promotion 
piece. 

Commonplace today are the claims 
that each time a reader throws his 
magazine into the office wastebasket, 
four breathless executives scramble 
through the filth to retrieve it, We be- 
lieve that, by nature, having accepted 
it long ago. 

But hardest to accept on first show 
ing is the new claim by some specific 
newspapers that their readership has 
doubled with the advent of gas incin 
erators in homes. The housewife reads 
the paper when it comes, She reads it 
a second time as she wraps the garbage. 

So 

OCCASIONALLY folks take the trouble to 
send us a bouquet instead of a brickbat 
over things we print, Several industry 
men wrote or said good things about 
the last issue, which we had considered 
run of the mill. Apparently it was due 
to its carrying a lot of selling material. 
Oilheating at the moment is strongly 
sales minded, a mighty good sign. 
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VENTALARM 3 


TRADE MARK REG. U. S. PAT. OFF. VENTALARM 


the Original aud Dependable 


WHISTLING TANK FILL SIGNAL 
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1. Over 4,000,000 VENTALARM Signals 


have been installed on household fuel tanks by more than 4,500 
major and independent fuel oil companies. 


2. Underwriters’ Laboratories Listed 


VENTALARM Signals, both Type LA and Type LA WITH CoM- 
PRESSION FITTING, are the only audible tank filling signals which 
have earned the distinction of being presently listed by Under- 
writers’ Laboratories. 





3. Universally Approved by Leading Fire 
and Safety Authorities 


Such as New York Board of Standards and Appeals, Common- 
wealth of Massachusetts, Cities of Washington, Baltimore, Phila- 
delphia, Detroit, etc. Type LA listed as Standard by National 
Board of Fire Underwriters. 


4. Complete Merchandising Support for the 
Fuel Oil and Oil Burner Dealer 


Proven Oil and Burner Sales Plans utilizing VENTALARM Signal 
and supported by tested promotional literature available at cost. 


5. Full Variety of Models to Satisfy Every 
Tank Condition, New or Old 





Just One Direction 6, FULL PATENT PROTECTION 
Fill while the U. S. Patent Nos. RE22391, RE21930, 2,143,476, 2,143,492, 2,143,706, 
Whistle Blows” 2,212,620, 2,227,322, 2,227,323, 2,249,180, 2,257,656, 2,276,798, 2,328,686, 


2,330,983, 2,429,280, 2,531,950, DES. 164,453, 2,617,303. Other Pats. Pend. 
Foreign Pats. Issued. 

The Scully Signal Company intends to protect its property rights 
in its patents. 


i SCULLY SIGNAL COMPANY 
EMPIRE BRASS MFG. Co., LTD. 


eee Ovens 174 Green Street, Melrose 76, Mass. 


Q 1954 Scully Signal Co. 





Contact your 
REGULAR SUPPLY a 
for VENTALARM® Signe 
in a variety of sizes. 
Scully Products are 
manufactured under = 
and Foreign Patents ° 
Patents Pending. 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoIL & Oi HEAtT’s estimates of shipments are: 


—JULY —SEVEN MONTHS— 
Percent Percent . . 7 


























































Change 1954 Change 
Conversion 42,395 55,132 — 23.1 249,364 291.844 — 14.6 
Boiler Units 5.356 7,471 - 28.3 30,919 34,153 — 95 a a Z 
Furnace Units 17,883. «17,589 +) s..7 88,986 95,798 7,1 SEPTEMBER installations of domestic 
. Pamedtic 65,634 gv — 18.2 369,269 421,795 — 12.5 oilburners and units are estimated at 
ommercia 2,981 3,740 - 20,3 19,452 23,354 - 16.7 . 
: 2 aa 4 
Total 68,615 83,932 18.2 388.721 445,149 — 12.7 92,012 compared with 102,616 the 
150 : 7 : : ' 150 previous year, or a drop of 10%. 
TOCKS OF DOMESTIC OILBURNERS 
140 tes thas ir TNT IH Jeanie ‘Ghecae NS RA Gani RA ER: ‘eG 1 Total installations for the first nine 
rad é Hemet tte Tt ‘ 4 + ' + + + + | oer | |= (30) : 
a vtec og ol | ri i i OE FR he at months of the year are estimated at 
110 bene See el ha 1g 8a | Wt jot 0 517,660, which is 1% below last 
hy ' sail / 310 | . . F 
100 HH Meth ae + 2b a oe Sg a Ae aa i a, = year’s 522,684. Some decline in the 
, / Ps. } 
90 TITAN] 1 eat el cor ee ee early Fall months was expected. We 
80 VAL fo * 7 96; -84, got 7 7 80 beli hat the ye ill end with 
To MALLU IT al er, i en now Delieve that the year will end wit 
60 a Gee Mee Ves | __l60 a small drop, probably 3 to 4% below 
50 HITS NA SESE ES VESEY SESEE eee 4 4 4 4 | ee | ian ieee eae een ean 50 last year. 
” | | ; aa as ma es NR September installations were divid- 
30 KM | URSDERDEEEGREECEREEOUE! a SE eee SE eee Leer eee Comers een) Roemer ee |), 
STITT MT I? ed: New Homes, 23,256; Replace: 
OHHH OUUEUOEUUOUOLUOOUUOBUUOUU DUUULOEELOD ee Rew es Aa ee ae { oo oe ments of old oilburners, 16,009; Con- 
OU A co) | | | | aves eee | 0 versions from other fuels, 52,707. 
JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC : 
1949 1950 195! 1952 1953 1954 BURNER STOCKS: In dealers’ ware- 
September Minimum Retail Prices: Key Dealers houses ” the end of — "s 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS approximately 82,462 oil nie’ ee 
September Aver. $316 $713 $604 units. A month ago they were 87,283 
August Aver. 318 704 598 and a year ago 101,411. The Septem 
Price Index: Conversion Burners: January 1940 is 100%, ber 30 dealer stocks were divided: 
WHOLESALE RETAIL Conversion burners, 38,172; Boiler 
September 138.5 Six monthsago 140.1 September 130.5 Six monthsago 129.4 burner units, 19,497; Furnace-Burner 
August 138.4 Yearago 138.3 August 129.9 Yearago 135.6 d a 
units, 24,793. 
ac > ‘ of 
OILBURNER PRICES COMPARED TO GENERAL INDEXES. Factory stocks on hand at the end 
July, the latest available data, were 
OILBURNER PRICES RETAIL CONVERSION BURNER - JAN. 1940 = 100 ; 3 he 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS - 1939 =100 -------------- 77,680 compared with 85,463 on t 
CONSTRUCTION COSTS — RESIDENTIAL- DEPT OF COMMERCE-1939 = 100 —--——-——- same date last year. 


COST OF LIVING- BUREAU OF LABOR S = - = Coe rccccsccccccesescses “ 4 
: rt ee ae TANK STOCKS: Consumer oil tanks 





i ie in dealers’ hands at the end of Septem’ 

ber were approximately 47,378 com 

oe pared with 56,615 a month earlier and 

with 64,265 the previous year. The 

250 average price paid by dealers in Sep 

tember for a 275-gallon tank was $30 

225 or the same as in August. There were 

* some little changes, however, in the 

Th sectional prices. During September 
the average was: New England, $2): : 

ss Mid-Atlantic $32; Midwest, $36; 


Pacific Northwest, $42. 
The September 30 tank stocks were 
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k couplers 


ne asevemmearee ema gemamane 

Make field repairs quickly with 
this simple attachment of hose to 
KAMLOK shank type adaptor and 
coupler by using hose clamps. Leak- 


proof, light weight, easy to handle. 


ALL KAMLOKS COUPLE AND UNCOUPLE 
INSTANTLY REGARDLESS OF HOOK-UP. 
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OPW CORPORATION . 


2737 COLERAIN AVENUE 
CINCINNATI 25, OHIO 

















divided by sizes: 220-275 gailon, 
39,724; 550-675 gallon, 5,799; 1,000 
gallons or larger, 2,055. 





Special Study 
of the Month 


EFFECT OF OIL PRICE ON SALES: It’s 
pretty true in most commodities that 
the lower the price the greater the sale 
because you open up the product to 
a broader income base. However, it’s 











interesting to try and measure just 
what the price effect may be in the 
opinion of a substantial group of fuel- 
oil distributors and oilheating dealers, 

In starting this study the dealers 
were first asked about what per cent 
of their fueloil customers they believe 
know the exact price of the heating 
oil they buy. The composite answer 
was 30%. In other words, three out 
of each ten customers are sufficiently 
aware of exact price that they might 
be influenced by changes or by com- 
petitive offers. On the other hand this 
might also mean that they live on very 
tight budgets. 

Next, these marketers were asked 
about what per cent of customers ever 
mention a typical price increase when 
it is published in newspapers or an- 
nounced to them by direct mail. The 
answer is that one in seven lets the 
marketer know in some way, either 
by phone, letter, or in ordinary per- 
sonal contacts about a community, that 
they have noted the rise. 

This naturally brings up the ques- 
tion of whether customers actually 
change from oilheating to a cheaper 
fuel, and we covered that by asking 
the companies how many oil customers 
they had lost in the past five years be- 
cause fueloil was too expensive. 

To give that the proper prospective, 
we should mention that the companies 
cooperating this month have on their 
books an average of 2,049 central heat- 
ing oil customers. They lost an aver- 
age of 41 customers to cheaper fuels 
in the last five years. This is exactly 
2% in the total period or four cus- 
tomers per thousand per year. Thus 
the matter has not been very important 
up till now, although naturally it is 
painful to lose any one customer. 

There is another phase to this ques- 
tion, however. In cities where the cost 
of gas for heating is cheaper than oil 
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Oilburner* and Building Permits 





—_————-OILBURNERS- ——-——DWELLINGS ti 
September 9 MONTHS September 9 MONTHS 
1954 1953 1954 1953 1954 1953 1954 1953 
28 39 a 238 Albany, N. Y. a re ie i 
96 136 554 924 Baltimore, Md. 255 408 2050 3104 
a “a ee 2 Binghamton, N. Y. 16 14 145 114 
Bloomfield, N. J. 4 63 92 270 
ne Sus ar mE Boston, Mass. 53 33 483 286 
175 224 941 1062 Bridgeport, Conn. - ss ‘% oa 
a Buffalo, N. Y. 37 29 409 399 


ae: oe eee 


Columbus, Ohio 
Des Moines, Ia. 


559 872 3439 3304 


o i as Ji Detrot, Mich. 362 179 2462 2356 
SA 68 354 365 Elizabeth, N. J. 7 2 54 30 
42 42 369 271 Freeport, N. Y. me ee st . 
sa me a. Ne Greenwich, Conn. 34 32 320 240 
“a ry” ce Hackensack, N. J. 4 4 ae 48 
Sis 146 os <2 Hartford, Conn. ae oho vis cs 
63 58 280 349 Irvington, N. J. 3 1 17 yy 
ar sy aS se Lynn, Mass. 11 19 oF 141 
82 33 vy 335 Meriden, Conn. ae ae se a 
696 858 4621 5541 Milwaukee, Wisc. 344 238 2848 2636 
27 42 137 305 Minneapolis, Minn. 132 104 903 844 
30 42 160 195 Montclair, N. J. NS - as a 
se cs oe fe Morristown, N. J. 4 6 43 69 
33 43 257 276 Mt. Vernon, N. Y. A a Per : 
222 246 1132 1477 Newark, N. J. 
13 62 374 518 New Bedford, Mass. 
69 42 355 343 New Haven, Conn. ae a wit By 
52 32 208 309 New Rochelle, N. Y. 43 65 292 393 
: 2251 ae : New York City (Total) es ve sta te 
1591 + ei Brooklyn-Queens 
ss 660 mS" 4836 Manhattan, Bronx, Rchd. ig oP i & 
83 44 477 531 Norfolk, Va. 49 36 373 500 
~ = a op Oakland, Calif. ea fe Pe a. 
17 34 sts 322 Omaha, Nebr. 167 85 os 1355 
20 29 124 57 Orange, N. J. 1 2 13 16 
15 22 114 i A Passaic, N. J. ie my ms A 
78 92 i 495 Paterson, N. J. 12 13 fe 128 
5? om nee oi Plainfield, N. J. 14 11 121 113 
104 92 466 453 Portland, Me. 16 20 114 136 
625 448 3353 2981 Portland, Oreg. 158 132 1331 1600 
11 22 155 166 Poughkeeps‘e, N. Y. a ny = a 
ne 122 rae 849 Providence, R. I. 14 16 135 159 
ae a He oi Reading, Pa. 2 4 39 61 
63 57 281 261 Richmond, Va. 34 34 346 396 
+e 141 ie 445 Roanoke, Va. is ie ie aa 
279 384 1526 2304 Rochester, N. Y. PP ae ae Pa! 
2 23 94 156 Rockville Center, N. Y. 9 4) 60 80 
54 58 291 280 Salem, Mass. 4 8 49 65 
342 362 1455 1268 St. Louis, Mo. 51 23 432 251 
10 17 71 176 St. Paul, Minn. 95 118 913 940 
11 14 181 151 Schenectady, N. Y. Re st Ly id 
bra ax a a Seattle, Wash. 167 105 1925 1294 
254 oa 1544 Spokane, Wash. A = a oa 
<3 a sig we Springfield, Mas. 121 43 1005 782 
aT 38 238 308 Stamford, Conn. ae rap ae ay 
Se - Se ae Trenton, N. J. 13 8 he i46 
Bs ess 4s a Utica, N. Y. 11 19 126 101 
61 115 428 587 Washington, D. C. e es an oi 
ee en " ha West Orange, N. J. 24 16 230 226 
sie 38 si 237 White Plains, N. Y. és 37 i 225 
67 112 402 614 Wilmington, Del. 3 8 38 94 
199 179 1060 1034 Worcester, Mass. ; oN ee na 
95 68 542 618 Yonkers, N. Y. we ie ie Mp 
2771 3024 13893 16078 Totals 2471 2519 17824 18086 
Percent Change —1.9 re —14 .. 


*Permits are not total sales in each market since none are reported from suburban 
areas, which normally account for 20% to 60% of total sales in each market; nor are 
they an accurate index where enforcement is lax. Rightly used, however, they are a useful 


working index. 
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the reporting fueloil distributors have 
lost during the past five years 9.5% 
of their oil customers. This is 1.9% 
a year or 19 out of each 1,000 cus- 
tomers. Of course, some of these cus- 
tomers may have gone to gas because 
they were not getting the service they 
wanted with oil or their equipment 
was antiquated, but even in these mar- 


eoeeeeee eee eee reese eseeeeeeeeeeeeeee® 


kets where gas is cheapest it is inter’ 
esting to notice that relatively few 
accounts switch from one automatic 
fuel to another, largely because of 
their initial investment in their heat’ 
ing equipment, 

Up to this point we have been deal- 
ing with more or less exact figures 
based on experience. Now we switch 
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HERE’S WHAT 
YOU'LL DISCOVER... 


(/ FASTER RESPONSE 
(/ GREATER ACCURACY 
s/ MORE DEPENDABILITY 
v EASIER TO INSTALL 


. and, you'll discover that suddenly your customers 
are more satisfied . . . that costly, profit-eating service 
call-backs are a thing of the past. . . that you'll sell 
more, make more! 

In both warm air and hot water installations, heating 
men know from experience that Penn’s liquid-filled 
power element combines greater sensitivity with de- 
pendable performance year after year. They have 
learned that Penn’s compact, totally-enclosed snap- 
acting contact mechanism . . . “sight-set”’ calibrated 
dials .. . and other features make Penn controls “tops” 
for any heating system. 

Try ‘em on your next heating job and you'll agree. 
Want more information? Write Penn Controls, Inc., 
Goshen, Indiana. Export Division: 13 E. 40th Street, 
New York 16, N. Y., U.S.A. In Canada: Penn Controls 
Limited, Toronto, Ontario. 


























AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDSTISHENE, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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HORIZONTAL BOILER 


-.. offers you top 
efficiency and economy! 





The NEW YORKER 
horizontal tube boiler provides 
top heating efficiency because 
of its scientific "three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
by heat-absorbing surfaces. 
Beautifully jacketed in blue- 
and-gray hammertone finish. / 





@ Oversize, large capacity 
tankless water heater. 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


@ Fire-tubes easily accessible. 


\ Sead coupon NOW! 


t —— Ta ee eee ee ee ees <oeeiegae 
; New Yorker Steel Boiler Co., Inc. ] 
i Colmer, Penna. i 
| Gentlemen: | 
Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 
{ NAME ccccccces suas Cocovccccccccoce i 
; Street eeereeeeeeee eeeeeweeeeeeeeeeeee 
J City ........ cevevees » State ....eeeee | 
! ee siéeee I 
16 


New YorKER 








to some questions where the answers 
are entirely matters of opinion. 

Taking an extreme view, the mar- 
keters were asked about what per cent 
of present customers would find it 
advisable to switch to another fuel if 
oil prices were to go up 2¢ a gallon. 
The composite opinion is that about 
12%, or one out of eight would desert 
oilheating. 

In the Midwest where gas is cheaper 
than oil for heating in the majority 
of the cities heard from, the oilmen 
say that if fueloil prices went up 2¢ 
they would lose 28% of their cus- 
tomers or something over a fourth. 


Acceptance High in Mid-Atlantic 


In the Mid-Atlantic states were oil- 
heating finds its strongest acceptance 
and where oil is cheaper than gas in 
the great majority of markets the re- 
porting companies would expect to lose 
only 5% of their customers if the price 
went up 2¢. 

Oilburner installations would be 
affected about 40% in the opinion of 
these companies if the fueloil price 
were to go up 2¢. 

It’s probably well to explain that 
no one is advocating a price increase in 
this large amount to the best of our 
knowledge. There are indications that 
prices may be a little stronger this com- 
ing season than they were last season 
largely because we have had important 
cutbacks in refinery operations and 
fueloil is not now being produced in 
excessive quantities. 

Next, we turn the question around 
and ask the marketers how much they 
believe new oilburner installations 
would be increased if fueloil prices 
were to go down 2¢ a gallon. The 
composite answer here was that they 
would be increased by 25%. It’s very 
interesting to notice that they believe 
a price increase would have much more 
effect in retarding installations than 
would a price drop of the same amount 
stimulate the sale of new equipment. 

In studying this question by sec- 
tions of the country we find about 
what we expected in the Midwest. In 
that area, because gas is generally 
cheaper than in the rest of the coun- 
try, the marketers estimate that if oil 
went up 2¢ new oilburner installations 
would drop 60% and that if it went 


down 2¢ oilburner business would ip. 
crease by 31%. 

One of the questions used to qualify 
the answers to the others had to do 
with the relative costs of oil and gas 
in the markets heard from. Consider. 
ing the country as a whole the com. 
panies estimated that oil costs 23% 
less than gas. The exception to the 
general pattern, of course, is the Mid- 
west where the composite estimate was 
that oil costs 27% more than gas in 
those cities that have the low gas rates, 
However, in the few Midwest cities 
where oil is cheaper, it is estimated to 
be 17% cheaper. 

Thinking of our industry’s problem 
in the nation as a whole it is good to 
know that in more than three-fourths 
of the cities in the northern half of 
the country oilheating is cheaper. 

The final question in this series had 
to do with the dealer’s impression of 
his present fueloil selling price. In 
asking the question he was reminded 
that with higher fueloil prices he 
would have a little better chance for 
more fueloil margin and that with 
lower prices there would be some in- 
clination to tighten up on margins, In 
view of this thinking, 65% of the re’ 
porting marketers believe that present 
fueloil prices are about right; another 
29% think they should be lower and 
only 6% think they should be higher. 


Midwest Satisfied 


Here is one interesting angle: in 
the Midwest where gas is cheaper in s0 
many cities only 20% of the companies 
think that oil prices should be lower, 
while in New England, where oil is 
cheaper in all cities, with one possible 
exception, we find that 40% of the 
marketers want lower oil prices. This 
opens up the whole consideration of 
margins which we won't explore here. 

In the Midwest, margins on the 
average are lower than in New Eng’ 
land so the Midwestern marketer is 
saying that he can’t take a chance on 
any squeeze in his margin even though 
a lower oil price would make it easier 
to compete with gas. 

The New England Marketer is say’ 
ing that he could stand some squeeze i 
necessary in his gross spread to be able 
to hold the strongest possible price ad’ 
vantage over gas. 
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CASE HISTORY NO. 3 



































Another air-moving problem solved at 
AIR CENTER, U.S.A. 


When one manufacturer of air-moving equipment found 
that his new units produced objectionable noise and 
vibration, he immediately called on Torrington for help. 
Torrington engineers quickly defined the cause of the 
trouble: a resonance condition which was being set up 

due to the closely coincident vibrations of the unit’s motor 
and the cabinet. They simply recommended that the 
manufacturer stiffen the construction of the cabinet in 
order to give it a different frequency of vibration. This 
effectively eliminated all resonance and reduced the 
sound level to a point consistent with satisfactory operation. 
It is significant to note that the air impeller was not 
involved in any way — demonstrating how Torrington 
stands ready to assist air-moving manufacturers by attacking 
the broad problems of air-flow, sound and vibration. 
Torrington has acquired a wealth of experience dealing 
with problems of air flow, sound and vibration in a wide. 
variety of heating, ventilating and air conditioning 
products. Torrington’s laboratory is completely equipped 
for this work, and Torrington engineers are ready to 


help solve your air-moving problems. 





THE 


TORRINGTON 


MANUFACTURING COMPANY 


TOoORRIN STON + Soon nN So rTicw,T 
VAN NUYS, CALIFORNIA « CAKVILLE, ONTARIC 


Leading designer and producer of air impellers for the heating, ventilating and air conditioning industries. 
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OCTOBER BROUGHT significant price in- 
creases at all industry levels in the 
important Atlantic Seaboard states. 
The only exception in our price table 
was Springfield, Mass., where the price 
of 13.7¢ for No. 2 oil was already the 
highest of any major Eastern market. 

The higher price for heating distil- 
late did not reflect any impending 
tightness in supply other than for the 
consideration that refinery output is 
being controlled a little tighter than in 
some previous months, The reason for 
this control is to avoid running exces- 
sive amounts of gasoline when the 
market is already too soft in many im- 
portant centers. 

In other words, distillate is going to 
be available in all necessary quantities 
to keep the public warm but is going 
to have to pay its own way. The days 
and years of leaning on gasoline are 
about over, in the thinking of realistic 
refinery operators. 

The Midwest and Pacific Coast mar- 
kets remained relatively static, with the 
exception of the Des Moines area 
where we found a 20 point drop at the 
tank wagon level. 

The heating season has started off 
warmer than normal in the large con- 
suming areas, This has caused some 
spot transactions below normal post- 
ings, but these can’t last very long with 
primary and secondary stocks only 
three percent above last year and lots 
more burners to feed. 

Temporarily, there are reports of dis- 
counts as strong as 20 points to large 
New England buyers who have the 
storage capacity to take in good quan- 
tities of product this month. 


Portland, Me. 
Boston 
Providence 
Springfield, Mass. 
Hartford 

New Haven 
Syracuse 

Albany 

New York 





Newark 
Philadelphia 
Harrisburg 
Baltimore 


Wilmington, N. C. 


Washington 


*Delivered. 


Tank 
Car 


9.8¢ 
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No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of October 15, 1954 








ank Tank Tank 

Wagon Car Wagon 

13.5¢ Richmond 10.0¢ 13.2¢ 
13.4 Charleston, S. C. 9.8 13.0 
13.4 Chicago 10.6* 13.8 
13.7 Detroit LicEs* 14.2 
13.4 Cleveland 10.7* 13.7 
13.1 Minneapolis 10.25 13.3 
23:7 St. Louis 10:27 13.4 
13.1 Indianapolis 10.625* 14.1 
13.4 M.lwaukee 1D fa 14.5 
13.1 Des Moines 11.0 13.5 
13.0 San Francisco 10.15* 12.7 
13.6 Portland, Ore. 10.75* 13.3 
13,15 Seattle 10.75* 13.3 
13.1 Spokane 10.15* 15.7 
13.6 Los Angeles 9.65* 12.2 


Tank wagon prices shown are for maximum one-time delivery discounts. 





——ONE MONTH ONLY— 


September Percent 
Normal 1953 1954 Change* 
139 165 157 +12.9 
18 11 O** si 
33 28 25  —24.2 
S| 71 107 + 39.0 
121 137 132 tea | 
90 62 31 —65.6 
48 16 21 —56.3 
60 92 45 —25.0 
6 0 0 = 
103 40 71 —31.1 
99 66 48 —51.5 
96 102 71 —26.0 
105 118 85 —19.0 
104 99 130 250 
320 184 285 —10.9 
0 0 0 wie 
58 44 30 ~48.3 
44 13 17 —61.4 
21 2 0 ue 
51 21 13 —74.5 
T42 93 92 —17.9 
7 139 158 + 0.6 
0 0 0 Pa 
39 39 44 “-112:8 
88 40 36 =—59.1 
33 29 18 —45.5 
56 oa es} —55.4 
199 226 Ze? +28.1 
85 60 97 +14.1 
107 118 118 +10.3 
50 38 14 -72.0 
38 10 11 —71.1 
61 1] Soe" 5205 
111 88 118 “10.3 
298 333 322 we 
134 105 129 — 3.7 
102 109 58 —43.1 
37 30 8 78.4 


*Compared with normal. 


PRIMARY 
(Thousands 
East of 


East Coast 
Midwest 
Gulf Coast 


Total 


*American Petroleum Institute. 


STOCKS* 


of Barrels) 


Rockies 
Oct. 8 
1954 
50,522 
39,515 
25,006 





115,043 





1954 
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Degree Day Tables 


PREVIOUS HEATING SEASON 
Sept. through May __ Percent 
Normal '52-'53 °53-'54 Change* 





Albany AP 6888 6216 6313 — 84 
Atlanta CO 2838 2759 2693 — $1 
Baltimore CO 4211 3733 3699 —412.2 
Boston AP 5742. 5179 51424 —10.8 
Buffalo AP 6719 6092 6043 —10.1 
Chicago AP 6253 5749 5365 —142 
Cincinnati CO 4538 4310 4126 — 9.1 
Cleveland AP 5659 5180 5133 — 93 | 
Dallas AP 2284 2192 2165 — 52 
Denver AP 4608 5278 4953 + 7.5 
Des Moines AP 6383 6389 5848 — 84 
Detroit AP 6336 5834 5749 — 93 
Grand Rapids CO 6402 6045 5837 — 88 
Hartford AP 6096 5397 5437 —10.8 
Helena AP 1951 7283 “7123 —10.4 | 
Houston AP 1407 1405 1242 —} 1,7 t 
Indianapolis CO 5117 4845 4676 — 8.6 , 
Kansas City AP 4880 4678 3937 -19,3 ; 
Los Angeles CO 1447 1303 1102 —23.9 
Louisville AP 4439 4002 4098 — 7.7 h 
Milwaukee AP 6809 6664 6112 -10.2 rn 
Minneapolis AP 7750 7698 7198 — 7. 
New Orleans CO 1192 1001 1087 ~ 88 
New York CO 5036 4465 4422 —12.2 W 
Omaha AP 6123 6115 4412 —11.6 
Philadelphia CO 4527 4077 4041 —10.7 
Pittsburgh CO 5035 4534 4552 — 9.6 m 
Portland, Me. AP 7493 6701 6928 — 7.6 p 
Portland, Ore. CO 4046 3744 3844 — 50 in 
Providence AP 6041 5011 5460 — 9.6 
Roanoke, Va. AP 4157 3853 3927 — 55 of 
St. Louis CO 4469 4197 3921 —123 to 
Salt Lake City CO 5399 4908 4660 —13.7 
San Francisco CO 2524 2621 2360 — 635 
Sault Ste. Marie AP 9016 8198 8447 — 63 at 
Seattle CO 4237 3917 4143 — 2 cc 
Toledo AP 6322 5776 5677 —10.2 f 
Washington AP 4337 3741 3866 —109 9 
** Airport Office. 
Distillate Fueloils . 
SECONDARY STOCKS** 
(Thousands of Barrels) 
Aug. 31 Aug. 31 
1954 1953 A 
Oct. 10 East Coast 10,839 11,145 
1953 Midwest 5,982 5,693 
47,464 Gulf Coast 673 950 1 
36,808 Mountain 526 481 
27,313 Pacific 1,161 1,281 
111,585 Total , 19,181 19,551 
95. 
**Bureau of the Census. 
November 
















ig. 31 
953 
1,145 
5 693 
950 
482 
1,281 


9,551 














Red Seal’s double case design completely eliminates 
any distortion that may be caused in the measuring 
chamber by line pressure or by normal stresses set up 
in the piping system, Prevents binding, inaccuracies, 
and uneven chamber wear. 


LOW METER 
MAINTENANCE 


Either you buy it built-in, or you 


do 


n't get it at all... 


In Illinois, a petroleum jobber averaged 14,000,000 gallons per year 


through three 3” Red Seal meters . 


. . and never had to replace or 


work on the accurate measuring chambers in five years! In Indiana, a 
2” Red Seal tank truck meter showed so little wear after 11 years of 
hard work it required calibration only two steps away from its origi- 


nal 


setting! 
Unusual cases? No. You or your neighbor may have Red Seals 


with equally fine records. 


met 


It's proof of the sustained accuracy that’s built into Red Seal 
ers... built into many design details like the four shown on this 


page .. . details you can see with your eyes. There’s only one mov- 


ing 


part in the measuring chamber, with positive, non-wearing seal 


of a capillary film of liquid. No intricate valves, leathers, or pis- 


ton 


rings. 
When modernizing your bulk plants and trucks, take a long look 


at the years ahead and specify Red Seals for sustained accuracy you 


can 
for 


NEPTUNE METER COMPANY 


19 


95-E 


bank on. Ask our nearest Red Seal jobber or branch office 
details. 


Seal between oscillating piston and chamber in Red 
Seal Meter is of the capillary type. ..a thin film of 
liquid whose thickness is carefully controlled by pre- 
cision machining. Eliminates metal-to-metal wear, 
provides constant, positive seal. 





Dirt in the measuring element is a frequent cause of 
trouble in any meter. Here’s where Red Seals save, 
for occasionul particles won't damage the Red Seal 
chamber. The chamber is easy to remove and clean. 
There is no complicated mechanism to get out of ed- 
justment. 





Patented Red Seal ‘“‘Gear Shifter'’ firmly locks calibra- 
tion in position with precision gears. It positively can- 
not drift or get out of adjustment. Sealers like it be- 
cause it is so easy to adjust when required... and 
it’s seldom required. 




















WEST SOth STREET eo 


MEW YORK 20, N. Y. 


Branch Offices 
ATLANTA «+ BOSTON « CHICAGO « DALLAS + DENVER 
NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. » SAN FRANCISCO 

IN CANADA: NEPTUNE METERS LTD., 
1430 LAKESHORE RD., TORONTO 14, ONT. 











by 
Milburn Petty 


WASHINGTON—Congressional legis 
lation is the only hope now of gas pro- 
ducers to avoid drastic control by the 
Federal Power Commission. 

The Supreme Court has refused to 
reconsider its decision directing the 
Federal Power Commission to regulate 
prices for gas sold by Phillips Petro- 
leum Co. and all other producers sell- 
ing for interstate movement. 

So, the FPC is driving hard to im- 
plement the court’s decision. Most 
members seem to be falling over back- 
wards to show the consumers that the 
Natural Gas Act is being enforced in 
their interests. 

The FPC majority is ignoring com- 
plaints that its order, 174-A, regulat- 
ing independent producers, is “too 
drastic.” Besides detailed, utility-like 
regulations, this order also froze gas 
prices as of June 7, 1954, and required 
prior approval of any increase even 
though provided for in the contracts 
with producers. 

Briefly, producers argue that fixing 
gas prices on a “cost-plus-6%” basis 
will kill the incentive to explore for 
new reserves with the odds 40-to-l 
against finding a new gas field. 


‘Crying’ Need for Gas Claimed 


Indicative of the FPC majority’s 
view was its decision on the American- 
Louisiana Pipeline application to bring 
additional gas supplies into Michigan 
and Wisconsin (where ‘complaints 
originated that brought on the Phillips 
Case). 

By a 3-to-2 decision, FPC granted a 
certificate to American Louisiana Pipe- 
line because “there is a crying demand 
for additional quantities of natural gas 
in the Michigan- Wisconsin Area.” 

Earlier, the FPC had suspended 
proceedings in this case because the ap- 
plicant had not been able to persuade 
producers to file with the Commission. 
Supply contracts would have expired 
on October Ist, had not the FPC 
granted a certificate, 

Answering coal industry objections, 
FPC’s majority said that natural gas 
for boiler use “will largely displace 
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Government Influences on Fuels 


liquid fuels rather than coal.” 

(There indication that 
Michigan-Wisconsin residents were 
without some kind of central heating, 


Was no 


or that fueloil was not available to 
meet the “crying demand” for auto- 
matic heating.) 

Kuykendall and 


Digby dissented, questioning whether 


Commissioners 


the project could hope for sufficient gas 
supplies with two producers (repre- 
senting 25% of total) indicating that 
they considered their contract ended. 


Gas Bill Battle Lines Form 


While the petroleum industry is 
girding for an all-out fight to obtain 
legislation that will remove federal con- 
trol from gas producers, permitting 
prices to be set by competition rather 
than government fiat, it is recognized 
that a hard, bitter fight lies ahead. 

In 1950, President Truman vetoed 
a bill by Senator Kerr, Oklahoma 
democrat, that would have barred 
FPC control of independent producers. 
Much of the propaganda whipped up 
against that bill was attributed to the 
efforts of several gas pipelines, nettled 
because it did not exempt pipeline pro- 
duction, too. 

This time, the bill likely will include 
pipeline-produced gas, as well as that 
of independent producers. 

But there are signs that some of the 
gas distributing companies will oppose 
such legislation. 


Phillips ‘Tells Off AGA 


Bringing this situation into the 
open, K. S. Adams of Phillips told the 
American Gas Association: 

“Spurred by your desire to avoid 
unfavorable publicity regarding your 
own rate increases, you have indirectly 
been fighting every producer who sup- 
plies you with your life blood.” 

Adams urged gas distributing com- 
panies to educate consumers of what 
is necessary to assure their continuing 
gas supply. 

Consumers should be told, Adams 
said, that payments to producers ac- 
count for less than 10% of the house- 
holder’s gas bill. 


“Those who championed the cause 






of regulation (of gas producers) are 
about to learn that they may have won 
a battle only to lose the war,” Adams 
told the AGA. 

He said the Phillips Case decision 
“has resulted in the abandonment, cur- 
tailment or suspension of at least three 
major gas transmission projects.” 

That consumers may gain tempo 
rarily but lose in the long run, with gas 
producers regulated by FPC, was em- 
phasized by J. C. Donnell II (Ohio 
Oil), saying: 

“While producers may be forced 
into accepting limited earnings from 
currently producing reserves as better 
than no earnings, none of them will 
gamble large sums in drilling nine ex- 
ploratory wells in the hope that they 
will be permitted to earn 6% to 7% 
on the investment in the one success 
ful well which they may obtain on the 
average. 

“One might just as well expect a 
man to bet a dollar on each of nine 
horses in a race, when the most he'd 
get back would be $1.06.” 


Fuels Policy Group at Work 


Meanwhile, the Cabinet-level com 
mittee, headed by Arthur Flemming, 
chief defense mobilizer, hopes to com 
plete its report on national fuels policy 
for President Eisenhower by Decem- 
ber Ist. Ed Warren, former deputy 
petroleum administrator, is the chief 
adviser on petroleum. 

Besides the issue of natural gas con 
trols, Flemming’s committee is expected 
to make recommendations on oil imv 
port policies. Statements representing 
all viewpoints on the imports issue have 


been filed. 


Action on Imports Argued 


Among the briefs filed with Flen 
ming was one by the Independent Pe- 
troleum Association of America uff 
ing that specific action to reduce im 
ports be recommended because of the 
trend to “dangerous dependency” on 
foreign oil sources. 

The Texas Company, like other im” 
porters, said legislative restrictions in 
crude oil entering the U. S. would hurt 
America’s economic and defense p” 
tential as well as burdening the Amen’ 
can consumer with reduced supply and 
higher fuel prices. 
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THE WINKLER NON-CLOG TURBA NOZZLE 


Guaranteed 10 years! 


The illustrations above show why the Winkler Nozzle makes 
Oversizing of the burner unnecessary. The extremely large 
opening does not become clogged with dirt or carbon—and 
changes in oil viscosity do not affect its capacity. 














Oil, Coal, Gas-fired Boilers and Furnaces. ..Gas Conversion Burners 
. Wall Heaters. ..Stokers. .. Air Conditioners. ..Water Heaters 


WINKLER 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS ¢ AUTOMATIC «+ 


STEWART-WARNER CORPORATION |AReett3 


U. S. MACHINE DIVISION e Dept. H-114 « LEBANON, IND. 


*LOW PRESSURE 
OIL 
BURNER 


YOU'LL GET HIS ATTENTION... when you 


demonstrate the amazing performance of the Winkler 
LP* in burning crankcase drainings—heavy unrefined 
oils— mixed oil and water—all without smoke or soot! 


YOU'LL GET HIS ORDER... when you show 


him how Winkler owners the country over are saving 
up to 50% in fuel—and virtually eliminating service! 


Literally, every home in your area with a pre-Winkler oil 
burner is a prospect for a replacement sale! 

The Winkler LP* story is sensational—and you can 
make it stick! By actual demonstration, the Winkler LP* 
Oil Burner can be proved an outstanding money-saver. 


You don’t have to oversize a Winkler LP*! 


This low pressure burner ends fuel waste because its non-clog 
Nozzle and built-in Fuel Meter permit exact sizing of the 
burner to the heat requirements of the building. It is not 
critical of oil! 

Write to the factory for information on the Winkler LP* 
Oil Burner and the complete line of Winkler Automatic 
Heating Equipment. [t’s easier to sell than sell against! 


FREE SALES AND PRODUCT 
TRAINING AT 
WINKLER SCHOOLS 


This free profit-course is open to all 
Winkler Dealers and their salesmen and 
service men. Trains salesmen to do a hard- 
hitting job of selling Winkler Automatic 
Heating Equipment—acclaimed amaz- 
ingly successful in stepping-up sales and 
profits. 
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The Line For 
QUALITY— 

ECONOMY— 
SERVICE! 


| 
| 





COMBINES 
ALL THREE! 
= 






WHERE PRICE 
IS OF PRIME 
CONCERN— 


Molded Rubber 
Jaw Type — Fits 
all jaw type hub 
blower wheels. 
3 Also available in 
zo Dupont Nylon. 


QUALITY STANDARD 
OF THE INDUSTRY @& 





Splined Nylon Coupling. Also avail- 
able in extruded aluminum with 
**Silent Tension."' 


ULTIMATE IN ANGULAR AND 
LATERAL MISALIGNMENT @& 


Set Screw 
Type Coupling 


ONLY Guerdian COUPLINGS OFFER 


1, Dyna-Line Fabrication—Exclusive roll-spin- 
* ning method joins all components while 
running true. 
9. One Piece Design—No fumbling with extra 
parts. Easily assembled in close quarters. 
3, Flex-Rubber Element to give you TRUE 
4 





fisxibility. 
Precision Machined Tolerances insure long, 
trouble free service life. 


Guardian SERVICE 
COUPLING KITS 

Both Standard ond Economy 
Sizes fill 95% of existing 
coupling requirements in 
the fieid. 


Write for new Coupling 
Catalog Sheet C-106. 





Do yuu snow about 
GuorJion s tine of 
oll tank valvcs? Ma- 
chined from brass 
bor stock, Availcble 
fo meet new tank 
location, Write for 
Catalog Sheets Y- 
101 and ¥-101A. 














PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-114, 1231 E. Second Street 
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ESPA Meeting deals with 


Dispatching and Accounting 


PEAKING BEFORE the Empire State 


| Petroleum Association’s Fall Meet- 


ing at Whiteface Inn, Lake Placid, 
N. Y., Oct. 10-12, on the subject “Dis- 
patching—The Keystone of Truck- 
ing,” were J. B. Plumb, Marketing 


| Coordinator of the Sun Oil Co., Phila- 


delphia, Pa., and S. F. Niness, presi- 
dent, Leaman Transportation Co., 
Downington, Pa. Both men told the oil 
distributors that the key to reduced 


| costs in transportation lies in keeping 
| as Many units in operation at capacity 
| as possible; that the two major factors 
| determining this are running time and 


stop time; that the person who is re- 


| sponsible for keeping these points un- 


der control is the dispatcher. 
Dispatcher’s Qualifications 


The ideal dispatcher, it was felt, 


| should have three major characteristics. 


He should know his men, operating 


| area, and equipment. Plumb pointed 
| out that the dispatcher’s importance 
| should be recognized by considering 


him as the general manager of the de- 


livery system, and treating him ac- 


cordingly. 
Concerning personnel relations, the 


'men held that the dispatcher should 
| be a diplomat, father, and chief all at 


the same time, and know the various 
personality traits of his men, especially 
when they are working as truck teams, 
for the most efficient combinations cut 


| costs to a minimum. 


About the operating area, the two 
transport experts noted that nct only 
must the dispatcher be aware of the 
mileages, traffic bottlenecks, and cther 
immediate problems, but he must be 
far-sighted enough to allow for all ccn- 
tingencies which may delay delivery, 
such as bad weather, traffic due to con- 
ventions and similar situations. In ad- 
dition, it was stressed that the dis- 
patcher should know the people his 
drivers are dealing with, their habits 
and particular wishes with regard to 
delivery. 

If the dispatcher is to maintain 
proper operation, it was emphasized 
that he must know his equipment, its 


abilities, and utilize the vehicle to its 
greatest possible advantage. 

Plumb told the oil men that the dis 
patcher should only use his truck for 
the job it was intended to handle, 
and he remarked that his company had 
bought its vehicles on a gamble, the 
gamble that it would be unprofitable 
to move the trucks from area to area, 
According to Plumb this bet paid off, 
and by not moving the trucks they are 
available at all times in the area for 
which they were designed. Along this 
line too, he suggested that Sunday de- 
liveries be kept to a minimum, since 
an oil truck going slowly up a hill gen- 
erates considerable ill-will among those 
who are caught behind it. 

In handling the problem of running 
time and stop time, Plumb felt that 
the company should back up the dis 
patcher with a program which aids in 
reducing these cost producers, The 
Sun Co., Plumb noted, has introduced 
the system of the red ticket. When 
any interference takes place in any 
delivery of oil, he said, a red ticket 
is sent back by the individual who ex 
perienced the delay. This ticket re- 
ports the cause of the stoppage, and 
is then sent on by the dispatcher to 
the responsible party for correction. 


Cut Office Costs 


Plumb concluded his part of the 
discussion by again stressing the im 
portance of regarding the dispatcher 
as a general manager of the distribu 
tion system, and underlining the point 
that the place to cut time and costs 
was in the office, not out on the road. 

During the question period which 
followed, Plumb told the oil men that 
his organization had established @ 
“bogey” (which actually corresponds 
to par in this case) for their drivers 
concerning delivery time and amount, 
and that this “bogey” was worked out 
by the time-cost section in conjunction 
with the driver. He also revealed that 
his organization’s dispatchers receive 
approximately 10% more than the 
highest paid driver in any given area, 
and that to cut the cost in get-away 
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4 Model 1C-B 
Model 1C-A-E 1.5 to 3.5 g.p.h, 
0.5 to 1.35 g.p.h. ' 


CHOOSE SUN-RAY Ga 
Way ahead with extra values & 


for all require- 
ments. 


*Model 1C-6 
3 to 6.5 g.p.h. 


Model G 
0.75 to 2.5 g.p.h. 





*Model S-1, with special 
aerodynamically designed 
housing for famous fuel 
saving “Shell Combus- 
tion Head; 2 to 3 g.p.h. 
Model S-2, 3 to 6 g.p.h. 


JIL BURNERS 


FAMOUS THE WORLD OVER 
FOR QUALITY AND ECONOMY 





*Model VS (Vertical 

Flame), with special aero- 

dynamically designed 

sing for famous fuel 

: —s “Shell” Combus- 

nt, : Head; 0.7 to 2 g.p.h. 
’ Model VS-1, 2 to 3 g.p.h. 


J out 

ction "Delayed action oil valve 10 to 25 g.p.h. 

that gig and wired. Avail- | 
: on other models as an “ ilicaiin| 

celve _ (@xtra. Built-in electronic controls optional on all models. Inquiries invited from boiler and furnace manufa 7 | 
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COMMERCIAL MUSEUM PHILA. 


Over 400 leading manufacturers of heating, venti- 
lating and air conditioning equipment provide a 
background for knowledge of new developments 
in this greatest of all Heating and Air Conditioning 
Expositions! 


This 5-day concentration of information will help 
you sell more modern equipment for commercial, 
industrial, public and domestic use. 


Learn solutions to your oil heating and air condi- 
tioning problems. 


Compare competitive products. 


Discuss your plans and requirements with qualified 
technical personnel. 


PLAN NOW to attend this “must see” event with 
your associates! 


Under the auspices of the American Society of 


Heating and Veniilating Engineers 


Write for advance registration 


Management: International Exposition Co., 480 Lexington Avenue, N. Y. 17, N. Y. 
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time from the terminal, the drivers 
shifts are floated, never sending oyt 
two trucks in the same direction, Ip 
reply to questions concerning incentive 
programs, Plumb said that his organi 
zation considered the basic concept of 
their plan sufficient. 

In his talk, Niness remarked that his 
company used a card system to keep 
track of their customers which showed 
the type of tank, number of gallons to 
be delivered at intervals, the hours 
when most convenient, the driver team 
to be used, and if it was a bulk plant, 
the plant operators’ names, Niness also 
added that the dispatcher should never 
promise a delivery unless he was abso 
lutely certain that it could be made at 
the given time and in the given 
amount, and that it was the dispatch 
er’s job to make sure that the general 
appearance of the drivers and equip 
ment was excellent. 


Explaining the tax Law 


The second session, on Tuesday, was 
devoted to the financial side of the in 
dustry with talks by David Zack, 
Chairman of the Committee on Fed: 
eral Taxation, N. Y. State Society of 
Certified Public Accountants; O. P. 
Thomas, Assistant Comptroller of the 
Sinclair Oil Corp., New York; and 
R. W. Weiler, Assistant Treasurer, 
The Texas Co., New York. 

Zack, talking on “What the New 
Federal Tax Law Means to the Pe: 
troleum Marketer,” noted among 
many items that the new law now 
made it possible for partnerships to 
choose their method of taxation, i. 
as a partnership or a corporation, and 
that concerning corporations, penalties 
for accumulation of surpluses had been 
considerably eased. He also added that 
the time allowed for net loss carry 
backs had been increased from one t0 
two years. 

Commenting on the “quick write 
off,” Zack told the distributors that this 
new policy was aimed at encouraging 
the modernization of industrial plants 
and that now the total cost of new it 
dustrial property may be written 0 
as depreciation much more rapidly that 
before. Taxes on prepaid income, such 
as fueloil paid for long before delivery, 
Zack said, can now be spread out over 
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..ORIS IT? 


Who said that selling heating isn’t like selling 

air conditioning? In lots of ways, selling air 
conditioning is easier than selling heating. 

Sure, you’re asking for more money .. . and of 
course, it’s not always a necessity. But people want 
cooling, and that’s more than half the battle. 


There’s no great mystery to cooling. True, you 
have to figure jobs more carefully—learn a few new 
formulas. But that’s no impossible problem. And 
installing cooling is getting simpler every day. 
Take a Permaglas Year-’round unit, for example. 


Permaglas air conditioning has made the whole 
matter about as simple as it can be. Cooling 

unit slides in like a drawer. No dampers, so 

no damper control problem. Hermetic compressor. 
Ceramic-coated heat exchanger ends problems from 
condensation. And your customers will know 

A. O. Smith, and the famous glass-lined 

Permaglas water heater. 


Permaglas is going places—are you aboard? 











Permaglas glass-lined water heat- 
? ers mean freedom from rust and 
corrosion to over 2,000,000 fami- 
lies. A. O. Smith-Burkay Com- 


mercial Water Heaters are the 


world’s most popular in their field. 
ti] ecoecoeoeoeeeoeeoeeoeoooeeee2 
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compact, preassembled 
ow-cost heating units 


eisy | 


AVAILABLE IN 
GAS AND OIL 


Overall 
dimensions 
425” x 43” x 4144” 
i ond 46” high 


Overall i 
dimensions a 
25” x 26” x 60” 
and 66” high 


with famous CENTURY quality 


Forget about the problems you've had with economy-model auto- 
matic heating units. The frequent service calls, the customer 
complaints are headaches you can get rid of once and for all. For 
now, you can get compact, preassembled low-cost Century 
automatic heating with no sacrifice in quality. 














Deep “Crescent” radiator design with spiral gas travel 

Hot gases from the combustion chamber are forced to travel longer 

distances before entering the flue. There are three heating surfaces. Nn 
More heat heats the home. Less goes up the chimney. Crescent 


design 
Quiet trouble-free operation 
The new Century preassembled oil units are available with famous 
Century cushion cradled burner that absorbs vibration and noise. ; 
The gas models have trouble free single-port burners, with Rn Sill Cushion 
cradling 





flame retention rings and flame spreaders for maximum heat 
utilization. For safety — 100% shut off including pilot. In 
every engineering detail. Century low-cost preassembled 
units are of highest quality. 


Flame 
retention rings 


Clean, modern, compact design 
These cases are beautifully finished in baked enamel — with smooth a 


rounded corners. Overall dimensions are such that you can easily 
get these units into any basement or tight spot in small homes. Flue 


opening and burner are on the same side... another space saving feature. Smooth, 


rounded corners, 


Many other features found only in high-priced units 


Century preassembled basement units include full base with leveling 
adjustment. No part of the jacket is in contact with the floor. 

n all models, all line voltage wiring is included. There is adequate 
lower capacity in the units to handle appropriate size cooling 
units for summer air-conditioning. 





Sturdy 
leveling bolts 


All this in a low-cost preassembled unit. 








Models Available: preassembled. 


BG 110 L__ gas foboy, 110,000 BTU input BO 100 L__ oil loboy, 100,000 BTU output 
BG 110 U__gas hiboy, 110,000 BTU input BO 100 U__oil loboy, 100,000 BTU output 
BG 100 L__gas loboy, 100,000 BTU input BO 85L--_oil loboy, 85,000 BTU output 
BG 100 U__gas hiboy, 100,000 BTU input BO 85 U_-oil hiboy, 85,000 BTU output 








For complete information on these high-quality, low-cost Century 
preassembled units write or phone Century Engineering, Cedar Rapids, 
Iowa. Or contact your Century wholesaler. 


CENTUR ENGINEERING CORPORATION 
26 


Heating Division — Cedor Rapids, lowa 
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a six year period; formerly this incop : 
was taxed in the year in which it wag” 
received, but with the new clause 
effect the distributor may now set 
reserves for coming expenses such 
discounts and freight allowances, if he 
is on the accrual basis. 4 

In summing up his address, Zack 
stressed the point that the fueloil dig” 
tributor today must be constantly oq” 
the alert for changes in the tax situa” 
tion, and that the time to do tax plan 
ning was during the year, not after” 
the form is filled out. : 

“The Apr System of Marketing Ag 
counting and its Application to the 
Jobber-Distributor” was the subject 
discussed by O. P. Thomas. He re 
marked that the “principal objective: 
of this jobber accounting manual is to. 
make available adequate accounting” 
information which will assist jobbers’ 
and distributors in maintaining suit” 
able accounting records,” and that the | 
publication was divided into four ma 
jor sections devoted to the Balance’ 
Sheet, Income Statement, Accounting” 
Procedures, and Reports and Analyses, 

Noting that the manual had been 
prepared by petroleum accounting ex 
perts, Thomas emphasized that pro 
vision had been made to cover all 
the basic records needed to carry on 
business in every phase of petroleum 
marketing, and he added that the 
manual was reviewed and approved by 
all members of the Financial and Ac 
counting Committee and the Division 
of Marketing of the Api before it was 
released. 
























Credit Administration 


In speaking on “New Developments 
in Credit Administration,” R. W 
Weiler reminded the fueloil dealers 
that “the development and need for 
some knowledge of your customer is 
becoming more and more important in 
the work of credit people today and | 
this is our New Look today.” 

Weiler cautioned the oilmen to t 
member that although credit facilitates Unde 
sales, it is not a prime sales mover, and 
that even though credit may be a fae 
tor it is such only after the sale has 
been made. “You still have to ask pew 
ple to buy—to sell your merchandise, 
he said. 

The chief questions that the dea me 
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IGNITION TRANSFORMERS 


pro The ‘‘Workhorse” of transformers — 
all relied upon by oil burner manufacturers through- 
yon out the country . . . for stability under maximum 
eum operating conditions. We're proud of the burden 
the manufacturers demand and expect... and, without 
- fail, always get from sy transformers. 
C’ 
ision ey ‘s advanced production methods and 


was engineering ‘“‘savvy’’ assures continuous longlife 
service and trouble-free operation. Not only are 
standard mountings and sizes available for every 


(i 
burner, but SUEY is built for YOUR custom 
specifications. 


WHY NOT ALLOW US TO SHARE YOUR WORK- 
LOAD . . . MAINTAIN THE DEPENDABILITY SO 
NECESSARY . . . WITH OUR “WORKHORSE” 


SuLy IGNITION TRANSFORMER. 
Guaranteed for 2 years. 


* 
creck THESE e Built to standard and custom specifications. 


Underwriters? Laboratory psy Exclusive radio and TV shielding. 


AVAILABLE IN ALL VOLTAGES - A mounting base for every oil burner. 
- AND ALL CYCLES FEATURES: 
Canadian Standard Approval 


UNION ELECTRIC and MANUFACTURING CO. 


1057 SUMMIT AVE. e JERSEY CITY 7, N. J. 


Specially treated water repellent terminals. 























How to step up service 
and win new customers 


The 
Answer: 














“Our slogan is ‘15 minute service 
when you need it’,”’ says William H. 
Sullivan, President and General 
Manager, Shore Gas and Oil Co., 
one of the largest independent dis- 
tributors in New Jersey. “‘With radio 
it is often possible to dispatch a truck 
while the customer is still on the 
phone!”’ No wonder business is 
booming for this firm. 


Their RCA 2-Way Radio is more 
than paying for itself, according to 
the record. Based on their expendi- 


For the Best in 2-Way, Say ''*RCA” 





tures for equipment and service, plus 
10-year depreciation, radio costs 
them 70 cents a day per truck. Fig- 
uring three dollars an hour running 
time for a truck and saving an aver- 
age of one hour each day per truck, 
radio is paying generous dividends. 


Attract business your way by install- 
ing RCA world-famous 2-Way Radio. 
Accident-proof 16-gauge steel case, 
housing the transmitter-receiver, 
withstands toughest shocks and jolts. 
Quality parts assure top performance, 
proof against gruelling weather con- 
ditions, whether intense heat or 
intense cold. Operating costs are low, 
servicing easy. 


The RCA Service Company is at 
your beck and call for installation 
and service wherever you are. Why 
not mail the coupon today? You’ll 
incur no obligation. 





RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT « CAMDEN, N. J. 


[_] Please send literature 


[| Have Communications Specialist call 


ee ee USE THIS HANDY COUPON FOR LITERATURE ~————— —— 7] 


Radio Corporation of America, Dept. K-252, Building 15-1, Camden, N. J. 
In Canada: RCA VICTOR Company, Ltd., Montreal 
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should ask concerning their credit cus 
tomers, Weiler noted, were Who 
is he? Where is he and what dogs 
he do? Can he pay? Will he pay? 
How much will he owe me? Can he 
be made to pay? 

He concluded by again emphasizing 
that behind all credit dealings knowl 
edge of the customer is essential, and 
that the basis for a sound credit organ- 
ization rested on (1) Having a set cred- 
it policy, (2) Having a regular collec. 
tion policy, (3) Terms for special situa- 
tions and extenuating circumstances, 
(4) Alertness to danger signals such 
as reports that a particular industry 
may be in financial trouble, (5) Con. 
tinual checking of the balance sheet to 
avoid becoming over extended on the 
accounts receivable side, (6) Internal 
measurement such as a review of cash 
receipts in relation to sales, and (7) 
Reduction of credit losses through 
finding out what caused the loss. 

The final address of the Meeting 
was delivered at the banquet by Wal- 
ter J. Levy, Economic Consultant, 
New York, and was entitled “Are Oil 
Imports Responsible for the Coal In 
dustry’s Problems.” 

Tracing the decline of the coal in 
dustry, Levy pointed out that the loss 
of markets was not a new trend, and 
that actually it had been going on since 
late in the first World War. Limiting 
his discussion to a review of the coal 
industry's recommendations aimed at 
residual oil, he told the oil men that 
among the reasons for coal’s weak po 
sition was its inability to take adequate 
advantage of recent technological im 
provements which, in turn, have 
brought about great changes in the na’ 
tion’s power requirements. 

Levy ended his talk by reminding 
the oil men that above all, “the se 
curity of our nation requires access 
to ample supplies of energy not only 
from domestic sources but, equally im 
portant, from nations abroad.” 

Attendance at the meeting num 
bered 325 registered members, with 
many of them bringing their wives 
Elbert J. Townsend, president of the 
Association, introduced the speakers 
and arrangements for the entertail’ 
ment and program were made by 
Harry B. Hilts, secretary, and Charles 
A. Lockard, assistant secretary. 





November 





1954 














er Air 


Con Wins 
~ ditionin Co 
PProy 9 Units ‘Uiettlow 


Cithe, yo for * op Units 
or Oj 78 elmore’ ine 


Or Oi7, as 


a 
HEATING & AIR CONDITIONING UNITS 


eloi 29 








HEAT BASEMENTS, ATTICS, GARAGES, etc. 
AT NO EXTRA FUEL COST! 


Wanted by Home Owners Across the Country ! 













inexpensively | 
the Flue Pipe 


Seen in National 


Consumer Magazines 


Here’s a sales-maker that’s taken the 
country by storm! The Hoskinson Free Heater 

is already pre-sold to your customers. We are receiving 
thousands of demands from home owners who have seen 
the Free Heater in National Consumer Magazines — 

all you have to do is pick up the orders! 


THE FREE HEATER IS ABSOLUTELY SAFE! 


HEATS PROBLEM ROOMS 







Have you read editorial ‘FREE 
HEAT FOR YOUR BASEMENT” 
in September Popular Mechanics? 
Write for 

bulletin F-11 
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Approved for 3-year 
financing under FHA 


SEE YOUR JOBBER TODAY 
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\.OSKINSON FREE & | EATER INC. 


248-47 JAMAICA AVENUE, BELLROSE, ae @ 























Letters 


OIL-HEAT INSTITUTE OF AMERICA 
New York, N.Y. 
Editor: 

Lately OHI has had several distress 
calls concerning the sale of crankcase 
drainings which every so often come 
on the market. 


Underwriters regulations, of course. 
forbid their use in any labeled burner 
because of the fire danger involved. (It 
is practically impossible to get out all 
of the gasoline.) Drainings should 
never be used for another reason: they 
usually contain a high rate of impuri- 
ties—solids and liquids. As these are 
not combustible, they will clog the fil 
ter and nozzle and may damage the 
pump. 

The stuff will stratify in the tank 
with light fractions at the top which 
are hazardous and a dense corrosive 
sludge at the bottom will form, oni 
suggests that all concerned use great 
care in this matter since fires resulting 
from use of the material may have legal 
aspects that could be very unpleasant 
to its vendors. 

D. H. BOTTRILL 
Technical Secretary 
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Jonswold heads fueloil 
Subsidiary of Pure Oil 


CARL JONSWOLD has been named presi 
dent of The Pure Fuel Oil Co., a sub 
sidiary of The 
Pure Oil Co., Chi- 
cago. The newly- 
formed company, 
representing 
a new entry into 
the field of fueloil 
retailing, will dis- 
tribute in the Chi- 
cago metropolitan 
area, also will sell 
oilburners and render service, Its a 
tual territory extends from Waukegat, 
Ill. to Gary, Ind. and west to the Fos 
River Valley. 

Al Schneider is associated with Jon 
wold in the operation of the Pure Fue! 
Oil Co., acting as manager of equif’ 
ment and service and in charge of fe 
tail fueloil sales, The company is! 
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Response now faster than ever with 


White-Rodgers Hot-Water Controls 


Now all White-Rodgers dual immersion hot-water 
controls have the new thermal elements that 
speed up the already rapid response of famous 
No matter how well built | Hydraulic-Action. 















the heating plant 
Two “half-round”’ bulbs fill the entire well, 


you install... eliminating the dead air which normally retards the 


if its perform ance: d epen ds response of the well-type control. This new design 
gives you the fastest acting well-immersion hot-water 


on automatic controls... aati: camille 


it cafi be no better than 
Ask your wholesaler for them, or write us for 


the controls with which the name of the nearest wholesaler who carries 


it is equipped. 4 them in stock. 


cA 
WHITE-RODGERS 
(ontrola rm WeATNGRPICEATION 


ST. LOUIS 6, MO. 
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” HYDRAULIC POWER 
your Bide Buy for 
FASTER, SAFER DELIVERIES 
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~ OPERATE PRODUCT PUMPS. ..HOSE REELS 


Equip your fleet with new Roper Pump-Motors — the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up... operate 
at slow speeds... increase product pump life...are Jess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 
... today! 


COST-SAVING FEATURES 


@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 
@ Eliminates auxiliary engines @ Power input is smooth, shockless 

@ System increases product pump life @ Drives other-makes of pumps 

@ Explosion-proof at no extra cost @ Convenient dual system for split loads 


Write for Bulletin or see your 
Roper Distributor 





GEO. D. ROPER CORPORATION 


771 Blackhawk Park Avenue 


Rockford, Illinois 














cated at 4801 S. Harlen, Forest View, 
Ill., and began operations on Novem. 
ber 1. 

In addition to its retail sales, Pure 
Fuel Oil Co. will accommodate whole. 
sale accounts in the tank car, commer- 
cial class and will sell range oil. At 
present the new organization has ar- 
ranged to sell Shafconaire suspended 
furnace units, Preferred Utilities ro 
tary cup burners and a private brand 
gun burner. 

Jonswold is a well-known, old timer 
in the oilheating industry. He was 
associated until recently with Arrow 
Oil Co., Chicago, had been prominent 
in local association activities as a past 
president of the Burning Oil Distribu- 
tors Association and as national chair- 
man of the Distribution Division, Oil- 
Heat Institute of America. 


o, 
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Technical Division reports 
on bottom outlet oil Tanks 


A REPORT circulated among members 
of the Technical Division, Oil-Heat 
Institute of America, contains the re- 
sults of tests made under Technical 
Division Project 4, tank corrosion. 
The tests were undertaken to deter 
mine the effectiveness of the Under- 
writers’ Laboratories requirement for 
bottom outlets on fueloil tanks. Re 
sults obtained in a series of experi: 
ments were summarized: 

1. Drainage of water from a tank 
with a bottom outlet is incomplete 
when the tank is inclined with a slope 
of '% inch per foot of length, Conse- 
quently these measures cannot prevent 
failure of tanks due to the corrosive 
action of water. 

2. As small a quantity as 500 ml. 
of water may be sufficient to extin 
guish the burner when fuel is supplied 
from a tank with the outlet in the 
bottom, This may introduce a safety 
hazard. 

3. Use of the bottom outlet reduces 
the effectiveness of water-soluble im’ 
hibitors because of possible loss of in 
hibitor in water drained from the tank. 

The first test was conducted in 4 
tank conforming with the revised Un 
derwriters’ Standard for inside storage 
Tanks for Oilburners and fitted with 
a sump made of 1” pipe fittings. One 


November 


1954 

















quality product 


A high-quality product in continuous, depend- 
able supply. Distributors know that this is 
necessary for success in the heating oil business. 


And this is the advantage enjoyed by every 
Atlantic distributor. He sells the famous triple- 
refined heating oil with a new additive that 
helps prevent sediment from forming in tank 
bottoms, lines, filters and burner nozzles. 


Atlantic’s new “inhibiting” process makes 
for greater storage stability over long periods, 





TERMINALS AT: 


Providence, R. I. 
New Haven, Conn. 
Albany, N. Y. 
Binghamton, N. Y. 
Buffalo, N. Y. 
Elmira, N. Y. 
Rochester, N. Y. 
Syracuse, N. Y. 
Wayland, N. Y. 
Newark, N. J. 
Trenton, N. J. 
Gloucester, N. J. 
Bridgeton, N. J. 
Boston, Mass. 








Akron, Ohio 
Allentown, Pa. 
Altoona, Pa. 
Exton, Pa. 
Greensburg, Pa. 
Johnstown, Pa. 
Lebanon, Pa. 
Mechanicsburg, Pa. 
Northumberland, Pa. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Reading, Pa. 
Williamsport, Pa. 
Wilmington, Del. 








dependable supply 


ATLANTIC DISTRIBUTORS’ 
“ONE-TWO” SALES PUNCH! 


and insures Atlantic customers steadier, 
cleaner-burning, more automatic heat with 
fewer service calls. 


The new and improved Atlantic Heating Oils 
are available at conveniently located pipe line 
or water terminals. This means that Atlantic 
distributors can always depend on continuous, 
dependable supply. 


Doesn't this add up to something worth look- 
ing into? 


Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 
Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atlanta, Ga. 
Griffin, Ga 


Savannah, Ga. 
Jacksonville, Fla. 






















rei HEATING OILS 


hundred gallons of No. 2 fueloil were 
clouded: with a quantity of water and 
pumped into the tank. After four days 
water, settled in the sump and at the 
lower end of the tank, was drawn of 
and the oil removed from the tank. 
The entire bottom of the tank was 
covered with a’ thin water sludge from 
which 250 ml. of water drained after 
removal of the oil and 100 ml. of water 
was subsequently removed by use of a 
squeegee. Thus a total of 350 ml, of 
water failed to drain. 

In another test with fresh No. ? 
fueloil, approximately 50 ml. of water 
remained on the bottom of the tank 
after the oil had been clouded with 
water and allowed to settle for one 
week. Regardless of oil used a quantity 
of water collected in the area between 
the bottom outlet and head of the tank, 
from which it could not be drained off. 


Effect of Water on Flame 


Investigated next was the likelihood 
that water pumped to the burner 
through a bottom outlet in the tank 
would adversely affect its operation. A 
tank with bottom outlet was connected 
through a 1” elbow and valve and 10 
ft. of 4%” O.D. copper tubing to a 
burner fitted with a 1.5 gph nozzle. 
No filter was included. 

While the burner was operating 
water was suspended in the oil in 250 
ml. portions at one-half hour intervals. 
Distortion of the flame was noted after 

t addition of the second inerement of 

& FETTER e water and extinction of the flame after 

the third 250 ml. of water was added, 

‘ - i.e., approximately 114 pts. of water 

Galongage 1S the bet ter g AUR € becau a = pw died eno “tei in another 

test 500 ml. of water were dispersed 

in oil while the burner was in opera’ 

Its appearance is of highest quality. tion. Flame was distorted but it kept 

burning; when the burner was shut off 

for an hour and restarted, flame ex 
tinction occurred within minutes. 

It costs less to ship. Third phase of the text examined 
the possibility of loss of water-soluble 
corrosion inhibitors from tanks with 
bottom outlets. Over a three-day pe 
riod water in 50 ml. increments wes 
added to a tank containing 100 gals 

A product of of oil and 4 oz. of a finely divided, dry: 
water-soluble inhibitor, Total water 

APPLIED MECHANICS COMPANY dell gate 980 wll. Aiiescae 
381-389 CONGRESS ST. + BOSTON, MASS. water that had separated was drawn 

off, measured and analyzed. Approx" 


Facupolthesle(cacmelcci ert (c an cols ccr-lee 


It’s easy to install in tight places. 


It fits easily into servicemen’s kits. 
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Sunshine heating... 
warm, draftless floors 


The B & G Hydro-Flo System provides 
radiant heat—comforting as spring 
sunshine. It’s controlled heat—keeps 
the home at a uniform, comfortable 
temperature. This system is particularly 
effective in heating homes with large 
glass areas or wide-spread layouts. 





Summer cooling 


There are a number of ways in which a 
B & G Hydro-Flo System can be employed 
to provide summer cooling. The same cir- 
culating equipment and piping system are 
used for both heating and cooling. 





Year 'round hot water 


aay of low-cost hot water for kitchen, 
laundry and bath. The Water Heater of a 
B & G Hydro-Flo System furnishes an abun- 
dant supply —winter and summer. Certainly 
no modern convenience is more desirable 
ber plenty of hot water for every house- 
old use. 





Send for Catalog 
of B & G Hydro-Flo 
Products 


*Reg. U.S. Pat. Off. 


Snow melting a plus feature 


Why strain muscles and endanger 
health shoveling snow? Pipe coils 
can be installed under sidewalks 
and driveways and circulated with 
hot water from the Hydro-Flo Sys- 
tem... melting snow as fast as it 
falls. A snow melting installation 
can be made when building or at 
any time thereafter. 








onLY WATER can cive a Home ALL tHese 
COMFORT, CONVENIENCE AND ECONOMY FEATURES... 


B2G Hydre-Fis SYSTEM 


When you install a B & G Hydro-Flo System you've added a great sales feature. . . 
because mechanically circulated water is the most effective medium for heating 
a home in winter and cooling it in summer. 


With a B & G Hydro-Flo System you've laid the groundwork for all the comforts 
and conveniences modern science has devised for more luxurious living. You've 
assured sunny radiant heating—uniform temperature—draftless rooms—fuel econ- 
omy and the convenience of year ‘round domestic hot water. Summer cooling and 
snow melting equipment can be included when the heating system is installed 
or at any time in the future. 





HOW THE B & G HYDRO-FLO SYSTEM OPERATES 


The three basic units of a B & G Hydro-Flo Heating System are illustrated above. 
1. The thermostatically controlled Booster Pump which circulates hot or cold water 
through the system, depending upon the season. 2. The Flo-Control Valve which 
helps maintain a uniform home temperature and permits summer operation of the 
boiler for domestic water heating. 3. The Indirect Water Heater, which produces an 
ever-ready supply of domestic hot water, winter and summer. These units can be in- 
stalled on any hot water heating boiler for either new building installations or for mod- 
ernizing old gravity hot water systems. 


Low Heating Cost 


Hundreds of thousands of 
homes today are enjoying the 
comforts of radiant Hydro-Flo 
Heating at amazingly low 
operating cost. That's be- 
cause this system matches 
fuel consumption to the 
weather—no overheating 
waste and discomfort. 








BELL & GOSSETT 


c oO M P A N Y 


Dept. DQ-7, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto, Canada 
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LEAKY OIL TANKS? 




















REVOLUTIONARY NEW 
TABLET GIVES POSITIVE 
PROTECTION AGAINST 
OIL TANK LEAKS 


at an average cost of just 5 g per year 


TESTED AND PROVED BY 2 WORLD 
RENOWN TESTING LABORATORIES 





TANK-LIFE 


TABLETS 


@ Six-tablet treatment 


Leaky oil tanks—“No 
problem for us,” says 


mately half of the inhibitor originally 
present was recovered in this water. 
The procedure was repeated twice 
more without adding more inhibitor 
and at the end of the third test 85% 
of the inhibitor originally present was 
removed from the tank. 

A final test determined the effect 
of adding a comparable quantity of 


| water at one time. One half gallon of 


water dispersed in one hundred gal- 
lons of oil was pumped into a tank 
which contained corrosion inhibitor. 
Substantially all of the inhibitor was 
dissolved and removed by the water 
which was drained from the tank. 

These tests were conducted and the 
report prepared by the Committee on 
Tank Corrosion, R. P. Gilmartin, 
chairman; W. E, Bettoney; H. R. 
Heiple; W. T. Knox. 


>, 
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Seventh Oil Progress Week 
highlights local Programs 


HUNDREDS OF SPEECHES, film show- 
ings, rallies, open houses and other spe- 
cial events, highlighting action at local 
levels, marked the observance of the 
seventh annual Oil Progress Week, 
October 10 through 16, Salutes to the 


protects for three 
ears! 

roved effective by 
leading testing labo- 
ratories! 

Used and recom- 
mended by leading 
oil companies! 

Not soluble in oil— 


reacts only on con-. 


tact with water 
SOLID TABLET CAN- 
NOT CAUSE CLOG- 
GING 


Prevents premature 





MAL BROWN, President 
of Mechanical Oil Corp., 
Trenton, N. J. “We 
licked that nuisance 
permanently with TANK- 
LIFE TABLETS!” 








oil industry, its accomplishments and 
everyday services to the American con- 
| sumer attracted public attention dur- 


| ing the period. 


In the upper echelons, an imposing 
array of oil company presidents ang 
other top executives participated, They 
addressed luncheon and dinner meet. 
ings in various sections of the country, 
Among them were: P. C. Spencer, 
Sinclair; Frank M. Porter, API; John 
Harper, Harper Oil; B. Brewster Jen, 
nings, Socony-Vacuum; H. S. M, 
Burns, Shell; T. S. Petersen, Standard 
of Calif.; R. L. Minckler, General 
Petroleum; W. K. Whiteford, Gulf, 

Non-industry executives _ paying 
tribute to the oil industry included: 
Secretary of the Interior Douglas Mc 
Kay in Long Beach, Calif.; Asst. Sec- 
retary of the Interior Felix Wormeer, 
in New Orleans; Dr, Arthur S. Flem- 
ming, Director of the Office of Defense 
Mobilization, in New York City; Lt. 
Gen, Ernest O. Thompson, chairman 
of the Texas Railroad Commission, in 
Tampa and St. Petersburg, Fla.; Lt. 
Gov. E. T. Anderson in Spokane, 
Wash. 

Three television salutes to the oil in’ 
dustry were sponsored by DuPont, 
United States Steel and Ethyl Corp. 
DuPont’s “Cavalcade of America” re’ 
peated its dramatic television showing 
of “Spindletop,” the famous well which 
ushered in the modern oil industry in 
1901; U. S. Steel devoted the bulk of 
its commercial time on October 12 to 
the role of oil in industry and modern 
civilization; Ethyl donated its time on 





Be. eaks 


Don't let your customers go another day with- 
out this priceless protection. Low cost TANK- 
LIFE TABLETS will create goodwill for you for 
pennies. Complete details on request. 


200 treatments @ 18¢ each 
500 treatments @ 16¢ each 
1000 treatments @ 15¢ each 
2500 treatments @ 14¢ each 
5000 treatments @ 12¢ each 
10000 treatments @ 10¢ each 
Packed 50 treatments to a can. 
(6 tablets=one treatment) 


ORDER THROUGH YOUR FAVORITE JOBBER 
—OR DIRECT 

























To date, enough Tank Life Tablets have been 
sold to treat every Fuel Oil Tank in every home 
in 25 States. 











| 
| 
| 


STEWART-HALL CHEMICAL CORP. 
Mount Vernon, New York 


| 
| 
[] Ship treatments @ ——+¢: | 
| [] Send Complete Details of TANK-LIFE 
l 
| 





TABLETS 
Name of Jobber 
Company Name 
Address 
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Baltimore's Miss Oil Heat alights from a Cumberland Co, tank truck to attend 


| the Oil Progress Week banquet held in that city on October 11. She is Mis 


Hyatt Young, personable secretary at Operators Heat, Baltimore, Greeting her 

are: Helen Lucas, American Oil and State oc Women’s Chairman; Dorot ) 

Muirhead, Shell Oil and President of the Maryland Desk and Derrick Club; 

Betty Mendenhall, Esso and Baltimore City Women’s ouc Chairman; Mis 

Young; Hollis Albert, Operators Heat and Ted Gorman, President of the Cum 

berland Co. Fashion note: Miss Young’s dress was of white nylon; her 705 
were the color of No. 2 fueloil. 
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vol put a Fitzgibbons 
in my own home" 


says L. G. Parsons, Manager, Wholesale Division 
York Corrugating Company, Inc., York, Pa. 


@ “Our supply house has handled Fitzgibbons steel 

boilers for many, many years and our customers 
share our high opinion of them. When I needed a 
boiler for my own use, I didn’t hesitate about pick- 
ing the one I always recommend — Fitzgibbons. As 
a ‘consumer’ I now know first hand why it’s tops 
with our trade and their customers”. 


») The “400” Series boiler, used by this wholesaler, 


has a distinguished record of performance that 
goes back 15 years. Constant refinements have 
kept it the standout boiler for medium and larger 
homes. Its efficient design and uniformly fine con- 
struction give both the installer and the home- 
owner exactly what they want...fast, smooth 
installation and years of troublefree, economical 
operation. 

The “400” Series comes in four sizes and can pro- 
vide from 180 to 300 gallons of instant hot water 
when equipped with the famous Fitzgibbons 
Tanksaver®. It carries the A.S.M.E. stamp and 
is rated by S.B.I. The new “400” Series catalog 
gives complete details. Write to the Fitzgibbons 
Boiler Company, Inc., 101 Park Avenue, New 
York 17; N. Y. for your copy. Address Dept. FO-11. 


gibbons Boiler i 








45 stations to local programs saluting with a dinner on October 11. Tom 
the industry. Carson, Sherwood Bros, and State onc 
“The Story of Colonel Drake,” chairman, chose Miss Hyatt Young 
API's new color film, was televised by from Operators Heat to be Miss Oj 
a large number of stations, whileaspe- | Heat. The photograph on page 3 
cial advance premier of the film took shows her arrival at the banquet. 
_ place in Titusville, Pa, on October 7, Dr. M. E. Spaght, executive vice. 
_ not far from the place where in 1859 _ president, Shell Oil Co., spoke at the 
| Col. E. L. Drake brought in the na- dinner, which was attended by the 




































RENICK & MAHONEY, inc 








| tion’s first commercial oil well. Governor of Maryland, Mayor of Bal. 
| Highlights of some local functions _timore and other city and state off. 
| available at press time follow: cials, 

| One of the largest affairs was held An Oil Progress Dinner marked the 
_ in New York’s Waldorf-Astoria Hotel —_ beginning of the week's activities jn 
| on October 14, This was the sixth an- —_and around Elizabeth, N. J., where the 


_ nual luncheon of its kind held for com- | Union County Oil-Heat Association 
| munity leaders and oilmen, sponsored was active in arranging the event on 
jointly by eight associations. Frank M. — October 6. Tickets were provided for 
Porter, president of the American Pe’ —most of the prominent educators in 
troleum Institute, and Dr. Arthur S. the county, with Dr. Hansen, executive 


FULFLO FILTERS INSURE Flemming, director, Office of Defense secretary of Teachers College at Co 
YOU AG AINST TROUBLE Mobilization, were the principal speak- — lumbia University invited as keynote 


ers. Among the sponsoring groups speaker. 





Fulflo Filters remove all suspended impurities | were: Oil-Heat Institute of America, Elsewhere in Jersey, another Com 

—_ aH: a ree at extreme ranges | New York Oil Heating Association, 

of viscosity and temperature. OE LEER LO OO NS EE Se 
sf Fuel Oil Board of Trade of the Bronx, 


Size for size, they will handle several times 


the volume handled by ordinary filters — with Empire State Petroleum Association. Roy Horton, Richmond, Va., president 
almost incredibly high flow rate. More than 1,300 guests heard Porter of the Distributive Education Clubs of 
Let us show you how a Fulflo Filter installa- say that the “Phillips decision” of the America, accepts a $500 check from 


L. T. White, Cities Service Co., as 
haytns ie George Stone, left, executive secretary 
evil day” for consumers of natural of DECA, looks on. Horton repre: 
gas. Unless legislation isenactedto“re- — sents more than 10,000 high school 
verse this court-made law,” Porter con- students who are studying the tech 
tinued, “the result will be a sharply niques of distribution and who are 


| 

| 

| 

| 

| working, under trained supervision, in 

| reduced supply of gas for consumers Ring, ne 
retail, wholesale and service selling 


tion can protect your oil and guard you 
against troubles: 


U_ S. Supreme Court foreshadowed an 





@ No screens, plates, cakes, filter-aids 
or added chemicals are necessary 


@ No maintenance attention is needed 
@ Filtration costs are amazingly low 


throughout the United States and, jobs, In presenting the check, ae 
eventually, a drying up of gas supplies White expressed his keen appreciation 

| for interstate shipment.” of the vital importance of training 
In Baltimore the Oil Heat Associae | young people to enter distributive oc 
cupations. He said, “In the oil indus 
try, we can look forward to these young 






THE R&M 
MAN WILL 
HELP YOU 


keep your plant and 



















| tion of Maryland participated in Oil 






















ing costs ae ; 
kin operating erogres: >ek acti > 1c . ; ; : 
d Pasormstos all our men | Progress Week activities, which began people taking their places in vital sales 
seep MN | ovasnsnsesinrcendsvars-Ateseertiees jobs in oil organizations everywhere. 
are train «1 need. YOU 
etin 
ment for every man R & M man! | 


n 
can always rely on 9 
















SEAVICE 





Send for the R&M complete catalog 


RENICK & MAHONEY, inc 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 
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NOW-a great new engine 
for AUTOCAR TRUCKS 


The White Mustang 390A 


Here’s the greatest gasoline en- 
gine ever to power an Autocar 
truck. The White Mustang 
390A, a modern high-com- 
pression engine producing 200 
horsepower and 440 pound- 
feet of torque. It has more 
power per pound, and all the 
other features you look for in 


a heavy-duty engine for high- 
speed hauling. 

You will want full informa- 
tion on this important addition 
to the Autocar line. Fill in the 
coupon and find out what this 
engine can do to make your 
hauling more profitable—you’ll 
be glad you did. 


The mighty Mustang is also available for your replacement engine needs 
See your White-Autocar representative about the special 


installation kit available for your present Autocar in 145 


and 200 hp engines. 


AUTOCAR TRUCKS 


Autocar Division of The White Motor Company 
Exton, Pa. 


Autocars are sold and serviced throughout the world 


4 oil 5 








Autocar Division of The White Motor Company 
Exton, Pa. 


I want to know more about Autocars 
with the White Mustang 390A Engine. 


Neme___ aa s* 
Firm Name Pa ed ee ee ee 


Address eee ee 





Type of operation____ 
No. of trucks in fleet 
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HEATLOK 
BAFFLES 
CANNOT 
COLLAPSE 
/ 


Patent Applied For 


Exclusive locking lugs hold Kolb 
‘‘Heatlok’’ baffles permanently in 
place. Each flint clay baffle unit 
is complete — 100% foolproof. 
Just install it and forget it. 


Check these ‘‘Heatlok'’ features: 


1. Exclusive locking lugs prevent 
collapse — eliminate emer- 
gency calls for service. 


. Three baffle sizes—10", 12" 
and 14", 


- Choice of four installation 
heights by turning or reversing 
lug posts. 


. Increased combustion’ effi- 
ciency—lower fuel costs. 


Kolb ‘‘Heatlok’’ baffles are your 
best bet if you want to save time 
on the job, save money and please 
your customers. 


Write, wire or call for details. 


KOLB REFRACTORIES CO. 


MEADOW & JACKSON STREETS 
PHILADELPHIA 48, PA. 


KOLBKAST 
INSULATED 
CHAMBERS 
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munity Leader Luncheon was held at | 
the Robert Treat Hotel in Newark on | 
October 13, About 500 attended and | 
heard Willard W. Wright, general | 
sales manager, Sun Oil Co., say that | 


businessmen must compete in the realm 
of ideas as well as in the market place 
if they hope to preserve an economic 


climate conducive to further growth | 
| and greater service to the American 


people. He urged businessmen to chal- 


' lenge those who criticize a competitive 


economy to show what can be accom- 
plished under government-direction, 
monopolies or cartels which are the 
only substitutes for competition. 

In simple terms, he added, competi- 
tion provides people with the things 
they want at prices they want to pay, 
“it has not promoted a Utopia, it has its 


| strains and dislocations. But until the | 


collectivists, the cartelists, the planners 


and all the others come up with some- 


thing more realistic and workable, let’s 
stick with competition.” 


}, 
“9 


Griffin Fuel guarantees 
Fueloil as cheapest Fuel 


GRIFFIN FUEL CO., Tacoma, Wash., 


| has issued a flat guarantee to deliver | 
| fueloil to any home, apartment, indus- | 
| trial or commercial plant in its trading | 
| area at a lower net cost per Btu for a | 
ten year period than either natural or | 
| manufactured gas or electricity. | 
| Edwin L. Griffin, president, in mak- | 
ing the announcement stipulated that | 
| the fueloil would have to be “burned | 
| with a modern nozzle or pressure type | 
| burner, which the great bulk of home- | 
owners and industrial plants already | 
have.” He explained that contracts | 


signed for the ten year period would 
be deposited in escrow at the Trust 


Department of the Puget Sound Na- | 
tional Bank and that each one would | 


be insured with Lloyds of London. 


Griffin pointed out that natural gas | 

has been receiving “unwarranted pub- | 
| licity,” whereas “natural gas has not 
even published a cost rate, or what | 
| they intend to charge, yet in every | 


| paper almost nightly they claim econ | 
| omy.” The guarantee has been issued, | 
| Griffin said, to clear up the atmosphere | 
and permit homeowners, builders and 
industrial plants to go ahead with their 


OUTSIDE BAG 


FROM YOUR 
G. E. or PREMIER 


FURNACE CLEANER 
..-Get the 


SOOTMASTER 


Filter Unit 


ith 
unow-AWAY. 





SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


Complete with 10 throw- 
$19 75 away bags and quick: 
® Order from your jobber 
© Jobbers’ inquiries invited 
: 

SUPPLY co ne 
HAVERSTRAW, NEW YORK 


release tie-cord. 
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1. A Famous Name 


A name that has stood for quality for 97 
years — one that's pre-sold to prospects 
by colorful, national advertising. 


2. A Complete Line 

The broadest in the industry. More than 
400 types and sizes help you meet the 
exact requirements of any heating or 
cooling job. 


3. Advanced Engineering 
Features that give you a big edge in 
competitive selling . . . and strong sales 
points, such as quiet operation, fuel 
economy, and long life. 


4. High Quality 

Highest standards of design, materials, 
and workmanship — and continuous in- 
spection of every unit — help assure 
greater satisfaction for your customer 
. . . fewer service headaches for you. 


5. Sound Sales Policy 

Offers broad sales and profit opportu- 
nities, assures fair sales practices, plus 
merchandising assistance. 


6. National Advertising 


A consistent schedule that. gives you cone 
stant, strong support. 


7. Designed Convertibility 
Factory-guaranteed Convertibility Plan 
lets you sell 'em oil heat today—change 
‘em over to gas heat tomorrow at low 
cost. Plus a line of heating equipment 
that’s easily convertible to today's cool- 
ing needs. 


Easy to sell? 
Mueller Climatrol sure is... 


and there are 7 big reasons why! 


Yas, sir, the Mueller Climatrol line has ‘everything it 
takes for success in the heating and cooling business. Take a look 
around — see if you don’t find that the Mueller Climatrol dealer 
18a prosperous dealer. 

Why is he prosperous? Because — whatever he needs for 

y’s new-house construction, or for replacement business — he 
Names it — and Mueller has it. 
* Why not cash in on the extra sales opportunities of the 
Mueller Climatrol line yourself? Write today for all-products cata- 
log, to get complete specifications on the entire line. 


Mueller Climatrol 


2050P W. Oklahoma Avenue ® Milwaukee 15, Wis. 
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plans, knowing what their fuel costs 
will be. 

Escape clauses in the contract void 
the guarantee if natural gas is found in 
the State of Washington in com- 
mercial quantities, if nuclear energy is 
made available to the utilities or if war, 
or controls for war, affect prices or the 
supply of either fuel. 

Griffin in making the announcement 
of the guarantee explained that 83% 
of the people who purchase fuel in 
Washington prefer fueloil and are for- 
tunate to be accessible to ample sup- 











plies of it. Supply has practically 
doubled with the addition of three new 
oil pipelines from Canada, Wyoming- 
Montana and Utah. In addition, two 
huge, modern oil refineries are being 
constructed nearby. 
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Sinclair Refinery Co. buys 
Modern Heat, Philadelphia 


EFFECTIVE November 1, Sinclair Re- 


fining Co, has taken over operation of 
the Modern Heat & Fuel Co., Phila- 





BETHLEHEM e 


e@ W3H3IIHLS8 @ WSHIIHLIG 








All three units are 
automatic... give 
more heat from 
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delphia, as a result of having purchased 
the entire retail operation and facili- 
ties of that company. 

The old name will be continued and 
be shown as a Division of Sinclair. The 
new owners will occupy the Modern 
Heat building at 4415 Chestnut St. as 
headquarters. 

Involved in the transaction are some 
70 pieces of automotive equipment in- 
cluding 35 fueloil trucks, Local indus 
try sources estimate Modern Heat's 
annual fueloil volume at 30 million 
gallons. The Schuylkill River Terminal 
was not included in the sale and will 
continue to be operated for wholesale 
distribution by the former owners of 
Modern Heat. 

The Modern Heat officials and for- 
mer owners are Harry Marks, presi- 
dent; Robert Fleisher, vice president; 
and George Clement, secretary. 
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Long Island Group to hold 


Institute for Management 


A MANAGEMENT INSTITUTE is to be 
sponsored by the Long Island Oil Ter- 
minals Association jointly with Hof- 
stra College, Hempstead, N. Y., where 
classes will be held during February, 
March and April, 1955, The Institute, 
open to all fueloil distributors in Nas- 
sau, Suffolk and Queens Counties, will 


4 the feast ps a consist of classes one night a week 
=~ minimum of "serv: 4 for eight weeks, with sessions limited 
+ somutele hat com < to small groups to allow a maximum 
t ger ee SPR 
a the yeer round z amount of individual participation. 
rs design... are m Tuition will be nominal. 
letel . a 
= bled and tested at = Harry Schwindt, president of Roxen 
- reducing " install = Utilities, Oceanside, N. Y., has been 
° . ‘d . . . - , 
suring dependable named chairman of the Associations 
co eae a Education Committee to prepare 
pe j on schedules and select lecturers, He will 
BS BETH-PAK fc: the Small Home Z| work with Harry H. Rains, a 
m oe m | executive secretary and counsel, direc 
+. This is YOUR OPPORTUNITY 1, become « member of the ES | tor of Hofstra Labor-Management In 
z BETHLEHEM family! Fill out and return the coupon today! z stitute and Professor of Industrial Re- 
3 eee eee ee ns ee lations, who will act as liaison between 
| | the college and the Association. 
BETHELEHEM FOUNDRY & MACHINE CO. 1 | Gulsior le x2 he Institute 
| 225 W. Second St., BETHLEHEM, PENNA. 1 | ubjects planned for the Ins 
| will include human relations in mat 
Please send us complete details concerning the Bethlehem Franchise. | agement, accounting, marketing and 
| NAME others, aimed at developing a “pack 
| age course suitable as a standard for 
I Ss Ui Na, is ns CEL. Ss eit nd cada iinvievinnbvencuanees= | fueloil distributors in other sectioaaae 
é other 
a a oe, ee PPR ee we ee NE Sink se daeaie || the eres the campuses of | 
| schools.” Each subject is to be intro 
ES EC EM 08 Dat TOME I it SEND. PN DROS SIRE RNS EAN RTE J 
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! AT THE VERY HEART 
I 
| 1 OF FINE REPUTATIONS .. 
e 
| EMERSON 
i 
: ELECTRIC 
a 
: The valuable extra you 
re get with your 
Emerson-Electric motor 
'S- : . 
I You probably know that the Emerson-Electric Wihe tenttorpatien en tm 
: consulting service, or bulletins 
ok motor has helped to build more than one prod- on: Miieaiiinatibils samen 
od uct reputation by its outstanding performance. plete line of NEMA standard 
m motors from 1/20 to 5h. p. 
3 But are you aware that you can take advantage (Check Bulletin desired.) 
of the specialized experience and technical skill 1] M441-A Capacitor-Start 
i of Emerson-Electric Engineers and Designers (] M441-B Split-Phase 
in on anything related to electric motors? _] M441-C Integral 
e _] M441-D Fan Duty 
s Often, a simple change in design or production C0 M441-E Oil-Burner 
ll technique can save you many dollars, deliver C1 M441-F Jet Pump 
we better performance for you. Remember, [] M441-G Blower 
ei Emerson-Electric has specialists ready to help 
= solve your most complex motor problems. 


en THE EMERSON ELECTRIC 
MANUFACTURING CO. 
St. Louis 21, Mo. 
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STANDARD 
| QUALITY , 


20 YEARS j 


DIELECTRIC holds — always 
— to highest standards of 
workmanship and quality of 
materials employed. For 20 
years, prices have been held 
at lowest levels by develop- 
ing machinery for automatic, 
precision production, and 
by introducing standard 
designs of wide application. 
Our facilities enable fastest 
action on orders, including 
manufacturers’ new designs. 
Let DIELECTRIC serve You! 





DIELECTRIC Ignition Electrodes are avail- 


able in standard types, and in special 


sizes and shapes — all with full Under- 
writers’ approval. Cable assemblies and 
bus bars for _ transformer-to-electrode 
layouts furnished for any burner hook-up 
Consult us 


freely about your ignition 


electrode problems DIELECTRIC’S ex 


perience and facilities are at your service. 


DIELECTRIC 


4:4 @) 0] 01 OF hn © Om Ia lon 


125 VIRGINIA AVE., JERSEY CITY 5, N.J. 











duced by a guest lecturer from indus- 
try or the faculty, followed by an 
iJlustrative film and then a period of 
general discussion. Harry H. Rains 
will act as moderator. 
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Oil continues to be 
preferred in Minnesota 


PART of the Continuing Survey of 
Minnesota Living, conducted by the 
Minneapolis Star and Tribune, covers 
heating systems and type of fuel used. 
Oil continues to be the leading fuel 
in the entire state, 45.2% of the heat- 
ing systems reporting oil used for heat- 
ing. In Hennepin County, 21.5% use 
oil; 52.7% use it in the rest of the 
state. City gas is reported as a fuel 
in 28.3% of the heating systems in the 
entire state, but shows up much 
stronger in Hennepin County, 64.6%; 
city gas drops off to 16.9% in the rest 
of the state. 

The table shows the fuels reported 
in the survey in the entire state, in 
Hennepin County and in the rest of 
the state. 





_ PERCENT ———— 
Henne- 

Minne- pin Rest of 
sota County State 
Oil 45.2 49 52.7 
City gas 28.3 64.6 16.9 
Coal 20.6 11.7 23.4 
Wood 8.6 o 11.1 
Bottled gas 2.1 y) 27 
City htg. system 6 ‘e 8 
Kerosene die P| pis 
Don’t know 8 Lee <3 


106.2* 100.8* 107.9% 


Another breakdown of fuel used 
divided the reports among city, town 
and farm installations. It showed 
pretty much the same pattern, with 
gas leading in the city and oil showing 
a commanding lead in the town and 
farm categories. The table demon- 
strates this. 








City Town Farm 
PERCENT 
Oil 34.1 65.4 54.3 
City gas 44.9 11.5 1.8 
Coal 17.1 16.5 33.6 
Wood iI 6.0 29.4 
Bottled gas 1.0 4.8 2.3 
City htg. system 1.1 , 


Kerosene - ” 2. 
Don’t know 11.3 


101.0* 


104.2* 


121.6* 


*Columns total more than 100% because 


some respondents use more than one kind 
of fuel. 





Warm air is the most popular type 
of heating, 74.5% of the systems in 
the entire state falling into this cate- 
gory. In Hennepin County 57.9% of 
the systems are warm air, 79.8% in 
the rest of the state. By places of resj- 
dence warm air stacks up this way: 
City, 62.0%; Town, 88.9% and Farm, 
92.8%. 

Hot Water heating is used in 
20.4% of the installations in the state, 
31.9% in Hennepin County and 
17.1% in the rest of the state. By 
residences hot water heating was re- 
ported: City, 29.5%; Town, 10.3% 
and Farm, 6.6%. 

Steam heating is used in 5.0% of 
the heating systems in the state; 11.3% 
in Hennepin County; 17.1% in the 
rest of the state. By places of resi- 
dence steam heating showed up: City, 
8.8%; Town, 0.2% and none on 
farms. 
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Over half of Nation enjoy 
Oil Heat at Home or Work 


MORE THAN HALF of the nation’s 
population enjoys the convenience of 
automatic heating with oil either at 
home, work, school, church or recrea 
tion according to the Plumbing and 
Heating Industries Bureau, Chicago. 
More than 7,250,000 homeowners use 
oil as fuel in central heating systems, 
and another 9,000,000 use oil in space 
heaters. 

Oil is also used as a fuel in 550,000 
schools, office buildings, factories and 
other types of commercial, industrial 
buildings. 

ate 


Independents build Tanker 
Terminal in Philadelphia 


TAKING THE EXAMPLE of major oil 
companies who compete with one at’ 
other and yet combine feasible opera’ 
tions, two Philadelphia independents 
have joined forces to build a ten mil 
lion gallon tanker terminal. 

Allied Oil Co. and Major Petroleum 
Co. have formed a common company, 
Ontario Terminals, through which 
they will begin operating the terminal 
about the middle of this month. 

Located in the Philadelphia harbor 
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Fuel-units, 
Transformers and 
Delaytrols’ 


This remark was made by Charles T. Robinson, president, 
Fairfield Home Oil Company, Greenwich, Conn., 
during an interview recorded by Webster Ekotape 


e Mr. Robinson speaks from experience. Since 1945 his company has sold 
its own oil burner, the Fairfield, and built up the largest oil dealer business 
in Greenwich. His other comments included these: 

“We have found that WEBSTER Fuel-units can be serviced readily on 
the job from a minimum of parts carried in each of our mobile units, and 
that WEBSTER Ignition Transformers with their various adapter plates are 
ideal for replacements. 

“WEBSTER uses only first class materials which we believe cuts down 
our servicing costs...a major item today. Our service men are familiar 
with WEBSTER equipment and find it tops in the industry.” 

* * 
You, too, can reduce service costs if you insist that the burners you buy 
are equipped with WEBSTER Fuel-units, Ignition Transformers and Delaytrals. 
These products help you build customer confidence. 
Write for details of WEBSTER equipment 


SIMILAR FUEL-UNITS ARE MADE FOR SALE IN CANADA BY CANADIAN ACME SCREW & GEAR, LTD., OF TORONTO 
UNDER LICENSE BY WEBSTER ELECTRIC COMPANY 


loil 





the terminal has two 4,500,000 gal. 
storage tanks for No. 2 oil, and a 
1,200,000 gal. tank for kerosene, One 
tanker and two barges can be tied up 
at a time. The five-acre plot on which 
the terminal is constructed is on prop- 
erty of the Delaware River Terminal 
and Warehouse Co. 

The terminal has barge berths, a 
truck loading rack that permits simul- 
taneous loading of five transports and 
five tank trucks. Remote control meters 
and registers by Brodie are housed in 
an office building. Pumping equipment 
is by Gilbert and Barker. 

Traffic has been arranged so that the 
largest truck will be able to move into 
the loading rack and then drive away 
without backing up. Tickets are given 
the drivers at the exit point, Enough 
land surrounds the terminal for ade- 
quate parking and future expansion of 
facilities. 

Major Petroleum and Allied Oil 
each operate several bulk stations in 
the Philadelphia area, Business for the 
competitors indicated that a terminal 
would be justified, but swinging such 
a large investment seemed expensive 


William W. Miller (left) president of 
Major Petroleum and Hugo V. Spitzer, 
president, Allied Oil, both Philadel- 
phia independents, at the site of the 
new tanker terminal they have built. 


for either individual. 
Presidents Hugo V. Spitzer, Allied, 
and William W. Miller, Major, talked 





it over and the tanker terminal and the 
operating company are the result. The 
new company’s roster reads: president, 
Miller; vice president, Spitzer; secre. 
tary, Albert K. Kaye, secretary of 
Allied; treasurer, William H. God 
frey, secretary-treasurer of Major. 

Besides wholesaling oil Allied is 3 
gasoline distributor for Socony-Vacu 
um. Major Petroleum retails fueloil, 
kerosene and gasoline; they also sell 
and service burners. 
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API fueloil Committee 
expanded to 65 Members 


THIRTY-TWO MEMBERS have _ been 
added to the Fueloil Committee of the 
Division of Marketing, American Pe: 
troleum Institute. Robert M. Bartlett, 
APN vice-president for marketing, 
said the committee was enlarged “so 
that better geographical representation 
could be attained and local problems 
might thereby be met more effec’ 
tively.” 
New committee members are: 


J. Hollis B. Albert, Operators Heat, 
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precision Afago NOZZLES 





THE NOZZLE 
THAT SELLS 
ITSELF 








PACKED IN THE 
ORIGINAL CLEARSITE 
HEXAGON CONTAINER 





ALL CONTAINER LIDS NOW IMPRINTED WITH SIZE AND DEGREE! 


Red for Hollow 


Blue for Solid 








Hago Products - 108i Springfield hve, vington 1,1! 


In Canada—RICHARDSON DISTRIBUTORS, 15 Brule Gardens, Toronto 
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STILL THE 
GREATEST 
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BUILDER... 
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THE FAMOUS 


ECONOMY 
CLUTCH 


Sell the burner with the Economy Clutch and you’l] sell 
more burners! Gilbarco dealers meet and overcome com- 
petition without shaving profits with the easy-selling 
features of this exclusive and patented action. When you 
tan explain to your customers how the Clutch saves fuel 
== § ...show how it increases quietness and cleanliness by 
eliminating smoky starts and stops—your sales will 
show results! And the Gilbarco franchise covers a com- 





; : ° 
plete line of equipment —for jobs of every size and type. 
| There are profitable territories open west of the Ap- ey nen 
; palachians, Wire us collect today! with the exclusive 


Economy Clutch 
GILBERT & BARKER MANUFACTURING COMPANY »* WEST SPRINGFIELD, MASS. * TORONTO, CANADA 
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Inc., Baltimore, Md.; A. W. Ander- 
son, Milder Oil Company, Omaha, 
Neb.; John Bero, National Oil Job- 
bers Council, Bero Oil Co., Duluth, 
Minn.; John Blondel, John Blondel & 
Son, Montclair, N. J.; Lester Boeck, 
W. H. Pugh Oil Co., Racine, Wis.; 
Leon Boyle, Boyle Fuel Co., Spokane, 
Wash.; Wiley Butler, Atlantic Coast 
Oil Conference, Inc., Coastal Oil Co., 
Newark, N. J.; George Clement, 
Modern Heat & Fuel, Philadelphia, 
Pa.; H. M. Daugherty, Jr., General 
Oils, Inc., Chattanooga, Tenn.; M. D 





DeTar, Aero Oil Co., New Oxford, 
Pa.; E. L. Fentress, E. L. Fentress Co., 
Norfolk, Va.; M. A. Fugere, Man- 
chester Coal & Ice, Manchester, N. H.; 
I. L. Goldman, Aurora Gasoline Co., 
Detroit, Mich.; Ed Hacker, Ballard 
Oil Co., Portland, Me.; Fred Heaney, 
Skaggs- Walsh, Inc., Long Island City, 
N. Y.; Willard Hedden, The Hedden 
Co., Dover, N. J.; John Hoff, Prince- 
ton Fuel Oil, Princeton, N. J.; Charles 
L. Jarrell, Colonial Oil Industries, 
Savannah, Ga.; Harvey W. Lewis, 
Lewis Oil Co., Inc., Port Washington, 
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PRODUCTS 


Are Designed To 
increase Your Profits 


FUSIBLE AND NON-FUSIBLE VALVES © 
FUEL OIL FILTERS © SAFETY DEVICES 


Firomatic products, famous for quality 
for nearly a quarter century, are de- 
signed to give you the highest profits 
possible. Ruggedly built for long wear, 
they eliminate cail-backs after installa- 
tion that often eat up profits — and 
they're priced to give you substantial 
mark-ups. Send for the complete Firo- 


matic catalog and prices. 


IMlustrated, are just 5 of over 80 different Firo- 


matic products available. 


FIROMATIC DESIGN CAN BE IMI- 
TATED—BUT FIROMATIC QUALITY 
AND SERVICE CANNOT BE DUPLI- 


CATED. 
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L. I.; Miles Mills, Oils, Inc. Deg 
Moines, Ia.; Joseph Olney, Jr., Olney 
&@ Payne Brothers, Pawtucket, R. |. 
T. S. Peterson, Jr., Peerless Oil Co, 
San Francisco, Calif.; M. H. Robj- 
neau, The Frontier Refining Co., Den, 
ver, Colo.; George L, Savory, Savory 
Oil Co., Inc., Binghamton, N. Y. 
Francis J. Schuster, Troy Oil Co,, In- 
dianapolis, Ind.; John W. Scott, 
Buckley & Scott, Watertown, Mass; 
H. V. Spitzer, Allied Oil Co., Inc, 
Philadelphia, Pa.; Wilmer Stradley, 
Diamond Ice & Coal Co., Wilming- 
ton, Del.; Russell F. Swett, Swett 
Brothers, Springfield, Mass.; S. B. 
Wilkes, Crown Petroleum Corp, 
Hartford 1, Conn.; L. B. Wilson, Jr., 
Griffth-Consumers Co., Washington, 
D. C.; George Wolf, Jr., George H. 
Wolf, Inc., York, Pa, 


Original Members 


Other members of the committee 
are: 

J. L. Minner (Chairman), Shell 
Oil Co., New York; L. B. Fox (Vice 
Chairman) Socony-Vacuum Oil Co, 
Inc., New York; Robert Gray (Secre- 
tary), FugLom & Or Heat, New 
York; J. J. Adams, The Standard Oil 
Company (Ohio), Cleveland, Ohio; 
D. L. Barrett, Esso Standard Oil Co, 
New York; A. J. Becker, Becker Mary 
den Co., St. Louis, Mo.; C. M 
Blickensderfer, Sinclair Refining Co, 
New York; W. F, Briggs, Valley Oil 
Co., Middletown, Conn.; F. G. Cole 
grove, Allied Oil Co., Cleveland, 
Ohio; J. E. Collins, Frontier Oil Re 
fining Corp., Buffalo, N. Y.; T. A 
Crawford, Timkin Silent Automatic 
Division, Jackson, Mich.; H. E. Daven’ 
port, Pocahontas Fuel Co., Inc, 
Salem, Mass.; K. E. De Rosay, Sun 
Oil Co., Philadelphia, Pa.; W. B 
Englebrecht, Phillips Petroleum ©o, 
Bartlesville, Okla.; James Glenn, Qual’ 
ity Oil Co., Winston-Salem, N. C: 
C. R. Holloway, Liberty Fuel Oil Co. 
Portland, Ore.; Walter L; Holmgrea, 
W. H. Barber Co., Minneapolis, 
Minn.; C. R, Jonswold, Pure Fuel 
Oil Co., Chicago, Ill.; C. E. Kramb, 
Gulf Oil Corp., Pittsburgh, Pa.; H. W 
Miles, Standard Oil Company, (Indi 
ana), Chicago, IIl.; C, W. Reed, Tiée 
Water Associated Oil Co., Inc., New 
York; G. W. Sanders, The Pure 0! 


November 





1954 











TW 


co! 
for 
ma 
mo 
Ch 


vat 


Ho 
sen 
RA 
Qu 
Cor 
out 


clea 


ing 


For 

cont 
local 
Mins 









oo a 


n 
1. 


fide 












Honeywell makes control systems for any type heating plant, any fuel. 


Here’s a typical All- Honeywell Control System for oil- fired warm air. 


F 
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TM 850 Thermostat. The TM 850 Chronotherm —designed for 
convenient living—automatically turns the heat down at night 
for cool sleeping and for greater fuel savings. And then it axto- 
matically turns the heat up again in the morning! The time 
modulating feature (shorter, more frequent “on”’ times) of the 
Chronotherm assures an even flow of heat, eliminating aggra- 
vating periods of underheating and overheating. 


How the system works: In this system, the Chronotherm 
senses slight temperature changes and sends a signal to the 
RA817C Protectorelay which cycles the burner accordingly. 
Quick fan response is provided through the L498 Fan Limit 
Control. The fan settings are interlocked to prevent limit cut- 
out below the fan “on” point. 

The V4001A Delayed-Opening Oil Valve provides smooth, 
clean starts and stops; improving heating efficiency and reduc- 
ing soot accumulation on the heat exchanger. 


Specify an All-Honeywell 
Control System when ordering from your 
wholesaler or manufacturer 


For complete information on the above system, individual 
controls or other Honeywell Control Systems, contact your 
local Honeywell office. Or write Honeywell, Dept. FH-11-209, 
Minneapolis 8, Minnesota. 










































































A | Honeywell Clock Thermostat, TM850 —see illustration. 


G Protectorelay, RA817C—is adjusted for minimum pull-in 
voltage protection, and can be mounted at any angle. Other 
models of this control available for continuous-ignition oil 
burners. 


Kl Combination Fan and Limit Control, L498 — designed for 
all types of forced warm air furnaces, it combines high limit 
control and fan motor operation independently of the thermo- 
stat. It features finger-tip adjustment and may be used in line and 
low voltage circuits, and in self-generating Powerpile systems. 


[Cd pelayed-Opening Oi! Valve, V4001A—provides smooth, 


clean starts and stops, reduces carbon deposits on heating sur- 
faces — increases heating plant efficiency. 


Honeywell 


112 OFFICES ACROSS THE NATION H 
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Co., Chicago, Ill.; W. F. Schierholz, 
Fuel Oil Co. of St. Louis, St. Louts, 
Mo.; H. L. Schwartz, Paragon Oil 
Co., Inc., Brooklyn, N. Y.; John R. 
Sherwood, Sherwood Brothers, Inc., 
Baltimore, Md.; W. S. Shockley, The 
Atlantic Refining Co., Philadelphia, 
Pa.; Douglas Smith, Standard Oil Co. 
of California, San Francisco, Calif.; 
H. M. Spade, Robison Oil Co., Harts- 
dale, N. Y.; A. W. Stearns, The Texas 
Co., New York; E. M. Toby, Jr., 
American Mineral Spirits Co., New 
York; H. B. Van Cleve, Maritime 








Wash.; D. C. Wixson, Mid-Continent 


Petroleum Corp., Tulsa, Okla. 4 
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Petroleum college Course | 


starts its second Year e 


THE PETROLEUM DISTRIBUTION course 
at the New York City Community 
College of Applied Arts and Sciences, 
Brooklyn 1, N. Y., has embarked upon 
its second year, with all 33 students 


Petroleum Corp., New York; Maurice © 
Vining, Diesel Oil Sales Co., Seattle, | 








ee 
DELIVERY 


anywhere in the U.S.A. 





TERMS ARRANGED 


Trades accepted 





Ask for prices and specifications on 


YOUR CHOICE OF ANY MAKE CHASSIS 


1050 Gallon — I! ton Dodge with 
7:50x20 8 ply tires; complete $4,078. 
1350 Gallon — 2 ton Dodge with 
8:25x20 10 ply tires; complete $4,488. 
1500 Gallon "Special" Dodge; V8 
engine; 133 h.p.; complete .... $4,773. 
1600 Gallon — 2!/2 ton Dodge with 
9:00x20, 10 ply tires; complete $5,286. 





3300 Gallon — 4 ton Dodge; specifications on request; complete ................ $11,890. 


All base prices Include 2 compartments, 
full skirting, top shrouding, electric or 
“Fluid Drive’ reel, 125 feet of i4" 
hose. Rear or side installed equipment 
and variations in basic specifications 
available in all sizes. Other tank sizes and 
prices on request. Consideration given to 
state and local requirements. 








| DY=Yol !=N4 
Brothers 

















1750 Gallon — 2! on ee 4 ie: Vy BA TEP 
9:00:20, 10 ply tires and 19,000 Ib. — A th 
G.V.W. chassis; complete .... $5,478. ene, &. EE, 
2100 Gallon — 3 ton Dodge with 10:00x20, 12 ply tires: complete ................ $6,882. 
2500 Gallon—3!/2 ton Dodge with 11:00x20, 12 ply tires; 100% air brakes; comp. $7,916. 


aie tie oma seomnonecnannnecy tan 









All prices above include Fed. Tax. Tank prices 
on other make chassis and trailer prices with 
specifications on request. 


300 LINCOLN AVE. . HAWTHORNE, N. J. 





BEN RO RS. RS 


*includes chassis, tank, pumping 
and metering equipment 







Send for FREE CATALOG FO 






HAwthorne 7-2100-01-02 














who attended the second semester in 
June having returned for their third 
semester on September 15. In addition, 
Max M. Streisand, petroleum coordi- 
nator at the college, reported in 2 let- 
ter to L. T. White, chairman of the 
Petroleum Education Foundation, 
sponsor of the course, that 50 new 
freshman students have enrolled. 

During the summer, Streisand re- 
ported that every one of the students 
who wished to work was able to do so 
through the assistance of the “petro- 
leum companies and their allied in- 
dustries.” 

The course is of two-year duration, 
leads to a degree of Associate in Ap- 
plied Science and includes instruction 
on fueloils. 
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Motel Operators report 
heating and fuel Costs 


A SURVEY on heating in motels, con- 
ducted for American Motel Magazine, 
Chicago 3, IIl., gathered data from 477 
establishments. Central heating was 
reported by 138 of them, 29% of the 
total, with the remaining 71%, 339 
motels, using individual room heaters. 
Oil for heating was reported by 107 
of the motels, natural gas by 209, bot: 
tled gas by 65, electricity by 56 and 
other means by the remaining 28. 

Estimated cost of all heating equip: 
ment averaged $4,700; estimated an- 
nual operating cost was reported as 
$950. 
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Home builders Show set 
for Chicago in January 


THE ELEVENTH ANNUAL Convention 
and Exposition of the National Asso 
ciation of Home Builders, to be held 
in Chicago, January 16 to 20, 1955, 
is described as the largest array of 
building products and home equipment 
ever displayed. Paul S. Van Auken, 
convention-exposition director, reports 
that 15% more exhibit space has been 
made available to accommodate the 
record demand for space. A total of 
500 exhibits are to be divided between 
the - Conrad Hilton and Sherman 
Hotels. 

Convention program plans include 
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DESIGNED for DEPENDABLILITY 


LOW IN PRICE—HIGH IN QUALITY 


nor the NEW 


gt 
- ECHO 


VENT SIGNAL 


Patented in Canada — U. S. Patent Pending 


The ECHO VENT SIGNAL—One piece reducing 
bushing and VENT SIGNAL combined. Made of 
high grade grey cast iron, attractively finished and 
rust-proofed. 


The NEW DUAL PURPOSE 11/4" x 1Y/,"" x 2" 
makes it adaptable for 1!/," or 2" tank openings. 


The simplicity and durability of the ECHO VENT 
SIGNAL makes it simple to install either in base- | 
rent or underground tanks. | 


MODELS FOR EVERY TANK—OLD OR NEW 














































| NEW DUAL- 
This device whistles while tank is being filled. 

. PURPOSE MODEL When tank is full whistle automatically shuts 
| POSITIVELY FOOLPROOF off. It is positively foolproof, unconditionally 
, MR. WHOLESALER guaranteed against defective workmanship and 
: WRITE NOW FOR materials. | 
COMPLETED DETAILS 
; AND PRICES. See Your Wholesaler for Details 
| A.B. CARLSON & COMPANY INC. 

349 WOODLAWN AVE. —“AMuracTunsns oF THE roruar = AURORA 6, ILL. 
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discussion, demonstrations and techni- 
cal sessions on new building methods, 
merchandising, financing, including a 
report on the NAHB Experimental 
Airconditioned Village at Austin, 
Texas. 

In addition to thousands of builders, 
a large representation of dealers, archi- 
tects, engineers and others in related 
fields have been invited, indicating an 
anticipated record convention attend- 
ance of nearly 20,000. The associa- 
tion has suggested that hotel reserva- 
tions be made as early as possible. 
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(1:1 Te putty 


Insist on a heating plant 
equipped with a 
Nu-Way Oil Burner. 
Write for full details. 


THE 


~— 


Bea ITE ‘Way CORPORATION 


ROCK ISLAND, ILLINOIS 
Sold through jobbers and distributors 
The adopted standard on leading furnaces and 


Automatic Oil Heat Exclusively Since. 1921" 


boilers 
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~| More than forty Massachusetts com 
munities will be served by this new 50 
million gallon storage terminal recently 
dedicated by Esso Standard Oil Co,, 
New York, at Waltham, Two-thirds of 
the capacity of the new terminal is de 7 
signed for fueloil storage, and since9) Th 
percent of the products leave by tank 
truck, the plant has been located so as 
to be as accessible as possible to major 
highways. Situated on the Massachw 
setts Products Pipe Line, the 20-tank 
terminal will receive its products from 
the Esso Standard Refinery at Everett. 
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Distribution Guide now 
offered on Subscription F OF 
Ow a 


DISTRIBUTION DATA GUIDE, marketing 
publication of The Office of Distribu 
tion, Business and Defense Services 
Administration, converted to a sub 
scription basis commencing with the 
October, 1954, issue. The Guide lists 
brief annotations of selected publica: 
tions and reports, both government and 
non-government, which contain basic 
information and statistics for use i 
market research, merchandising, sales 
promotion, advertising and allied sub 













eneral Ele 
mtremely 1 
or oil burns 
ttwork of 
hediate off 
transformer 
hent busine 


jects of interest to those engaged in EXBLE D 
the distribution of goods or services. *Sosehre 

Since the first issue last March it ind 9 ditter 
was distributed on a free basis. Now, Phiththisexy 
however, a year’s subscription for 12 Barts stock. 
monthly issues and two cumulative [Pition sery 
subject indexes costs $2.00 to @ JBIMPLE pes 
domestic address, $2.50 to a foreig® or conveni 
address. Individual copies sell for 15¢. JF mounted 


Subscriptions, accompanied by 
mittance, will be received by the 
Superintendent of Documents, U. 5 / 
Government Printing Office, Was 





ington 25, D.C. 
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EW IGNITION 





THESE SEVEN COMPONENTS GIVE YOU 24 COMBINATIONS. 


ENERAL ELECTRIC ANNOUNCES: 


TRANSFORMER 


}FOR REPLACEMENT MARKET 


y Now available from authorized G-E distributors 


i$ Beneral Electric is now introducing a new, 
vy tremely versatile ignition transformer 
d roi burners, and establishing a national 
ic ttwork of franchised distributors. Im- 
hediate off-the-shelf delivery of ignition 


' transformers is available for your replace- 
4 Bent business. 
: REXIBLE DESIGN 
€new models offer 24 different combi- 
, tions using only 3 different base plates 
hd 2 different sets of terminal adapters. 
', Pith thisextreme versatility and minimum 
2 arts stock you can handle most of your 
tion service calls right from your truck. 


4 PIMPLE DESIGN 


convenient installation twin bushings 
¢. # mounted on either the bottom or end 


~~ 
4 





of the case. An electromagnetic shield 
and electrostatic shielding are included 
to reduce to a minimum radio or TV 
interference. To make any installation or 
modification even simpler a choice of 
either spring-clip or thumb-screw type 
terminal adapters is offered. This is the 
same transformer design that over the 
years has provided outstanding service 
records for quality oil burner manufac- 
turers. Now, for the first time, it has been 
specifically adapted for the growing re- 
placement market. 

For further information, write for 
Bulletin GEC-1261 or call on your nearest 
authorized G-E ignition transformer dis- 
tributor. Section 412-119, General Electric 
Company, Schenectady 5, New York. 


: | Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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Look Shelf 


Oilburner controls Series 
consolidated in Booklet 


DURING 1953 and extending into the 
first half of 1954 FuELomw & Om Heat 
published a series of articles by John 
W. Schulz on oilburner controls. The 
complete group now is available in a 
reprint booklet under the title, ““Funda- 
mentals of oilburner Controls.” 

The series was designed to describe 
the principal makes of safety control 





YOU'LL SELL MORE. . 


with the NEW 


panels, along with practical instruc- 
tions for installing and servicing them 
and understanding their internal and 
external wiring circuits. 

Since the primary function of the 
series is educational, it opens with three 
articles that cover electrical principles 
as applied to oilburner control wiring. 
The first of these introductory features 
simply relates the “Electrical ABC’s of 
burner Jobs,” followed by “Facts on 
voltage Drops and wire Sizes,” con- 
taining more fundamentals on every- 
thing electrical in an oilheating set-up. 





. PROFIT MORE... 


A QUALITY OIL BURNER 
COMPETITIVELY PRICED 
FEATURING THE Lecteniei 


ACME 


TURBOSTAT HEAD 


AS STANDARD EQUIPMENT 
The turbostat head is a non- 
adjustable trouble-free combus- 
tion head proved equal in 
efficiency te much highe 
priced heads. 


OUTSTANDING ACME FEATURES 
MEAN BETTER PERFORMANCE 


A COMPLETE LINE OF OIL BURNERS FOR YOUR STANDARD AND SPECIAL REQUIREMENTS, 


< 318 Ten Eyck St. * Brooklyn 6, N. Y. 


= @S< 


. AND MANY 
OTHERS 


























1954 


The third covers “Safety-control Fun, 
damentals” and describes the design re 
quirements of safety-control panels for 
oilburners. 

The remaining articles in the series 
are concerned with spetific makes and 
incorporate descriptions of eight: 
Crise, Detroit, General Electric, 
Honeywell, Mercoid, Penn, Perfex and 
White-Rodgers, Each make is covered 
in essentially the same fashion, includ. 
ing a wiring diagram of a typical oil 
burner hook-up, discussion of design 
and operating features and an explora. 
tion of service requirements, As such, 
individual features are pointed out 
only to relate them to the control's per: 
formance or function and no compari 
son is made between any makes, nor is 
one evaluated against the other. 

For this reason, the oilburner dealer 
or serviceman can effectively use the 
booklet on “Fundamentals of oilburner 
Controls” to familiarize themselves 
with these eight principal makes; also 
they can use the booklet for more ele’ 
mentary training or education. 

“Fundamentals of oilburner Con: 
trols” is a 64-page booklet, 87” by 11”, 
selling for $1.00. Published by: Fug 
oi. & Om HEAT, 2 West 45th St, 
New York 36, N. Y. 

So 

Keith T. Davis has been named 
technical director, Affiliated Gas 
Equipment, Inc., Cleveland. He for 
merly had been directing the engineer’ 
ing program for the Bryant Heater 
Division. Replacing him is John H. 
Jennings, who until recently had di 
rected engineering for all aircondition 
ing products of the Servel, Inc. 


John A. (Jack) Wolff has been 
named sales manager, Heating Cor 
trols Division, 
General Controls 


Co., Glendale, 





‘ ‘ Calif. He will co- 
& Gentlemen, please send me complete information i din all 1 
6000 NEWS—Boiler and & on the ACME Model CP [] on the complete ACME Line [) ‘ ordinate all sales 
3 ere a: 
Furnace Manufacturers = g Name g| activity for heat 
Whatever your require- § Company ; Ing and appliance 
ments, the ACME Engi- 6 controls through- 
neering department is B Address ' olit the commany’s 
at your service in adapt- ' City State i pony 
ing this NEW Model CP ; : 38 regional and 
as well as all other Please check one : uarters 
ACME Burners— @ 0 Jobber 0 Dealer (C) Distributor § branch offices. Wolff's headq 
TCLEL LLL LLL LLL will be in Glendale. 
November 
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1955... Good Oilburner sales Potential 


Should be at least 2% above this year, says Sales Analyst Board 


by 
Peter B. B. Andrews* 


ir YEAR 1955 could be one of 
the best years in history for the 
oilheating industry. Consensus of the 
Board of Analysts of Future Sales 
Ratings is that the forthcoming eco- 
nomic base is likely to be such that 
with an extensive and aggressive 
promotional campaign approximately 
2% more oilburners could be sold in 
1955 than in 1954, Majority judgment 
is that the gross consumer and business 
expenditure for oilburners in 1955 
could substantially top that of the cur- 
rent year, 


Projected Gain 


The projected gain is based on dol- 
lar computations and assumes no big 
step-up in armament activities and a 
comparative stability in price levels. 
Volume-wise, too, the approximate 
800,000 total oilburner installations 
for 1954, which compares with 823,- 
365 for 1953, should be substantially 
exceeded. 

Reflecting the expectation of suc- 
cessful promotion by the oilburner in- 
dustry and a favorable general busi- 
ness trend on which to expand sales, 
the Board has assigned a future sales 
rating of five stars for the oilburner 
industry in 1955. The five-star rating 
category is the highest any industry 
can attain, the gradations on lower 
sales expectations running down to 
four, three, two and one, the last of 
which represents the least favorable 
Prospect in relation to other leading 
industries, 





*Supervising Economist, Future Sales 
atings, New York. Last year these spe- 
cialists forecast a drop of 3.7% in 1954 
from 1953. Since last year had 823,365 in- 
stallations, this means that the group was 
expecting about 793.000 this year, which 
at this stage looks about right. 


These future sales ratings are de- 
termined by a group of 300 Govern- 
ment and business experts under the 
author’s supervision. The ratings of 
the complete list of 110 industries of 
the United States are published quar- 
terly in Sales Management. The 
economists and marketing men who 
comprise this Board, with which the 
writer is associated as supervising 
economist, have been forecasting for 
20 years in Sales Management (with 
an outstanding batting average of 
87% accuracy) the sales prospects of 
the leading industries of the United 
States, among which the oilheating in- 
dustry is one of the leaders. 

FuELOIL & Ort HEAT commissioned 
the writer to do an exclusive survey 
on the oilburner sales estimate of this 
Board and its expectations of trends 
and business potentials for the year 
ahead. 

One of the principal considerations 
in the Board’s indication of a promis- 
ing year for 1955 is that the basic back- 
ground—particularly in the outlook 
for both residential and commercial 
building—is strong. Moreover, buying 
power of both the public generally 
and business as a whole is high and 
there is a very important underlying 
movement to increased modernization, 
which logically should involve more 
oilburner sales. The anticipated na- 
tional construction total of $36 billion 
fer 1954 in new building and $15 bil- 
lion of spending for maintenance and 
repair represent new high records in 
both categories and are an impres- 
sive foundation for near term sales 
expansion. 

The 1954 total national construc- 
tion, estimated by the Board at the 
previously mentioned $36 billion, is up 
about a billion dollars over the 1953 
aggregate. Another billion dollar gain 
is possible for 1955, with particularly 


big gains coming in church building, 
educational building, social and recrea- 
tional building, warehouses, office and 
loft building, and stores, restaurants 
and garages—all markets for oil- 
burners. 

Residential building, too, is expected 
by the Board to make further gains 
in 1955. After a slow start in 1954, 
residential building soared to exceed 
the year 1953 comparative showing, 
and substantially more housing starts 
are likely for the full year 1954 than 
for 1953, when 1,103,800 new dwell- 
ing units were started. The year 1955 
may see at least 1,200,000 new houses 
and possibly 1,350,000 as the optimis- 
tic potential maximum of new houses 
started. 


Loans increase Building 


The new FHA loan relaxations have 
given a fillip to home building and are 
likely to continue with that influence 
in 1955. Modernization, too, is en- 
couraged; thus, the lifting of the mort- 
gage ceiling to $20,000 makes used 
houses more negotiable and valuable 
and, therefore, worth modernizing. 
Probably as much as $25 billion has 
been added through this move to the 
value of the nation’s 50 million homes. 

A tremendous fundamental public 
need, of great importance to the oil- 
burner industry, is the country’s grow- 
ing requirements for homes. The Board 
continually emphasizes this significant 
point. The marriage totals of this 
country for many years have outdis- 
tanced the tctals of home building 
starts. Throughout World War 
heavy deficits in this direction mush- 
roomed, and since then the spread be- 
tween homes needed and those built 
has continued to widen. Now the 
cumulative disparity is enormous, in- 
deed, indicating underlying pressure in 
the future for mcre new homes and 
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therefore for oilburners. This signifi- 
cant series of data is given at right. 

The rising foundation for home- 
building and accordingly for oilburn- 
ers as a leading heating accessory is 
evident in these figures. It will be 
observed that the cumulative differ- 
ence between homes built and mar- 
riages is 13,314,657. Residential build- 
ing and the oilheating requirements 
that go with it are running consider- 
ably behind the marriage rate, and de- 
mand logically must crystallize from 
this pressure, 

Naturally, divorces, family separa- 
tions and deaths in the period shown 
in the preceding computation result in 
lowering the net figures of potential 
market, but even if only a very con- 
servatively estimated 50% of these sur- 
plus couples were to get new homes, 
that would be over 6,500,000 couples 
to be adequately housed on the basis 
of the present backlog—not counting 
the additional marriages and household 
formations of 1955. Some members of 
the Board maintain that a residential 
building rate of 2,000,000 homes an- 
nually for a number of years ahead is 
essential to meet the backed-up re- 
quirements. 

The holding up of the rate of house- 
hold formation is also partly the re- 
sult of social security and the increas- 
ing number of private pension systems, 
which provide incomes to more and 
more elderly persons and enable them 
to continue as separate households. In 
a further analysis of the market, it is 
noteworthy, too, that there are esti- 
mated to be more than 15 million old 
homes in need of repairs and replace- 
ments—with many of these good mar- 
kets for oilburners. Many of the 
buildings and homes erected during 
the boom period of the °20s particu- 
larly are obsolete, though with sound 
framework they can easily be modern- 
ized with oilheating. 


Important, too, in any analysis of 
the oilburner sales potential is the basic 
economic picture ahead for 1955, The 
Board believes this base will be advan- 
tageous for building a good record. 
Thus, the Board expects that gross na- 
tional product, representing the total 
value of all goods and services in the 
United States, will exceed substantially 
the gross national product of 1954. 
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Home Building Marriages Cumulative 
Year Starts (U.S. Total) Difference Difference 
1953 1,103,800 1,533,000 429,200 13,314,657 
1952 1,127,000 1,540,000 413,000 12,885,457 
1951 1,091,300 1,594,904 503,604 12,472,457 
1950 1,396,000 1,667,231 2I1L231 11,968,853 
1949 1,025,100 1,579,798 554,698 11,697,622 
1948 931,300 aS OS Mb bd 879,855 11,142,924 
1947 849,000 1,991,878 1,142,878 10,263,069 
1946 670,500 2,291,045 1,620,545 9,120,191 
1945 209,300 1,612,992 1,403,692 7,499 646 
1944 141,800 1,452,394 1,310,594 6,095,954 
1943 191,000 1,577,050 1,386,050 4,785,360 
1942 356,000 By ge ey 1,416,132 3,399,310 
1941 706,100 1,695,999 989,899 1,983,178 
1940 602,600 1,595,879 993,279 993,279 

TOTALS 10,400,800 23,715,457 13,314,657 








An aggregate of $366 billion is antici- 
pated for 1955, compared with $356 
billion for 1954. 

Financial condition of the Ameri- 
can economy is strong, it is noted, 
emphasizing the favorable potential 
buying power. Working capital of 
American corporations now is at an 
all-time high, exceeding a $94 billion 
total, with current assets more than 
double all current liabilities. 

Piled-up personal liquid assets of the 
public to date surpass $570 billion, 
consisting of $200 billion in corporate 
securities and $370 billion in currency 
and other savings. This total of sav- 
ings alone is more than two times the 
aggregate of all annual retail sales of 
all kinds and it is over 1,500 times the 
retail value of total domestic burners 
and units sold in 1954. 

The oilburner industry itself, too, is 
considered to be in good condition, 
reflecting the expansion of this busi- 
ness as population has grown and as 
consumers improved their finances over 
the years. The Board, as indicated, 
stresses in the fundamental analysis 
bearing on the economic future of the 
oilburner industry, that consumer pur- 
chasing power is at high levels, both 
as to current disposable income and 
savings. Consumer spending is now at 
a record (and should be for oilburners, 
too)—and consumers, in the Board’s 
view, have more confidence about the 
future than for several years past. 

Federal action, moreover, has effec- 
ed easy borrowing conditions. Money 
and credit are ample, and tax re- 
lief has aided corporate and in- 
dividual earnings. Tax revisions have 
liberalized depreciation allowances 
which encourage capital expansion and 





investment of private funds. Billions 
of dollars, therefore, are now freed 
for business growth. Tax cuts made 
in 1954 involve a reduction of $7,400, 
000,000—the greatest dollar reduction 
made during any one year. 

Also of material note is the fact 
that, while recent economic activity has 
been at a high level, and the value of 
the dollar has been stable, the increase 
in wages, which is one of the principal 
expressions of the progressiveness of 
the American economy, has continued, 
Its buying power has held up well, 
too, with little deterioration in the dol 
lar’s goods-value equivalent during the 
past 12 months. 

In the final analysis, the Board 
notes, replacement of many types of 
equipment, including oilburners, has 
been at a comparatively low rate in 
recent years. Much of the equipment 
which was already overage at the end 
of World War II is still in service. 
Relatively inefficient facilities have 
been continued in operation because 
they were needed to satisfy the de 
mand for service, and, because, given 
the pressure of that demand, the prices 
charged could be high enough to cover 
the cost of operating the inefficient 
equipment. With the return, as a 
present and in 1955 as anticipated, of 
keen competitive conditions, there #8 
again a strong incentive to reduce costs 
by replacing such equipment, and that 
involves more oilburner purchases. 

All the foregoing factors represent 
the basic line of reasoning by which 
the Board of Analysts of Future Sale 
Ratings arrived at the conclusion thé 
the oilburner industry sales prospects 
merit a five-star rating among the 110 
leading industries of the U. S. 
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We cover a lot of Angles 
to sell Oilheating Jobs 


by 
Fred Haab* 


LTHOUGH OUR COMPANY is actively 
A engaged in the marketing of fuel- 
oil, both retail and wholesale, and in 
the retail distribution of a wide range 
of electrical appliances, we will dis 
cuss here only the selling of domestic 
oilheating equipment, This department 
has been important to us, not only for 
profits but also because it provides the 
principal channel of growth for our 
fueloil business. 

Management’s thinking in our com- 
pany is tied to the philosophy that 
“Sales is King.” 

The hardest dollar earned is that of 
the retail salesman, On the whole, 
other employees do not have to work as 
hard nor put as much energy or skull 
practice into their jobs, nor do they 
put in the hours that the salesman 
does. Sometimes it isn’t easy to con- 
vince the other departments of an oil- 
heating business that salesmen are not 
to be kicked around but instead are 
to be helped and encouraged in every 
way. 

There’s nothing uniform nor fixed 
about the procedure to sell a domes’ 
tic oilburner. Nearly every sale is dif- 
ferent. 

First of all, where did the lead come 
from? We keep an accurate record of 
the source of every sale. It isn’t guess 
work; it is done day by day and then 
tabulated. 

Our own users are our best source of 
leads; over 30% of our sales comes 
from these users. 

Now, let’s take a lead that comes in 
trom a homeowner—one of our users. 
First off, he knows that when the job 
is sold he will receive $10; that’s his- 
tory to him. We have been doing it 


*President, F. C. Haab Co., Inc., Phila- 
delphia, This is a very limited portion of 
the author's presentation before the Con- 
necticut Oil Marketers’ Management Insti- 
tute at Yale University September 15. Some 
of the other talks at the Institute were 
briefed in the October issue. 







Sales Penetration 


for years and that’s one of the reasons 
for the 30%. The user is asked to send 
in a name of someone he thinks is in- 
terested in oil heat and if we sell the 
prospect he gets $10 which will buy his 
wife a hat. We keep a series of mail- 
ings going to our users to remind them 
that we're interested. 

When the sales manager gets one of 
these prospects and assigns it to a sales- 
man, does the salesman call him on the 
telephone? No, definitely no! This 
prospect is valuable . . . he’s too valu- 
able for just a phone call. The salesman 
sees him personally and reports back 
in writing. 

When the salesman arrives at the 
home, his first job, and only one on the 
first call, is to get in to make a survey. 
With such a lead, nine times out of 
ten he can make the survey because 
these user leads are the best we get. 
Salesmen like them , . . they are pro- 
ductive. 

While he is 
making this sur- 
vey, Junior is 
probably around 
and he had better 
pat him on the 
head. Or he might 
make a comment 
about the cleaner 
basement you’d 
have when you 
got rid of the coal 
shovel and ashes. 
Notice and make 
comments about 
anything around 
the house in 
which the lady 
seems interested. 

Then the sales- 
man asks to come 
back that evening 
to talk to the hus- 
band. An oilburn- 
er isn’t bought by 
the lady of the 
house. Most sales 
are closed in the 





Welcome 


—whether you come to buy, to sell, 
or to seek information, you are po- 
tentially—a friend, a booster and a 
customer; we want to treat you 
right, save you time and make your 
visit a pleasant one. Thank you for 
calling on us. 




















This greeting is hung in the reception 
room of the F. C, Haab Co., Philadel- 
phia, establishing a warm, friendly 
atmosphere even before the caller has 
stated his reason for being there. 


evening after hours and both the wife 
and husband are present, and many 
times the entire family is sitting around 
listening . . . they are spending $1,000 
for the comfort of the home. 

The salesman had better keep his 
eyes open all the time, so when he 
sees the husband that night he can 
answer some questions, possibly from 
daughter or junior. The sale isn’t usu- 
ally closed that first night, not a $1,000 
sale, or even the average sale, which 
is nearer $600. 

Assuming he doesn’t sell on that 
first call he starts a direct mailing the 
very next day, some of our circulars. 


He features a large booklet, “What 





Fred Haab 



























































You should know about Oil Heat,” an 
institutional piece 8/2” x 11” telling 
the whole story objectively. This book 
was quite a decision for us to make. 
It cost $5,000 and has sections on oil 
as a fuel, combustion, heat losses, the 
four types of oilburners, then about 
the Haab Co., their installations, their 
background. 

Then the salesman has a series of 
four postcards, one to be mailed auto- 
matically by the girl each third day. 
These cards, just telling a little story 
about Oil-O-Matic, are inexpensive 
and very effective. 

Usually the prospect wants the quo- 
tation in written form and we have 
a “proposal” for this. This is done up 
attractively, checked by the sales man- 
ager and placed in a jacket. Then it 
is delivered personally. 

Let’s assume that the sale is made. 
Is there any more selling beyond that? 
Yes, a copy of the contract is returned 
promptly with a short, friendly letter 
signed by the sales manager. 

While the installation crew is mak- 
ing the installation a sign is placed 
outside the home reading, “Another 
Oil-O-Matic being installed by the 
F. C. Haab Co.” And don’t think that 
the salesmen don’t watch for this be- 
cause it’s an excellent way to advertise 
and a wonderful source of new 
leads. 

These lawn signs cost only a dollar 
and if the crew sometimes forgets to 
remove them they’re not seriously rep- 
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rimanded. Confidentially, they have 
been known to stay up for two weeks. 

The day after the job is done, the 
salesman gets a slip telling him so, 
and that it is time to make a call-back. 
He selects about 25 of the closest 
neighbors and sees that “Neighbor- 
hood News” cards are mailed out and 
telling them that their neighbor (by 
name) has chosen Oil-O-Matic. 

That’s about the general procedure, 
but it’s only one. We've only talked 
about the sale where a user sends in 
a name. There are many other methods, 
leads from home shows, employees, ad- 
vertisements, walk-ins. 

But let’s take another one. We'll 
skip over the phone lead as that is han- 
dled about the same way. But let me 
point out that it is very important to 
have that one phone contact be a good 
. create a favorable impression. 
We are very fortunate to have a good 
switchboard operator, She is “customer 
conscious” and that is a tremendous 
help. A lead to our operator is just 
as important as it is to me. 

Let’s take a lead where our men 
canvass. We are old-fashioned. We 
canvass for leads. We have to canvass 
to help get enough leads, but we do it 
mostly at the time of year when things 


one .. 


are slow. 

Do we believe in it? Yes. 

Do we like it? No. 

When do we decide to canvass? 
Weil, some men do it all the time. We 
have one man in particular who spends 





What is a Customer? 


A customer is the most imporiant 
person ever in this office—in person, 
by mail or on the telephone. 

A customer is not dependent on 
us—it is we who are dependent on 
him. 

A customer is not an interruption 
of our work—he is the purpose of 
it. We are not doing him a favor by 
serving him—he is doing us a favor 
by giving us the opportunity to 
do so. 

A customer is not an outsider to 
our business—-he is a vital part of it. 

A customer is not a cold statistic 
—he is a flesh-and-blood human be- 
ing with feelings and emotions like 
our own, dlong with some biases 
and prejudices. 

A customer is not someone to 
argue or match wits with. Nobody 
ever won an argument with a cus: 
tomer. 

A customer is a person who brings 
us his wants. It is our job to handle 
them profitably to him and to our- 
selves. 

Let us never forget how vitally 
important the customer is in any 
business. 











Haab displays this searching, compre- 
hensive definition of a customer in his 
showroom, principally so that his em: 
ployees see it often and remain con 
scious of it. Of equal importance, too, 
is the fact that it is located in a place 
where nearly every customer who visits 
the showroom sees it and is thus ac 
quainted with the company’s regard 
for all of its customers. 


an hour a day, but most men won't, 80 
we stage games and have contests. | 
don’t know any easy way. 

I never was a salesman; I came up 
through the mechanical department at 
one of the older large Philadelphia 
branches of a national manufacturer. 
One day they made me branch many 
ager. Most of the salesmen struck me 
as “Palookas” . . . only a few looked 
good, so I fired the others. Then I cut 
out advertising . . . it wasn't worth 
what it cost. 

I got glowing letters from the big 
boss for saving so much money and 
increasing the profits so fast. 

Then the blow fell. The national 
sales manager told me I had a quota of 
1,000 oilburner sales for the next yeat, 
and since I'd cut out most of the sales 
expense, how was/I going to sell them’ 
It was a slow climb back up. 
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Now I know 
you've got to have 
palookas, enough 
of them to de- 
velop into strong 
salesmen through 
the years. 

And I know 
now that there’s 
no such thing as 
bad advertising. 
Some is just bet- 
ter than other 
types. We spend 
about three and a 
half per cent of 
our billing on ad- 
vertising of all 
types, This covers 
not only newspa- 
per, radio and the 
like, but also all 
of our mailing 
pieces, home 
shows, contribu- 
tions, etc, 

Getting back to 
our salesman and 
his canvass- 
ing, there are two 
types. 
vass and cold can- 


. « BEE Can- 


vass. We give each salesman 25 user 
cards a week for calls in his own ter- 
ritory. Now that doesn’t mean that 
he’s to drop everything he’s doing and 
work right on those 25 cards, He’s to 
work them about five a day. If he 
doesn’t call on those 25 people he 
turns them in at the Friday sales meet- 
ing and gets a new batch of 25. If the 
person isn’t home he leaves a doorknob 
hanger along with a small personal 
note, because usually this salesman had 
sold him and knows him. 

Some salesmen prefer cold canvass- 
ing. They'll pick out certain streets 
in a neighborhood and hang doorknob 
hangers. We'll buy all the hangers they 
will hang. 

Now, let’s go along with the sales- 
man who has received a coupon from 
Newspaper advertising. Some advertis- 
ing people are against coupsn ads. 
From our own experience, we like 
them. 

It's strange how it varies, goes up 
and down, but constant plugging 
brings results, Granted, gauged only 


One of the circulars used by Haab’s salesmen in following 
up after the first call. This book cost $5,000, measures 
8'4, x 11. Besides telling an objective story about oil- 
heating as it affects the prospective purchaser, a section 
tells the Haab story, company background and similar data. 


on a few answers it isn’t worth while, 
but you just have to keep before the 
public, you have just got to keep pluy- 
ging to get results, 

We know that 4% of our sales are 
from our coupon ads... 


coupons that 


the prospect had to cut from the paper, 
fill in, put in an envelope, attach a 
stamp and drop into the mail box, 


One of our other big sources of leads 
is our employees . . . 18% of our sales 
come from suggestions of our own 
people. 

That doesn’t just happen; someone 
has got to be interested; someone has 
got to care. 

Our truck drivers (in the winter we 
have as many as 30) and our service- 
men are paid for leads which result 
in a sale. The serviceman comes to your 
home when you are in trouble on a 
cold winter night and who could be 
more welcome. If this man is trained to 
think of sales he can to some degree do 
a lot of good for the salesman, the 
customer, himself and the company. 

Incidentally, our servicemen cannot 
earn commissions on repair or replace- 
ment parts, but only on leads that the 
sales department can turn into orders 
for oilheating installations. 

Most of the 18% that we mentioned 
are replacements, replacing old equip- 
ment. The salesman couldn’t gain en- 
trance here, but the serviceman is 
called. We stage contests for the serv 
icemen and oil drivers. Our sales man- 
ager sends them a letter about every 
two months, 

A very important part of our sales 
policy is our weekly sales meeting. 

Where do you get the material to 
talk about? How do you hold interest? 
Do most men attend? 





A Haab display of the “home show”’ type, exposing the company name and equip- 
ment to a great many prospects. Haab regards these shows as an important source 


of leads for salesmen, along with advertising, canvassing, walk-ins and from users. 

































































Just last week I remember one topic 
which the salesmen were complaining 
about and that was new home leads. 
They had to wait too long to close a 
sale. By the time the interested party 
bought the house and was finally ready 
to think about the heating unit there 
had been a terrific lapse of time. But 
these new house sales are important to 
all of us. We must have a certain per- 
centage to reach the necessary sales 
volume, 

To the men we compared this source 
of sales with the farmer. He has to 
prepare the soil, plant the seed, fertilize 
it, perhaps irrigate it before he finally 
enjoys the harvest. 

I have said very little about selling 
fueloil. That is a long story in itself, 
but somewhat like oilburners except it 
isn’t as hard to sell oil. A successful 
fueloil salesman doesn’t need to work 
as hard. 

Of course most of our oil business 
is thrown over the transom when we 
sell an oilburner. But we also have 
two oil salesmen whose operation re- 


quires very little follow-up or check- 
ing and doesn’t present the same chal- 
lenge that specialty selling requires, 

In closing I would just mention our 
service department . . . a necessary evil 
but we consider it very important. 

In our business we would like to 
operate without one. Could we? Yes, 
but we could not operate without one 
and still keep our customers tied to 
us on a solid foundation. I wouldn’t 
like to be delivering fueloil to a home, 
skimming off the cream, while someone 
else was doing the less desirable work. 
But many companies do. We're reach- 
ing a point where we'll make a profit 
servicing burners and it looks like this 
year. 

It’s important that the service be 
good if you have it at all. Don’t have 
it if it’s going to be slipshod. You will 
receive no thanks and you'll get poor 
returns from it. 

In most parts of the country the 
fueloil business is becoming increas- 
ingly competitive. Yet to have a healthy 
business you've got to grow, regardless 





The Habco boiler-burner unit, shown here, is a dealer-assembled unit in which 
Haab uses a Penn boiler and an Oil-O-Matic burner. Instead of using model 
numbers or similar designations, each size is given the name of a prominent 
college. The pennants shown above are reproduced in the school’s colors on 
the front cover of the catalog which describes all seven models in the line. 
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A Soft Answer Turneth Away 
Wrath 
But a Grievous Word stirreth up 
Anger 











This sign has a permanent and promi- 
nent place in Haab’s service depart- 
ment. 


of whether your worst competition is 
other companies or other fuels. 
After 30 years in this industry we 
are convinced that the soundest way 
to grow is to create new business 
through a burner and service depart 
ment. But to operate a retail specialty 
selling force you have got to love it, 
work with it, get a kick out of some 
of the unusual sales, 
eo 


NPC Committee reports 

on petroleum Storage 

L. S$. WESCOAT, chairman of the Com- 
mittee on Petroleum Storage Capacity, 
reported to the October 19 meeting of 
the National Petroleum Council, held 
in Washington. The current report, he 
pointed out, was the fourth in a series 
which began in 1948. 

The current survey bears out the 
basic findings of the others, Wescoat 
said, in that it “establishes the inherent 
need of the industry for large storage 
capacity in relation to the amount of 
crude oil and products moving into 
and out of such storage. 

“The March 1954 ratio indicates 
that 100 barrels of storage is required 
for every 47 barrels of inventories con 
tained therein, if the industry is to en 
joy complete flexibility at all times in 
normal operation of its facilities.” 

The 1952 ration was 100 barrels of 
storage to 45 barrels of inventories: 
1950 was the same, while in 1948 it was 
100 to 41. The 1954 crude oil ratio 
alone is 100 to 46; clean products 100 
to 50; residual 100 to 43. 

“Total storage capacity reported for 
crude oil, clean products and residual 
fueloil was 991 million barrels, more 
than half of which was assigned t 
clean products—gasoline, kerosene and 
distillate fueloils,” Wescoat continued. 
“By the end of this year an additional 
29 millions of capacity will have been 
added to bring the December 31 total to 
1 billion 20 million barrels, an increase 
over March 31, 1948 of 160 million.” 
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Schramm elected President 


by oil equipment Jobber 


7. FOURTH ANNUAL MEETING 
and Trade Show of the National 
Association of Oil Equipment Job- 
bers was held in Chicago at the Hotel 
Congress, October 10 to 12. August 
Schramm, Renick & Mahoney, Inc., 
New York City, was elected presi- 
dent of the group.  gguuememmmmees 

Melvin Schlesin- 
ger, TriState 
Equipment Co., 
Kansas City, was 
named vice-presi- 
dent and Eugene 
dePenaloza, Gen- 
eral Equipment 
Co., St. Louis, 


was selected as 





Schramm 


treasurer. How- 

ard Upton, Tulsa, Oklahoma, was re- 
elected executive secretary of the Asso- 
ciation. 

Three new directors were named: 
Warren Cruzen, Cruzen Egqpt. Co., 
Memphis, Tenn.; Morris W. Kelleher, 
Kelleher Eqpt. Co., Tulsa and Ed 
Fark, Oil Appliances Co., Indianap- 

The most significant action of in- 
terest to oilheating taken during the 
meeting was the adoption of a resolu- 
tion unanimously endorsing the objec- 
tives of the National Oil Heat Coun- 
cil. Following a presentation made by 
William Allman, Gary, Ind., presi- 
dent of the Council, the oil equipment 
jobbers adopted this resolution: 

“Whereas there is no organization 
promoting oil heat on a national basis, 
and 

“Whereas we believe the time has 
come to promote the use of oil heat on 
a national basis, 

“Therefore, be it resolved that the 
National Association of Oil Equip- 
ment Jobbers endorses the National 
Oil Heat Council and its program and 
recommends its support.” 

The adoption of the resolution re- 
sulted in at least ten members of the 
NAOEJ subscribing actual contribu- 
tions. Three members of the oil equip- 
ment jobbers are to be selected for pro- 
posal as members of the National Oil 


Heat Council, to enable the NAOEJ to 
participate actively in the Council’s 
work. 

The National Association of Oil 
Equipment Jobbers, founded in 1951, 
consists of active members—firms or 
individuals engaged in the business of 
marketing oil equipment, who main- 
tain an office, warehouse and repre- 
sentative stock of equipment; associate 
members—manufacturers of oil mar- 
keting equipment who _ distribute 
through one or more active members, 

This year’s convention and trade 
show was the biggest yet, with a total 
of 350 registrants. Twenty-two exhibi- 
tors took booth space, including these 
companies: OPW, Milwaukee Valve 
Co., Marlow Pumps, Clifford B. Hen- 
ney & Son, Inc., Evertite Couplings, 
Ardmore Products, Commercial Fil- 
ters, Geo. D. Roper Corp., Pullman 


b) 


Vacuum Cleaner Corp., Buckeye Iron 
& Brass Works, Wheaton Brass 
Works, Metal Hose & Tubing Co., 
Scovill Mfg. Co. 

In addition to directors and mem- 
bership meetings, the meeting program 
included several open sessions, a group 
luncheon and the annual banquet. 
Howard Upton, executive secretary of 
NAOEJ spoke at the luncheon on Oc- 
tober 11, discussing “The Future of the 
oil marketing equipment Industry.” 

W. E. Crowder, United Pump Sup- 
ply Co., Dallas, retiring president of 
the group, in a talk during the open 
session Monday morning, October 11, 





Annual banquet held during the 


~ jel \ t 


4th annual meeting a 


explained that the oil equipment jobber 
must promote the jobber’s role, sell the 
value of it to dealers and build greater 
acceptance and understanding. He 
urged manufacturers to review their 
distribution policies and avoid letting 
representatives compete with jobbers 
in selling dealers. 

He was followed on the program by 
W. B. Johnson, Jr., Erie Meter Sys- 
tems, Erie, Pa., who relinquished his 
post as chairman of the Manufac- 
turers’ Liaison Committee which he 
had held for the past two years. John- 
son spoke of his early expreiences, 
when for ten years he was in the oil 
equipment jobbing field, and observed 
that an infinitely better understanding 
between manufacturers and jobbers 
has developed just recently. The new 
chairman of the committee is Anthony 
Haberl, Gray Mfg. Co., Minneapolis. 

A report on the organization’s cata- 
log plan revealed that 129 manufac- 
turers are participating and have con- 
tributed more than 500 catalog plates. 
Seven catalogs have been completed 
and 30 more are in production. The 
plan, briefly, invites manufacturers to 
deposit catalog-page printing plates of 
their equipment with the Association’s 
official catalog printer. Member job- 
bers can then order their own indi- 
vidual catalogs, including catalog pages 
from selected manufacturers, 

The next meeting of the NAOEJ 
board of directors is to take place next 
May at the Cloisters Hotel, Sea Island, 
Georgia; next meeting and trade show 
is scheduled for the Hotel President, 
Kansas City, during October 1955. 
The 1956 meeting is slated to be held 
in Pittsburgh at a time and place to 


be decided-ater, 
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nd trade show of the Na- 


tional Association of Oil Equipment Jobbers in the Hotel Congress, Chicago. 
Edward McFaul, principal speaker, had as his topic “How confused can you get?” 
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William J. Levitt, Realist 


America’s largest home Builder features Oilheating 


because it’s the Best for the buyer’s Money 


Y WAS A WARM October Sunday in 
Levittown, Pennsylvania, twenty 
miles up the Delaware Valley from 
historic Philadelphia. 

Approaching the principal business 
center of the village, the afternoon 
visitor found it all but deserted. An 
occasional drug store or delicatessen 
was doing a little business, but the 
week-day throngs that make these cen- 
ters into literal beehives were appar- 
ently in their homes. The nine thou- 
sand and odd families housed in this 
newest Levittown had settled in for 
the week-end. 

But there was one spot in town not 
so quiet. A few hundred yards to the 
east from the visitor’s car there was a 
commotion. A lot of automobiles were 
shifting in and out of long parking 
rows. Lines of individuals, sometimes 
whole families and all in apparent 
good spirits, had something on their 
minds, 

They had driven out, mostly from 
Philadelphia and Trenton, to have a 
look at some of Levitt & Sons model 
homes. | 

Imagine, if you can, having to pro- 
vide six lanes of parking space, each 
two. . blocks 
prospects who voluntarily wanted to 
look at the things you sell. That’s how 
it was. 


long, to accommodate 


Newest model is the “Jubilee” named for the company’s 
25th anniversary. It has three bedrooms, two living rooms, 
and two complete baths and sells for $10,990 or $70 a month 
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There were four of these model 
homes, all slicked up for company. 
The prices started at $8,990 for a 
three-bedroom model and ended at 
$16,990 for the quite palatial “Coun- 
try Clubber.” 

In two of them, the “Rancher” at 
$8,990 and the newest model, the 
“Jubilee” at $10,990 (with three bed- 
rooms, two baths and two living rooms) 
it was necessary to have trafhe police- 
men to keep the folks moving in lines 
and avoid too long delays. Those still 
outside filled the approaches in rows 
clear back to the street. 

The visitor was impressed with the 
notion that here were unusual values. 
He couldn’t escape the feeling that 
each of the homes, nicely furnished 
by professional decorators, almost 
dared the admirers to leave without 
buying. 

A surprising number of the families 
on that Sunday afternoon couldn’t 
take the dare, for the amazed visitor 
found them an hour later sitting on 
stools before a long counter in the 
sales office, “joining up.” They call 
this making an “application,” and it’s 
almost as casual as sipping a soda. 

New home sales or “applications” 
are just now running at 200 a week. 
A good-faith deposit of $100 is all 
that’s required with the selection of 


William J. Levitt, as president of 
Levitt & Sons, has built more Ameri- 
can homes than any other builder, 


the house. Some weeks later the appli- 
cant is told just when he can expect 
to get possession and at that point the 
papers are drawn up and the transac 
tion concluded. 

Levitt prides himself on the fact that 
in selling 40,000 homes he has never 
in the true sense had to “‘sell” any one 
of them. Each and every one has been 
built to order... 
pleted and then offered in the market. 
It’s probably a record. 

What is it that causes people... 
ordinary solid salt-of-the-earth citizens 
_. . to want one of Levitt’s homes as 
fast as he can turn them out, 

Is it because they’re the cheapest? 
Hardly, because you can buy livable 
four-room houses on Long Island today 
under six thousand dollars. 

Do they offer the most for the 
money? That’s part of it, or obviously 
many folks think so, but you can get 
flashier looking houses for less. 

The visitor concluded that there's 


never Was One com 


including principal, interest, insurance, taxes, and requires 
no down payment, Lowest cost home is the “Rancher, 
(right) featuring three bedrooms and a price of $8,990. 
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.... William J. Levitt 














Heating unit in this Levitt home is in the corner of the kitchen, counter height 
in porcelain, and with a composition fire-safe flue. The boiler-burner unit by 
York-Shipley, Inc., includes a built in coil for domestic hot water supply. To 
work on the unit, the oilburner serviceman places a dolly under the washer at 
the right, pulls it forward into kitchen and gains access to boiler and burner. 


no single answer; there’s a combination 
of reasons. 

In business 25 years, the Levitts, 
father and sons, have consistently de- 
pended, not on today’s profits, but on 
tomorrow's. They have earned a repu- 
tation for putting up good houses that 
stay good, that stay good long enough 
for the buyers to get in their bragging 
to friends and relatives, to get the 
shrubbery grown up to the windows 
and the apple tree bearing. They stay 
good long enough for the owners to 
learn about oilheating and the pleasant 
fact that they can afford it. 

When builders have been going over 
to gas heating, particularly in the 
years since the war, oil men generally 
have felt that these builders were in- 
terested only in saving money for 
themselves on the first cost of the heat- 
ing plant. Such builders naturally 
hoped that the buyers would be able 
to pay the fuel bills, but if it did 
mean that they had to sweat and strain 
a bit. . . well, they were mostly young 
and could pull through. 

Most heating men think of gas heat- 
ing equipment for a new home as be- 
ing $125 to $175 cheaper than oil- 
heating. With Levitt, partly because 
of his extraordinary engineering talent 
and buying power, gas burners would 
save about $65 a house, not counting, 
of course, the prevalent subsidies from 
the gas utilities, 

Only $65 a house, but when you 
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multiply it by the 35,000 of his homes 
that were exclusively oilheated, the ex- 
tra cost winds up at two and a quarter 
million dollars. 

But notice this—the families in those 
35,000 homes have saved an estimated 
$91 a year at today’s rates, by burning 
oil instead of gas. In a single year 
their saving has been three and a quar- 
ter million dollars. 

So you see how it works with 
Levitt; it’s not altruism that causes him 
to feature oilheating but enlightened 
self-interest. It’s smart merchandising. 
Keep the buyers convinced of your 
genuine interest in them, and their 
friends will swamp you. 

This attitude shows up all through 
the houses. In the Jubilee model, for 
example, you find a Kelvinator washer, 
a G-E electric push-button range, 
Tracy stainless steel sink and cabinets, 
Briggs bath fixtures, real ceramic wall 
tiles in bathrooms, circuit breakers in- 
stead of fuses, and a York-Shipley oil 
boiler. They’re all nationally-known 
and reputable brand names. 

In discussing the 
heating system with 
I. Jalonack, Levitt’s 
vice-president in 
charge of all buying, 
he explained that 
they use boiler heat- 
ing exclusively be- 
cause of the domestic 
hot water feature. 


Fueloil supply is by Méenan Oil Co. to 93% of the homes, 
both at the Long Island and Pennsylvania Levittow™. 
Trucks with dual equipment serve three houses at each stop. 


The tankless coil in the boiler will heat 
two gallons a minute through a 100° 
rise. This added to the seven gallons 
already available due to the reservoir of 
heated boiler water means that the 
family can draw three gallons a minute 
for the first six or seven minutes. That's 
assuming straight hot water without 
tempering. At any rate the supply is 
very ample including the needs for the 
automatic washer. 

With a boiler capacity of 94,000 
Btu, the heating requirement of the 
Jubilee model is only 42,000, so there's 
lots of excess for hot water needs. 

Normally, heating is one of the 
greatest headaches in the building busi- 
ness, Jalonack pointed out, but they 
have virtually no complaints with their 
circulating hot water radiant system. 
Of course, he adds, the present serenity 
comes after a considerable period of 
trial and error in the early years. 

It was June, 1952, when the first 
home was occupied in the Pennsyl- 
vania Levittown. Just before that the 
company had completed 17,500 at 
Levittown, Long Island. Now the new 
community has nine thousand. There 
will be seven thousand more in the 
project and these will be in use by the 
close of 1955 if the present schedules 
hold. 

Where Levitt and his loyal crew 
will go after that, they only know. 
But whatever city they select should 
break out the band and declare a holi- 
day. That’s because many of the 
things they bring to a community are 
hard to get from other sources... - 
things like big community _ play 
grounds, ball diamonds, large swim 
ming pools, plus the real satisfaction 
of home ownership at modest cost to 
a few thousand young couples who can 
then afford to raise kids in clean 
surroundings. 


Levitt’s towns are more than insti 
. they’re a way of life. 
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in the Petroleum Industry 


by 
J. E. Dyer 


I SHOULD LIKE to begin this discus- 
sion by advancing the simple propo- 
sition that the importance of distillate 
fuels in our industry has been for too 
long overlooked or underrated. 

In petroleum’s family of products, 
since the beginning of the automobile 
age, gasoline has been the “fair-haired” 
boy. And perhaps this is as it should 
be. Gasoline certainly accounts for the 
largest single cut out of the crude bar- 
rel and means more in terms of income 
than do other products. 


But while we have been all wrapped 
up in the progress of this gasoline off- 
spring of ours, another child of the 
refineries has grown to be a big boy in 
the oil family, too. While he is still not 
the size of his more famous brother, 
this fellow has been growing like a 
weed—as we often say of our children 
—and is performing a manvsized task 
in contributing to the family ex- 
chequer. If we were to say in a figure 
of speech that “It seems like only yes- 
terday he was in short pants,” it would 
be true. It was only yesterday, 

Iam speaking, of course, of distillate 
fuel, which in just the last 15 years has 





Want Reprints 
of Levitt Article? 


We can supply these in two 
colors, including the front cover of 
this issue, for your salesmen to 
carry, Send a dollar to FUELom & 
Oi. Heat, 2 West 45th Street, 
New York 32, for a dozen copies, 
or $7.50 for a hundred. Cash with 


order, please. 


If you want a glossy print of the 
letter for newspaper advertising, 
We'll send it gratis, 
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Oilheating Maturity 


The Importance of Distillate Fuels 


grown in importance to the oil family 
by leaps and bounds, 

In 1939, for instance, total demand 
for distillate fuels in this country was 
in the neighborhood of 370,000 barrels 
daily. By last year, this demand had 
increased by almost a million barrels 
to roughly 1,351,000 barrels a day. 
This was a tremendous boost of 265 
percent, in just 15 years. By compari- 
son, during those same years, gasoline 
demand rose only 122 percent, to reach 
about 3,372,000 barrels a day last year. 
The total crude runs at our refineries 
were advancing over that period by 
106 percent to the neighborhood of 
7,000,000 barrels a day. 


Distillate Yield grows 


Speaking now in terms of refinery 
yields, the distillate slice of the crude 
oil barrel increased from an average of 
13 percent in 1939 to about 21 percent 
last year. Some companies are now ex- 
ceeding that average figure by a half or 
more. As a coincidence, the gasoline 
cut from the crude barrel stayed at the 
same 45 percent that it had been 15 
years earlier, while other products 
dropped off in the face of distillate’s 
growth. 

While it was pacing the field in 
terms of its relative volume increase, 
distillate fuel also led all other major 
products in growth of the amount of 
money it brings it. 

Records show that the refinery price 
of distillate over the 15-year period, 
1939 through 1953, advanced from 
3.34 cents a gallon to 8.83 cents, an 
increase of 164 percent. Housebrand 
gasoline over the same stretch of years 
rose 107 percent to 12.01 cents a gal- 
lon. The average price of crude oil at 
the refinery went up from $1.04 a bar- 
rel in 1939 to $2.73 in 1953. This was 
an increase of 163 percent. And so, we 
can see that the rise in crude oil prices 
was not quite as much as the rise in 
distillates on a percentage basis and 
very much above the gasoline rise. 

A study of the gross dollar volume 
progress of gasoline and distillate, ar- 





J. E. Dyer 


President, Sinclair Refining Co., 
New York, This is the approximate 
text of a speech by Mr. Dyer at the 
principal Marketing session of the an- 
nual convention of the American Pe- 
troleum Institute at Chicago Novem- 
ber 8. He was the first speaker on a 
three-man panel to evaluate the posi- 
tion of heating oil as it competes with 
natural gas. Among the three speakers, 
only Mr. Dyer’s paper was available at 
press time. The other two will appear 
in the December issue. It is hard to 
overestimate the vital import to the 
oilheating industry of the remarks set 
forth here. The Fueloil Committee of 
API deserves credit for being able to 
arrange this program. 


rived at by comparing total demand 
figures multiplied by average refinery 
prices for the years 1939 and 1953, is 
also revealing. It shows that over the 
15-year period the gross dollar volume 
of gasoline advanced 359 percent, for 
crude oil was up 442 percent, and the 
same figure for distillate increased 865 
percent. 

So, 


member deserves much more credit 


we can see that our distillate 


than he usually gets in the petroleum 
product family portrait. 
Unfortunately, I do not think many 
of the oil family can take any credit 
for bringing up our distillate child to 
his present advanced state. That was 
a job that, in a manner of speaking, 
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Housebrand Kero- 
Gasoline sene 
¢ gal. ¢ 

1939 5.79 4.16 
1940 5.26 4.36 
194] 6.05 4.40 
1942 6.14 4.56 
1943 6.32 4.72 
1944 6.47 4.78 
1945 6.48 5.18 
1946 6.60 5.70 
1947 8.57 7.28 
1948 10.53 9.92 
1949 10.71 9.11 
1950 10.86 9.39 
1951 11.40 9.85 
1952 11.38 9.90 
1953 12.01 10.23 





Refined Products in 9 Refinery Markets 
(Independent Petroleum Association of America) 

Crude Spread 

Light Heavy Average Petroleum Products 

Fueloil Fueloil 4 Products 8 Areas Over Crude 

¢ ¢ ¢ gal. $ Bbl. $ Bbl. $ Bbl. 
3.34 1.50 4.06 ep 1.04 0.67 
5.57 1.74 cI 1.64 1.02 0.62 
3.67 2:03 4.4] 1.85 1.14 0.71 
3.91 2.18 4.54 i | 1.20 0.71 
4.09 2.34 4.71 1.98 1.20 0.78 
4.34 2.49 4.87 2.05 1.20 0.85 
4.33 2.60 4.93 2.07 1:20 0.87 
5.06 3.05 5.26 bank 1.39 0.82 
6.51 4.3] 6.92 2.91 Ip 4 0.99 
8.94 5.72 8.81 3.70 2.59 1 2) 
a592 aa1 7.96 3.34 pe | 0.79 
7.97 3.98 8.29 3.48 2.54 0.94 
8.50 4.42 8.79 3.69 2.56 1.13 
8.52 3.84 8.62 3.62 2.56 1.06 
8.83 3.73 8.96 3.76 2.73 1.03 








we left pretty much to the neighbors 
—the oilburner manufacturers and the 
diesel locomotive makers. The fuel de- 
mand which the sale of their products 
brought about has probably been the 
major factor in making distillate the 
healthy fellow he is today, 

To be sure, the industry produced 
the oil products needed to meet the 
demand that was created, but the grow- 
ing market was for the most part a 
free ride for us. Few of us did much 
to nourish it. 


Who has sold Fueloil? 


About the only folks within the oil 
industry who have done a real selling 
job for distillate fuel over the years 
are the independent fueloil marketers. 
They sell at retail about four-fifths of 
all the heating oil supplied to the na- 
tion, and they enjoy a relatively stable 
retail market, one that is seldom sub- 
jected to the violent fluctuations that 
price wars bring to the gasoline pic- 
ture. This stability is due for the most 
part to the healthy growth rate that 
has been experienced in distillate fuel. 
The independent retailers have helped 
the oilburner makers promote oilheat- 
ing and been able to stimulate new 
business so that they have not been re- 
quired to fight among themselves for 
larger shares of a relatively static vol- 
ume. Distillate marketers have an ad- 
vantage over gasoline marketers in that 
they can increase the over-all volume 
of their business by creating new users, 
while gasoline marketers cannot. I 
think that our big company marketing 
directors might ponder to advantage 
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the difference between retail gasoline 
and distillate markets. 

Without digressing too much, I 
would like to note that the distillate 
fuel marketers have enjoyed through 
the years good price margins on their 
products. This has also helped make a 
stable market, I am sure. 

So much for distillate’s growth. We 
now find ourselves at the point where 
the free ride has come almost to the 
end. Let us look at the distillate mar- 
ket to see where this free ride has 
brought us and why it is ending. 

The principal outlet for distillate 
fuel is the home heating market. About 
55 percent of all the product goes 
there. The sales curve for heating oil 
has risen tremendously since the end of 
World War II, but the growth rate is 


beginning to slow down markedly. 


In the first four years after the war, 
heating oil sales went up 57 percent. 
In the next four, they rose only 41 
percent, with the increase amounting 





Refinery Yields 

(American Petroleum Institute) 
Distil- | Gaso- All 

late line Other 

1939 13 45 42 
1940 14 43 43 
194] 13 dt 43 
1942 15 40 45 
1943 15 37 48 
1944 14 39 47 
1945 14 41 45 
1946 17 40 43 
1947 17 40 43 
1948 19 40 41 
1949 17 a4 39 
1950 19 43 38 
1951 20 42 38 
1952 21 43 36 
1953 21 45 34 











to only 2 percent in 1953, Burner sales, 
however, have continued fairly strong 
in recent years and much of the decline 
in the second four year period must 
be blamed on abnormally mild winters 
along the Eastern Seaboard, where 
two-thirds of the nation’s heating oil 
is sold. 


Oil vs. Gas 


But while oilburner sales have con 
tinued upward — 2.2 percent more 
units being installed in 1953 than in 
1952 — gas burner sales have been 
growing faster and taking an increas’ 
ingly larger share of the market. Their 
progress shows why distillate growth is 
suffering. In the years before World 
War II, oil heating was outselling gas 
heating three to one. Since the war, 
the ratio has been about equal, 50 to 50. 
And while oil heating nationally 1s 
still strong, a lot of individual large 
markets have been hurt badly. In some, 
which have been oilheating strong’ 
holds, gas is now outselling oil three 
to one, and the ratio in some places is 
even higher. 

Diesel engines on railroads provide 
the second largest market for distillate 
fuels. Last year they accounted for 
about 15 percent of the industry's dis 
tillate sales, Over the 15 years from 
1939 through 1953, diesel locomotive 
use produced the steepest single in 
crease in the distillate curve. How 
ever, the growth rate of the railroad 
market will be slowing down in the 
years ahead because the process 
dieselizing America’s railroads is neat’ 
ing completion, About 80 per cent 0 


November 


1954 






al 
an 


us 
up 
git 
fu 


en, 
cer 
rer 
inc 
age 
Di 
has 
the 


ma 
tar 


for 


dus 


But 





| 











i 


1g 


of 





all locomotives now burn diesel fuel. 
Because We can expect electric engines 
and other types to continue in use on 
some roads, any increase in diesel fuel 
use in the future will depend more 
upon increased mileage for existing en- 
gines than upon conversions from other 
fuels. 

So, home heating and railroad diesel 
engine use account for about 70 per- 
cent of the distillate market. Of the 
remaining 30 percent, manufacturing 
industries use about 9 percent, as 
against about 4 percent 15 years ago. 
Distillate use by gas and electric plants 
has fallen away to about 1 percent of 
the total demand. Distillate sales for 
marine use run about 3 percent, and 
a variety of other uses, including mili- 
tary, account for the other 17%. 

That then is the demand report card 
for our new big boy, the one-time in- 
dustry baby whose care and feeding we 
have left more or less to the neighbors. 
But the neighbors cannot do the job 
for us any more. The time has come 
for the oil family to take over the task 
of keeping this important fellow 
healthy and happy and of helping him 
grow to maturity. He is not yet ready 
to set out on his own, 

What lies ahead in the distillate 
market and what can the industry as a 
whole do to help this market weather 
the problems of natural gas competi- 
tion, the diesel saturation of the rail- 
roads, and other factors? 

We must begin by frankly recogniz- 
ing at all levels of industry manage- 
ment that we have a responsibility for 





Domestic Consumption 


Petroleum Products 
(Thousands of Barrels Daily) 


Gaso- Distil- Crude 

line late Runs 

MBD MBD MBD 
1939 1522 370 3391 
1940 1611 440 3536 
1941 1829 474 3861 
1942 1614 509 3655 
1943 1557 570 3917 
1944 1728 S72 4551 
1945 1908 619 4711 
1946 2015 656 4740 
1947 2178 817 5075 
1948 2381 931 5597 
1949 2503 902 5327 


1950 2724 1082 5739 
1951 2985 $229 6494 
1952 3162 1310 6670 
1953 3372 1351 7000 











maintaining a strong distillate market. 
We must approach the job with the 
confidence with which we in the in- 
dustry have tackled other major prob- 
lems through the years. And this is a 
major problem. 

There is no question but that the 
automatic heating market will continue 
to grow as population expands and 
new homes are built. Our task is to do 
all within our means to secure for dis- 
tillate fuel the largest possible share 
of this market. 

First, the refiners and suppliers in 
the industry must make it plain to 
those independent businessmen whose 
livelihood is based on distillate that 
supplies of the product will always be 
available to meet demand, Our pro- 
duction potential, our refinery capacity 
and technique, and our transportation 
facilities are such that there should be 





Rail- Ves- Utili- 


roads sels ties 
1939 2 14 4 
1940 3 13 5 
194] 5 11 5 
1942 6 9 6 
1943 7 11 6 
1944 11 13 6 
1945 14 14 7 
1946 18 12 11 
1947 24 14 14 
1948 31 15 15 
1949 39 13 13 
1950 49 13 13 
195] 60 14 10 
1952 68 17 8 
1953 75 17 7 





Estimated Consumption 
Distillate Fuels, Including Diesel 


In Millions of Barrels 
(U. S. Bureau of Mines) 


Heat- All 

Mfg. ing Other Total 

6 97 16 139 

7 116 17 161 
10 121 21 173 
13 122 31 187 
15 113 56 208 
17 112 65 224 
19 121 57 232 
21 140 38 240 
24 178 43 297 
30 200 50 341 
26 190 48 329 
3 221 62 395 
43 250 72 449 
43 263 93 479 
42 267 83 489 











no fear of not having enough product. 
Distillate fuel and distillate burning 
equipment can be sold with confidence. 
This should be plainly stated. 

The distillate fuel will be the best 
it is possible to make, and it should 
be. New tools now in the hands of the 
refiners are turning out a stable prod- 
uct that is the best distillate the indus- 
try has ever produced. The catalytic 
reformers that we hear so much about 
in connection with more powerful 
gasolines are also contributing to bet- 
ter distillate fuel quality. 

Further, suppliers in the industry 
should, I believe, do all that is prac- 
tical to cooperate with those inde- 
pendent jobbers who are actively pro- 
moting automatic oil heating. In addi- 
tion to selling 80 percent of the dis- 
tillate fuel the industry produces, the 
independent marketers also handle 
about 40 percent of our gasoline. On 
a volume basis, their distillate is sub- 
stantially more than half as large as 
their gasoline, It should be apparent 
that if suppliers permit the distillate 
market and those jobbers who operate 
in it to become economically ill, their 
substantial portion of the gasoline 
market will also be affected. In other 
words, the financial support needed to 
keep the independent operator would 
require wider gasoline margins. 


Oilheating Promotion needed 


The automatic heating market is a 
dynamic field, as our industry's dis- 
tillate fuel growth has demonstrated. 
Today, the natural gas sellers are of- 
fering a strong challenge for a sizable 
share of that market. Tomorrow, fur- 
ther competition will undoubtedly be 
forthcoming from such sources as heat 
pumps, which are gradually reaching 
the price range of the average home- 
owner, The chairman of the board of 
General Electric has publicly stated 
that in 10 years GE alone will be sell- 
ing a million heat pumps annually. 
Competition will possibly be offered 
by nuclear energy. The promotion of 
oil heat in the face of such growing 
competition is a job for the whole in- 
dustry. 

Parenthetically, I would like to point 
out that many of the sales points being 
used by the gas people to gain ground 
in the heating market are the same oneg 
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that this industry used 20 years ago to 
first sell automatic oil heat. We have 
assumed that people know our story 
and have let our sales weapons fall 
into disuse. These weapons are now 
being turned against us and will hurt 
us unless we regain the initiative. 


Natural Gas at Disadvantage 


While distillate sellers must be con- 
stantly alert to gas’s strong challenge, 
I do not think it should inspire an at- 
titude of fear. Under current condi- 
tions, natural gas has what we might 
call an inherent natural disadvantage. 
It is priced at the well-head on the basis 
of Btu content unrealistically below 
the price of crude oil. The same num- 
ber of Btu’s cost almost five times as 
much in the form of crude oil as in the 
form of natural gas. Thus, either the 
price of gas at the well-head must rise, 
which would diminish its competitive 
advantage, or future supplies of gas 
will be curtailed because the low price 
will discourage new discoveries, which 
will certainly hamper gas expansion in 
the heating market. Both the oil and 
gas industries are strenuously opposed 
to the present Federal Power Commis- 
sion control of gas prices resulting 
from the decision in the Phillips case 
and are working actively to obtain cor- 
rection of that economically and so- 
cially unsound and unrealistic situa- 
tion, I note in this connection that two 
representatives of the Oil Heat Insti- 
tute have accepted membership on the 
General Gas Committee of the Texas 
Mid-Continent Oil and Gas Associa- 
tion, which is working on the problem. 

Distillate marketers are resourceful 
businessmen, Many are working to 
even out the seasonal peaks of their 
business by undertaking the sale of oil- 
burners and airconditioners and lately 
by handling fertilizers and insecticides 
during the warm weather months. 
Some are trying other off-season opera- 
tions. In this connection, I should think 
that the tremendous scientific and eco- 
nomic research facilities of the indus- 
try could be brought to bear on this 
problem and methods suggested, by 
which distillate sales facilities can be 
profitably utilized during non-heating 
months and overhead costs thus more 
evenly distributed over the year, 


To sum up, let me just say that the 
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industry is at the crossroads on dis- 
tillate fuel. The figures show that dis- 
tillate provides an important market, 
one that has over the past 15 years 
paced the industry in growth and profit 
potential; and the figures further show 
that the distillate market has come as 
far as it can on the coat tails of the 
burner makers and on the strong but 
limited efforts of only one segment of 
the industry. 

The time has come when the indus- 
try as a whole must decide whether to 
work actively for a healthy, broader 
distillate market that benefits all or 
resign itself to a gradually sickening 
market that profits no one. 

So, all help possible should be given 
to fueloil marketers who are working 
to help themselves and the industry 
through local, regional and national 
groups organized for the specific pur- 
pose of promoting oil heat. What the 
exact means will be for giving such 
help can be determined after a thor- 
ough study of the situation in the in- 
dividual markets by the interested sup- 
pliers. But those fellows who have the 
initiative and vision to help themselves 
should not be left to carry on the fight 
unaided. They deserve the aid of their 
suppliers and of others interested in 
the markets affected. 

Our one-time distillate child is a full 
grown member of the family now. He 
is a good provider who must be kept on 
the job for the health and stability of 
all. He needs the kind of family sup- 
port that has not been his in the past. 

The time to do something for and 
about the distillate market is now. 
Against fast-moving competition, to- 
morrow will be too late. Nobody else 
can do the job for us. This is a job the 
industry must do itself. 
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M-H engineers rebuild old 
Control for Indian Hospital 


AINT CHRISTOPHER'S Mission to the 
Navaho is located near Bluff, 
Utah—a remote and forlorn area deep 
in southern Utah. To serve his peo- 
ple, Brother Juniper, O.B.S.F., has 
overcome lack of funds and other 
odds to erect a modest hospital. 
The mission is far from any city, 
35 miles from an electric power line. 





Honeywell sales engineer Earl Lambert 
rebuilds a 40-year-old home furnace 
regulator. Known as a “damper flap- 
per,” the battery-powered device was 
resurrected for a hospital 35 miles from 
an electric power line. 


Hospital beds and medicine are, of 
course, scarce. The nearest Indian 
service hospital to the volunteer Epis- 
copal mission Brother Juniper heads 
was 150 miles away. An old-style, 
hand-fired steam boiler is the source 
of heat for the new hospital, and be- 
cause of the lack of continuous elec’ 
tricity there was no automatic control 


for the boiler. 


Brother Juniper remembered that 
his father had a similar boiler and that 
it was controlled by a hand-wound, 
clock-like mechanism with a chain that 
opened and closed the damper auto- 
matically. He wrote Minneapolis 
Honeywell Regulator Co. and de 
scribed the device. 

Honeywell engineers recognized the 
control as the company’s old “damper 
flapper,” which was one of the first 
automatic furnace controls built in 
America. It hadn't been produced in 
years, but some were still in existence. 

One had recently been removed from 
a building and while nearby produc’ 
tion lines turned out ultra-modern 
electronic controls the engineers re’ 
built the ancient spring-wound motor. 

They added a modern thermostat, 
safety control, and compiled detailed 
instructions on how to install the unit 
and sent it on to the mission. Its 
shipping destination was a Utah rail 
road station—150 miles from Brother 
Juniper’s hospital. 
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Jobber Groups size up Fueloil 


Illinois Association a good Example of the new fuel Emphasis 


T HAS BEEN QUITE noticeable in the 
I past two or three years how the 
gasoline jobber, particularly through- 
out the Midwestern states, has begun 
to take his fueloil business seriously. 
This inclination has been 
through getting fueloil topics onto 


shown 


convention programs, through the job- 
ber taking a greater interest in oil heat 
training courses for his men, and 
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through a rather belated awakening 
to the fact that fueloil in many a good 
market is more profitable at the tank 
wagon level than gasoline . . , largely 
because it has so little sales expense. 

In speaking of the “oil jobber” we 
are making a distinction between that 
category of oil marketer and the ““fuel- 
oil distributor” 
monly work with. Traditionally the 
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jobber has been primarily a wholesaler 
of gasoline, lubricating oils and such 
items as tires, with fueloil a very inci- 
dental part of his business. The fuel- 
oil distributor has had little or no in- 
terest in automotive fuels but has 
been more identified with oilheating 
in all its phases . . . and his products 
have been sold direct to the user. 

It’s significant that the two are mov- 
ing somewhat closer together today, 
not that the fueloil specialist is any 
more interested in gasoline, but rather 
that the gasoline specialist is growing 
much more fueloil minded. 

It was in March of this year that 
Miles Schermerhorn, president of. the 
Illinois Petroleum Marketers: Assn., 
addressed his jobber members in this 
fashion: 

“Instead of channeling all of our 
thinking and efforts toward the sale 
and promotion of one product—gaso- 
line—this year, considerable time’ and 
effort will be devoted to the subject 
of fueloil. 

“For many years a jobber’s success 
in the oil industry was dependent on 
the kind of job he did in selling gaso- 
line. Today many oil jobbers find their 
fueloil volume equals or even exceeds 
their gasoline volume, Much of this 
gain in fueloil volume has occurred in 
the past few years and much of the 
gain has been due, not particularly 
because of any outstanding efforts put 
forth by the oil industry or the fueloil 
jobber in selling oil heat, but more 
directly the result of an American pub- 
lic demanding a clean, automatic, trou- 
ble-free type of heating. 

“Up until the last year or so about 
all the fueloil distributor had to worry 
about was delivering the fuel to an 
ever increasing number of oil heat cus- 
tomers. Today he has some real com- 
petition from natural gas, especially 
here in Illinois where a greatly ex- 
panded gas pipeline system is bringing 
this low cost fuel into every section of 
our state, 

“If we are going to retain our hold 
on this huge market we are going to 
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There’s an old fable about the man 
who didn’t appreciate his wife until 
someone else wanted her. We have a 


have to do a real selling job on Oil 
Heat. It’s going to have to be a sell- 
ing job in which all segments of our 
industry cooperate to get the job parallel in the traditional gasoline mar- 
done.” 

Some industry men might disagree 
with Schermerhorn on his point that 
fueloil volume came with little effort 
by the industry, feeling rather that it 
did result from the very hard work 
and long hours of the oilburner seller 
in the years of pioneering and popu- 
larizing oil heat, but they will all agree 
with his general premise that it’s high 
time to come alive and promote fueloil 
sales, That means only one thing, pro- 
mote oilheating as a facility of better 
living standards. 

The association that Schermerhorn 
heads is one of the stronger jobber 
groups, as you would expect in a popu- 
lous state like Illinois. In private life 
he heads the Schermerhorn Co, at La- 
Salle, Ill., a business founded by his 
grandfather, W. M. Schermerhorn in 
1880 . . . “Oils and gasoline a spe- 
cialty.” 

To start the ball rolling he called 
in Harold Mottram of the Mottram 
Advertising Agency, Milwaukee, and 
had him make a presentation to his 
group, Then Mottram was authorized 
to get busy and prepare nine mailing 
pieces that the members could buy im- 
printed with their names and at very 
modest cost. Next he mailed to each 
company a folio of suggested news’ 
paper advertisements and for these he 


keter becoming very appreciative of his 
fueloil volume now that it’s being 
threatened by another automatic fuel 
Possibly the main reason he didn’t ap- 
preciate it was because it came too 
easy. While he was concentrating his 
attention on sales promotion of gaso- 
line and lubes, considering new station 
accounts or sites for his own stations, 
along with spending most of his ad 
money down that street, fueloil just 
sort of crept in. It’s hard to appreciate 
things that come easy, Through the 
years ahead fuel business may come 
harder and we could actually find it 
getting the lion’s share of the market- 
er’s promotion. 


supplied a mat service. On the larger 
ones he does not supply the whole ad 
but rather just the illustration cuts and 
the local paper sets the text in type, 
thus holding down costs, 

Beyond these group features, Mot- 
tram has supplied to some of the mem- 
bers specially-designed mailing pieces 
like the series for Schermerhorn that 
are illustrated. 


Amusing billhead of grandfathey 
Schermerhorn in 1880 covered the 
waterfront. Besides oils, gasoline ang 
high grade syrup, he featured Orange 
Blossom Drips, was a manufacturer 
wholesaler and private banker, ang 
insisted that bills must not “lap.” 





Miles Schermerhorn 


Attractive truck fleet helps convey the 
cleanliness of fueloil and oilheating. 
This is Schermerhorn’s fueloil terminal 
on the Illinois River in the adjoining 
town of Peru. Theres another view 
below. A fifth large tank has subse- 
quently been added bringing fueloil 
storage to one and a quarter million 
gallons. The company sells upward of 
four million gallons of fueloil. The 
large storage capacity is justified since 
the river is not open all winter, 
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by 
Ray Horan 


n 1949 the Sarno Brothers, Frank 
| and Herman, pooled their knowl- 
edge and experience in the heating 
business and started Aaron Heating, 
Inc., a firm that was destined to make 
retail heating history for volume sales 
and create more comment and criticism 
in the trade than anything that has hit 
the Windy City since Matheson’s Oil- 
O-Matic Free Shovel campaign ‘way 
back in the thirties. 

Two years ago we heard rumors 
that a new upstart in the oilheating 
business was doing a lot of terrible 
things, like advertising too much, talk- 
ing too loud and selling more jobs than 
was considered polite by some of his 
less aggressive competitors, Only re- 
cently, however, have we had a chance 
to make the acquaintance of the prin- 
cipals of the firm and study the opera- 
tion to find out what makes Aaron 
Heating tick. After repeated visits, 
during which time we have talked with 
the entire managerial group, we have 
concluded that it is not only ticking 
but it is clicking with the precision of 
a well-oiled machine, with every part 
balanced to function smoothly with all 
other components. 

The executive staff is made up of 
Frank Sarno, chairman of the board 
and secretary-treasurer; Herman Sarno, 
president; and Dave Bullaro with the 
title of vice president and general man- 
ager, the top sergeant who keeps the 
sales force at white heat. 

According to Frank Sarno, installa- 
tions of heating units and conversion 
burners for the two years 1952 and 
1953 total 3,426, a figure that is very 
impressive when we are told that this 
does not include any circulating heat- 
ets, which the company also sells. 

The company has an excellent show- 
foom with approximately 80 feet of 
frontage—all glassed for display—lo- 
cated on busy Halsted Street. The rear 
of the building, with double doors 
opening on the alley, is large enough to 

accommodate warehousing as well as 


Promotional success Story 


TV Advertising and “Working like crazy” built huge Volume for Aaron Heating 


some oil and service trucks; the two 
upper floors are devoted to general of- 
fices and salesmen’s meeting rooms. The 
salesroom and offices have been mod- 
ernized and airconditioned, and the 
executive offices are comparable in ap- 
pointments with the finest we have seen 
anywhere. 

The Aaron Co. has its own fueloil 
trucks and is building gallonage at a 
very substantial rate. In equipment, 
they handle both oil and gas fired units 
and conversion burners, but their in- 
terest in fueloil causes them to give spe- 
cial emphasis to the oil fired line. 

Frank Sarno, whose background 
covers several years in the wholesale 
heating business, gives special atten- 
tion to the purchasing end of the oper- 
ation, They display and sell four or 
five nationally advertised lines of units 
that fit both the high-priced and com- 
petitive markets, There are indications, 
however, that the bulk of their business 
comes from the working class trade, as 
is usually true where a firm depends 
extensively on mass advertising. 

Aaron Heating from the first fea- 
tured television and radio advertising 
to get prospects, with heavy emphasis 
on TV. Their main television show is a 
full hour, always a feature Western, 
carried on Channel 9—wGN—be- 


tween 12:00 noon and 1:00 PM, five 
days a week. A short show, timed 
strictly for prestige purposes, is put on 
between 4:45 and 5:00 PM daily. 

They have used only Westerns in 
the TV program. They considered a 
sports show but have not found it 
necessary or advisable, inasmuch as the 
present schedule produces all the pros- 
pects that they can use at this time. 

Each Christmas at 12:00 noon on 
WGN, the company gives away hun- 
dred-dollar Christmas gifts to lucky 
contestants. 

TV advertising for prospects has 
been so successful that at one time in 
1951 they had to request the audi- 
ence to refrain from calling in for sur- 
veys for a limited period of time. They 
couldn't handle the business. 

They keep their showroom open on 
Sundays and so advertise on TV and 
radio, and report their Sunday store 
trafhc highly profitable. 

Aaron Heating has competitors in 
Chicago who also use TV advertising 
but Frank Sarno says he has heard 
that some of this advertising has not 
been too productive, When we asked 
why his advertising is apparently pro- 
ducing more than his competitors, he 
said that he believes it is due to the 
cumulative effect, since Aaron buys 





Management trio: (left to right) F. C. Sarno, chairman of the board and secre- 
tary-treasurer; David S. Bullaro, vice president; and H. J. Sarno, president. 















































































.... Success Story 


more time and has done so more con- 
sistently over a longer period of time 
than their competitors. 

Dave Bullaro, who directs the sales 
organization, is a comparative new- 
comer, this being his first experience 
in the heating field, He joined the 
brothers shortly after the company was 
founded. 

Bullaro has a limited sales force, nor- 
mally six to eight men, four of these 
having been with them almost from 
the beginning, Additional sales help is 
frequently added during the season, 
but Bullaro says it is hard to find men 
who can stand the pace of his regulars. 

They pay their men on a commis: 
sion basis (15%) and supply them 
with an abundance of prospects. Earn- 
ings, judging from some figures we 
saw, are high as compared with other 
successful sales organizations. 

The high earnings can undoubtedly 
be accounted for by two things—first, 
the salesmen receive so many prospects 
that they are kept almost constantly in 
the presence of highly interested peo- 
ple, people who mean business, thus 
there is relatively little lost motion; sec- 
ondly, there is no question that the 
Aaron salesmen are working many 
more hours a week at their jobs than is 
customary with the rank and file of 
retail personnel. 

Bullaro holds his weekly sales meet- 
ing on Sunday so that no valuable 
week-day hours are taken from his 
men’s productive time. When we asked 
if he did not think he was pushing his 
men a little hard in these days of the 
40-hour week, he said, ““No man ever 
died from over-work and the worst 
thing that can happen to a specialty 
salesman is to allow him to relax or let 
down, because he is an emotional ma- 
chine by nature and he is happiest 
and most efficient when he is working 
at high speed.” 

Salesmen who make upwards of 200 
sales a year must of necessity close 
a lot of their jobs on first call. We 
were, therefore, interested to know if 
it was policy to close on first call or 
forget the prospect altogether. Our 
high interest on this point springs from 
having observed such operations on a 
few occasions and, as a rule, some seri- 
ous repercussions result from the 
strictly “One Call” technique. 
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Main floor of Aaron Heating with stairway leading to general offices. 


Occasionally, the prospect absorbs 
so much pressure from the salesman 
that an unfavorable reaction sets in 
after the salesman leaves and cancella- 
tions become very common. Also, the 
“One Call” system, when played 
straight, requires that certain liberties 
be given the salesmen as regards the 
pricing and discounts to be manipu- 
lated on the job and this has proven, 
in many instances, to result in an ad- 
verse effect on profits. 

We were told, however, that, while 
many sales were made on first call, 
there was no “One Call” rule in force 
and that a substantaial percentage of 
their sales require the second and third 
visit. Frank Sarno reminded us that. 
while they like to close fast, they are 
also in the fueloil business and are 
looking for fueloil friends and cus- 
tomers, as well as equipment sales. 

Since a portion of Aaron Heating’s 
success must be attributed to their ad- 
vertising, we asked Frank Sarno his 
opinion of the relative merits of radio 
versus television. He said that Radio 
could deliver as many prospects per 
dollar spent as Tv, if the advertiser 
knows his business and sticks with it, 
but that Tv at this time is a prestige- 
builder for the firm and the prospects 
are therefore easier to close because 
of this added institutional standing. 

In an attempt to bore into the in- 
nards of any unusually successful 


dealer operation to determine the pre- 
cise ingredient that makes for that suc’ 
cess, there is always a strong temptation 
to conclude that the flash promotion, 
the unusual advertising campaign, or 
the special sales technique employed 
are the reasons for the firm’s high pro- 
ductivity. However, if one will take 
the time to examine carefully the facts 
in the case, it is amazing how many 
times a conclusion will be reached that 
it is people, rather than individual ideas 
or trick formulas, that account for the 
operation’s success. 

In the study of Aaron Heating, we 
again found this to be true for, in spite 
of the most extensive TV advertising 
campaign that we have yet seen em 
ployed by a retail oi] heating dealer, 
we cannot but feel that it is the people 
of Aaron Heating and their spirit of 
enterprise that is the true source of 
power that drives the business forward 
consistently to unusually high sales 
production, 

Our final appraisal of the company 
was borne out by comments of Frank 
Sarno when he told us that he believed 
a good managerial team was prind 
pally responsible for their success, com’ 
menting at some length on the very 
important roles played by Dave Bul 
laro in sales and his brother, Hermat, 
heading engineering and service, He 
says Dave sells ‘er, and Herman keeps 
"em sold. 
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What does it cost 


to add an oil Customer? 


Consensus is $40, everything considered, 


so it pays to “treat ’em nice” 


— YOU LOSE AN oil 
account under 

where it might have been saved, you're 
out of pocket $40 because that’s what 
it’s going to cost to replace it, in the 
opinion of a group of industry spe- 
cialists who recently spent a day ex- 
changing views on this question. 

It was mid-September, the time for 
this small party to meet again at a re- 
sort spot to let the ladies catch up 
on a year’s gossip and the men talk 
shop. This year, at Seaview Country 
Club down on the Jersey coast, was 
the fifth anniversary of the first such 
meeting, when they were judges in one 
of FuELom & Oi Heat’s contests. 

In the group were Tom Carson, 
Sherwood Bros., Baltimore, George 
Clement, Modern Heat & Fuel, Phila- 
delphia, Herbert Spade, Robeson Oil, 
Hartsdale, N. Y., and “Jim” Carson, 
Fluid Heat Div., Baltimore. Also Bert 
Dunphy and Robert Gray of the 
magazine. 

The question of the value of a fuel- 
oil account had been raised some time 
previously by Chas, Holloway, Jr., of 
Liberty Fuel, Portland, Ore., who was 
convinced that it costs $60 to $65 to 
add a new one, while most industry 
men think in terms of $25 to $30, A 
lot depends on whether you have in 
mind strictly out-of-pocket expense or 


circumstances 


whether you include the necessary 
capital investment to serve the new 
account. In the Seaview meeting the 
discussion centered around non-recov- 
erable expenses with only a brief look 
at capital requirements. 

Spade opened with the statement 
that Robeson Oil spends upward of 
$20 just for tangible expenses inside 
the office each time a new customer 
joins up. There’s the credit check, 
either one or two dollars, the cost of 
two Addressograph plates, making 
degree-day card records, preparing the 
burner service file, and making a trip 
to check the equipment in the cus- 
tomer’s basement. Besides the supplies, 
there’s a total of two hours office time, 
entailing payroll and taxes, vacations, 
sick leaves, etc., which run the cost up 
considerably. Then the salesman, who 
works a closed territory, gets %¢ a 
gallon for the first year, which in West- 
chester County means $13-$15. In 
subsequent years the salesman gets 
1/20¢ a gallon. 

Thus the tangible costs on the new 
account run between $35 and $40. Be- 
yond that are the intangibles which 
Spade feels amount to quite a lot. For 
example, there is a considerable in- 
crease in oil spills with new accounts. 
Also a new account complicates the 
truck driver’s job because he has to 





find the house, work it into his sched- 
ule and learn any peculiarities about 
the premises, tank or fill pipe location, 
etc. Without trying to put a price tag 
on these temporary starting pains, 
Spade sees them putting the total cost 
actually above $50. 

Off the subject but an interesting 
sidelight, he mentioned that it is also 
very important for a fueloil distribu- 
tor to watch his capital requirements 
for new customers, At Robeson Oil 
this averages a $65 investment. Nat- 
urally it covers bulkplant expansions, 
additional trucks, service trucks and 
other major outlays, Because he takes 
this seriously, Spade limits his annual 
growth rate to 10% because that’s all 
the new capital he wants to provide, 
either from profits or outside invest- 
ment. 

Clement reported that Modern 
Heat & Fuel finds its actual sales ex’ 
pense on a new account to run about 
two cents a gallon. In Philadelphia 
the average customer buys 1,300 gal- 
lons so that would make it $26. In 
this amount is included the salesmen’s 
income and expenses, the survey of the 
premises and the equipment in the 
house, listing every part and accessory 
by model number. It also includes a 
VENTALARM signal wherever one is 
needed. 

Beyond these costs he finds that his 
company spends $7.50 for mechanical 
costs covering office routine, driver in- 
doctrination and the other internal 
expenses much the same as detailed by 
Spade. 

Then Clement keeps track of adver- 
tising separately. His company budg- 


The group which explored the cost to oilheating dealers of adding a fueloil customer. Left to right: George Clement, 
odern Heat € Fuel: Bert Dunphy, FuELom & Om Heat; Herb Spade, Robeson Oil; Jim Carson, Fluid Heat Div.; Tom 


arson, Sherwood Bros. and Robert Gray, FuELow & Om Heat. 








































. . . « Customer Cost 


ets an allowance of $3.35 for each new 
account. So we find the total expense 
for a new customer with Clement is 
approximately $36.85. 

Tom Carson then told the group 
that he had worked out the cost for 
acquiring a new fueloil customer from 
an entirely different angle and still 
came up with pretty much the same 
answer. Sherwood Bros. budgets 49 
points a gallon on No. 2 fueloil to 
sustain and service existing customers 
and to acquire new accounts, After 
considerable study Carson has divided 
this on the basis of two-thirds to keep 
old accounts happy, one-third to get 
new ones. 

Last year this fund amounted to 
$150,000 and of this $50,000 was for 
new accounts, The net gain in accounts 
was 1,250 so this figures to an aver- 
age of $40 each. 

Recognizing the difference between 
the nature of the three markets and 
in the type of accounts served, it was 
agreed by the three that $40 would 
be the right figure to think of under 
typical conditions. 


Reducing customer Turnover 


With that point settled for the time 
being the talk swung to what can be 
done to hold more accounts in line 
. , . to reduce customer turnover with 
its obvious drain on profits, It’s mighty 
important, they all agreed, to most 
thoroughly screen and then train ev- 
ery employee who is to have any con- 
tact with the customers. Drivers who 
can’t make deliveries when the cus- 
tomer is away sometimes become irri- 
tated at call-backs; service men (and 
service managers, too) can become 
irritated and sometimes justifiably over 
unreasonable customer attitudes, Cred- 
it men can be too harsh; phone girls 
can act bored; the boss himself can 
blow up. But why not train your peo- 
ple to know what a new customer 
costs. Then before they offend any cus- 
tomer, even the chronics, there should 


run through their minds the question, ° 


“Should I blow up $40 worth?” 
The point was,made that service 
managers have the hardest time keep- 


ing “sweet and lovely” because they: 


as a rule only talk to the tough cus- 
tomers. They’re not involved until the 
situation is over the service man’s head. 
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Spade observed that these men are 
antagonistic to customers in direct 
ratio to a company’s lack of all-inclu- 
sive service contracts. They never have 
occasion to quarrel with a customer 
covered by one of these deals. He 
pointed out that at Robeson several 
years ago two dispatchers handled 
service, Today with twice as many 
customers, and nearly all on service 
contracts with parts, one dispatcher 
handles this larger volume and at the 
same cost per call as in the old days. 

The question came up about pirat- 
ing each other's accounts, Some 
thought it was foolish because when 
one company starts it, others almost 
invariably undertake the same methods 
in self-defense. Soon you have price 
cutting and other unsound conces- 
sions. When a market gets into this 
shape the tragedy is that the $40 open- 
ing cost has to be spent so many extra 
times, and needlessly, It’s far better, 
they agreed, to spend the time, money 
and effort involved to develop new ac- 
counts, So often it happens that cus- 
tomers who can be switched from com- 
pany to company are easily dissatis- 
fied or turn out to be “trouble” cases 
in some way. 

Carson mentioned that it’s far bet- 
ter to make it attractive for salesmen 
to get orders for oilheating equipment 
as a basis for starting new accounts. 

As the industry gets into a tighter 
competitive picture the old customers 
become increasingly valuable. Yet in 
spite of the best anyone can do, some 
accounts will be lost, either because the 
customer moves away or for any reason 
just feels he wants to make a change 

. so the development of new ac- 
counts is a constant function of man- 
agement, or the company soon falls 


back. 


Four Years to pay Dirt 


It’s rather startling in view of what 
has been established about the $40 
new account cost to realize how long 
it takes you to make a profit on these 
additions, Last heating season the na- 
tional average consumption of No, 2 
oil..in residences only was 1,433 gal- 
lons., The net profit per gallon, before 
income taxes, was .83¢. The average 
account then brought a profit of $11.89 
before taxes. A corporation would pay 


out more than half of it in tax; ap 
individual or partnership considerably 
less, but it’s clear that the true profit 
is $8-$9 a customer. 

It takes you, then, four to five years 
to earn enough to pay the first cost 
of getting the customer—to “get your 
bait back” as they'd say in Maine, If 
more oil men throughout the country 
understood this, things might be dif- 
ferent, particularly among those who 
won't bother to sell or service oilheat- 
ing equipment, 


Burner service Losses 


In the September issue of FUELOL 
€& Om Heat it was noted that the 
average oil man’s loss in his burner 
service department last season was 
$1.13 per account. Across the board, 
he collected $16.59 and it cost him 
$17.72. 

The men at Seaview saw no reason 
to worry about this loss. It’s worth 
that much, they felt, just for the privi 
lege of getting into the customer's 
basement, being able to examine his 
oilburning equipment and make it run 
right . . . all aimed at making a cus 
tomer happy and keeping him that 
way. 

As the conversation moved along 
the line of keeping the customer happy 
it was inevitable that the group would 
come to the subject of price rises, or 
drops, as published in the newspapers. 
Only a few customers ever make a 
mental note of these incidents, but the 
few who do are sometimes humorous. 
The following are two instances: 

Clement told of a purchasing agent 
for a nationally prominent manufac 
turer who became convinced that every 
time the price of fueloil went up his 
tank was filled the day after the ris: 
every time it went down it was filled 
the day before. 

The account was not a large ome, 
nor was the individual in position 
have any particular influence on other 
customers. But because he was appat’ 
ently sincere in believing he had beet 
wronged, Clement went to unusual 
lengths to explain. He invited the cu 
tomer to lunch, but first took him on? 
tour of the plant to demonstrate the 
methods used in dispatching and rou 
ing trucks, emphasizing that it ¥* 


(Please turn to page 156) 
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by 
Jean L. Dupuis 


OMMERCIAL AND INDUSTRIAL 
® BURNERS are similar in some re- 
spects to domestic burners. All fully 
automatic oilburners, including those 
that fire .65 gph of No. 2 fueloil and 
those that fire 90 gph of No. 6 fueloil, 
have many component parts of the 
same names. All fully automatic con- 
version burners have electric motors, 
ignition systems, safety control sys- 
tems, means for adjusting the firing 
rates, and means for regulating the 
flow of air to the fires. Most fully 
automatic conversion burners have 
fireboxes or combustion chambers, 
forced-draft blowers, and _ fueloil 
pumps. Despite this similarity in parts, 
however, the high-capacity automatic 
burners that use Nos. 5 and 6 fueloils 
are not simply larger versions of the 
low-capacity automatic burners that 
use No, 2 fueloil. 

The first article on this subject, 
which started on p. 86 of the October 
issue of FUELOm. & Ort HEAT, empha- 
sized that the problems of installing 
and servicing burners for Nos. 5 and 6 
fueloils are considerably different than 
the problems faced by the specialist 
at pressure burners, for example. The 
first article listed 11 points, drawn up 
to help domestic oilburner men avoid 
errors when they first work on 
commercial-industrial installations that 
use Nos, 5 and 6 oils, 

Additional points, drawn up on the 
same basis, will follow in this article. 
These points are for oilheating experts 
who naturally are advancing to com- 
mercial-industrial oilburner work after 
having mastered the technicalities of 
domestic burners and the installation 
ind service work they require. These 
men include contractors who sell oil- 
Surner equipment, salesmen, installa- 
tion men, and servicemen. 

€ man who knows domestic 
burner work and who is advancing in- 


ueloil 


Meshes How to avoid Errors on 
commercial Installations 


Part Two—Additional Points for domestic burner Men learning about big Jobs 


Upper left: Control panel for a 100 gph Ray burner which burns No. 6 fueloil 
to heat greenhouses. Fireye safety control panel is connected to an alarm, which 
sounds if the burner stops “‘on safety.” 


Lower left: The 100 gph Ray oilburner controlled by the panel. This burner 
fires a 300 hp Titusville Scotch Marine boiler carrying a hot-water radiation 
load used to heat greenhouses in which orchids are grown. 


Upper right: Twin pump-set or auxiliary pump-set used with this burner on 
this job. For ease in maintenance and servicing, this pump-set is located at table 
height, not at floor level. 


Lower right: One of the valves of the hot-water heating system in this installa- 
tion. This photograph makes clear that commercial-industrial oilburner experts 
encounter heating plants valves which are larger than the valves of domestic jobs. 


to commercial-industrial work should 
face the fact that planning bigger in- 
stallations means far more than simply 
providing bigger burners, oil tanks, 
fireboxes, oil pumps, oil lines, and elec- 
tric lines. The problems that arise on 
commercial-industrial installations are 
not simply larger in size than the prob- 
lems of domestic installations — the 
problems of the big jobs are entirely 
different, for the most part, than the 
everyday problems related to domestic 
oilburners. That is emphasized in the 
points which will follow. 

All this does not mean that experi- 
ence with low-capacity burners using 


light fueloils is not excellent prepara- 
tion for advancing into the field of 
commercial-industrial burners that use 
the heaviest residual fueloils, Knowl- 
edge of small burners is a good start 
toward understanding large burners. 
Any expert at pressure burners should 
be able to understand the following 
points easily, but these points make 
little sense to a man who knows noth- 
ing at all about oilburners, small or 
large. 

Each of the 11 points in the first 
article on this subject had a question 
mark behind it. So do the points that 
follow. The question mark means: If 
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you know domestic oilburners thor- 
oughly, do you know that installations 
using Nos, 5 and 6 oils differ from 
domestic installations in this particular 
respect? 

12. PROPER FUELOIL HEATING? 
Here’s an entirely new problem for 
the domestic burner expert installing 
or servicing for the first time a burner 
that uses No. 6 fueloil, or a burner 
that uses No. 5 oil that needs pre- 
heating. Assume the suction line is of 
ample size . . . On a rotary cup in- 
stallation that uses No, 6 fueloil. Dur- 
ing normal operation of the burner, 
the temperature of the fueloil in the 
suction line must not be so low as to 
cause pumping difficulties — which 
show up as excessive readings from a 
vacuum gage near the inlet of the 
pump that draws the oil through the 
suction line. If with the burner oper- 
ating normally the pump must develop 
20” of vacuum, for example, to obtain 
oil from the fueloil storage tank, then 
the oil in the suction line is too cool. 
Again, because this is important, this 
is on the basis that the suction line 
is of ample size. 


Heat for suction-line Oil 


One distinct problem involves pro- 
viding heat for the suction-line oil, on 
a job which will have oil pumping 
trouble if the suction-line oil is too 
cool. To become an expert in the field 
of commercial-industrial burners, par- 
ticularly burners using No. 6 fueloil, 
a man must learn the methods that can 
solve this problem. 

Another distinct problem lies in 
heating the fueloil to be burned to a 
temperature high enough for proper 
atomization by the particular oilburner 
equipment. On some 
using No. 6 fueloil fired by rotary cup 
burners, 130°F. temperature is high 
enough for proper atomization of the 
oil flowing to the atomizing cups of the 
burners. Efficiencies are not improved, 
nothing is gained, through increasing 


installations 


the cup-line temperatures. On other 
rotary cup jobs using No. 6 fueloil, 
160°F. or even 180°F. is the proper 
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Heat-Timer control system. An outdoor temperature-sensitive element tells this 
system how much heat the radiators must provide to keep comfortable the occw 
pants of the apartment house in which this control system is located. The colder 
the weather, the more heat the oilburner provides. Adjustment knobs are set for 
the outside temperature below which the radiators are to provide heat, the amount 
of heat the radiators are to provide during the day and the amount of heat to 
be provided at night. The Heat-Timer control system has a feature which regw 
lates the supply of heat in a factory, for example, that works only five days a 
week. With it, it is possible to provide heat all day Saturday and Sunday at 
the low level to which the buildings usually are heated during night hours. 


temperature for the oil flowing to the 
atomizing cups; two factors may be 
involved: (a) exceptionally heavy No. 
6 fueloil, and (b) burner design, 
which results in poor atomization if the 
fueloil is not at about the highest 
temperature to which it can be heated 
by an under-the-waterline oil heater, 
connected to a low-pressure steam 
boiler of course. (Under-the-waterline 
oil heaters are not connected to high- 
pressure steam boilers.) 

The domestic burner expert who is 
becoming an expert at commercial- 
industrial burners should gain a well- 
rounded knowledge of the many great- 
ly different equipment arrangements 
that can be used to solve problems of 
heating Nos. 5 and 6 fueloils on big 
installations. 

13. OIL LINE THERMOMETERS? They 
would be merely ornamental on do- 
mestic oilburner installations using 
No. 2 fueloil, but oil line thermometers 
are tremendously important on instal- 
lations using preheated Nos. 5 or 6 
oils. A thermometer in the suction 
line, near the point at which the suc- 
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tion line enters the boiler room, can 
be important in telling the temperature 
at which the fueloil comes into the 
boiler room from the storage tank. 
That relates to suction-line tempera’ 
ture sufficient to avoid high suction 
line vacuum, which was discussed in 
the previous item. At the output side 
of each oil heater, but far enough from 
the heater to avoid false high readings 
caused by heat conducted through the 
oil line, a thermometer can report on 
the performance of the heater. This 
can apply to all types of electric fuel 
oil heating arrangements, as well as to 
indirect fueloil heaters powered by 
steam or hot boiler water. A new 
model horizontal rotary cup burner, 
recently announced, has a nicety that 
is much appreciated by service expert! 
—in its cup line is a dial-type ther 
mometer to report precisely the 
temperature of the fueloil on the wa 
to the cup to be atomized. 

14. MOTOR OVERLOAD PROTECTION’ 
Because the motors of domestic si 
burners carry light loads and can be 
easily be protected against overloads 
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by inexpensive devices, motor over- 
load protection is not a great problem 


on domestic installations. In the | 


domestic field, a serviceman can get by 


without knowing much about mctor | 


overload protection. Things are differ- 
ent in the commercial-industrial field, 
which includes many large motors that 


carry heavy loads and are in need of | 


the best overload protection that can 
be provided for them. Before a new 
motor is put to use, on a commercial 
or industrial installation, according to 
best practice, its overload protection 
equipment should be put through its 
paces—tripped by a real or simulated 
overload. Good maintenance and serv- 
icing include periodic check-ups, made 
once a year perhaps, to ascertain that 


all large motors are served by overload 


protectors in good working order. 

15. DRIP PAN UNDER BURNER? Do- 
mestic burners in good condition do 
not drip fueloil and soak floors below 
them, but many commercial-industrial 
burners do. Drip pans which are 
cleaned once a week or so work out to 
be needed on many big jobs—for with- 
out them boiler room floors became oil- 
soaked, messes and fire hazards de- 
velop. 


Controlling big Jobs 


16. HEAT CONTROL SYSTEM? The | 


simple room thermostat usually used 
to control the heat on a domestic oil- 
burner installation is inadequate for 
a large apartment house, school, or 
factory. The amount of heat given 50 


rooms, for example, can’t be governed | 


properly by a thermostat affected by 
the temperature of just one room. The 
increasing use of high-capacity oil- 
burners has been accompanied by the 
development of highly effective heat 


control systems which are sensitive to | 


outside weather. Experts at commer- 
cial-industrial burner equipment must 
know a great deal about the principles, 
operation, installation, and adjustment 
of these big-building heat control sys- 
tems. Both fuel consumption and com- 


fort within big buildings depend on the | 


installation and proper functioning of 
such systems. 

17. DRAFT INDUCER NEEDED? True, 
draft inducers are used in the field of 
domestic oilheating — in recent years 
ave become increasingly popular in 
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2. VOLUVALVE FUEL REGULATION 


4. PRECISION AIR-OIL- CONTROL 


6. EXTRA LONG NOZZLE 





VOLUVALVE 
Equalizing Valve Combination 
a PREFERRED EXCLUSIVE for: 


1. Controlling metered delivery of oil to the burner, regardless of 
varying back pressures. 


2. Improving automatic starts on #6 oil, even after long shut-downs. 

3. Improving combustion at all firing rates. 

4. Burning heavier #6 oil at higher temperatures, thereby reducing 
noise. 

5. Permitting use of a low density electric heater for preheating 
the oil. 

These Preferred advantages, plus the many other built-in fea- 
tures, make Preferred Heavy Oil Burners more dependable, more 
efficient—whether for new boiler installations or conversions. 

Preferred Oil Burners are available in sizes from 12 to 175 
G.P.H. and 45 to 525 B.H.P. They are also made in combination 

oil-gas burner types, with quick change from one fuel to the 
ok. other. Approved by Underwriters’ Laboratories, Inc. 
\ y) Install Preferred, the truly fine commercial oil burner that 
meme leads to more sales. Write for Bulletin 175. 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY DEPT. OH-¢ NEW YORK 23, N.Y 








SINCE 
manufacture 


1926—in the application, design and 
of pumps—separators—hydraulic 
accessories. 


SEPARATORS 


for industrial 
oil burner service 


Class 60 Pumps 
Of the internal gear type, 
the "60" is machined to 
close tolerances—for max- 
imum vacuum character- 
istics with heavy and cold 
oil. The outstanding de- 
sign advantage is the ball 
bearing, V-belt reduce- 
tion drive—connected to 
pump by means of loose 
coupling, which _ elimi- 
nates side deflection from 
pump shaft. Suction and 
discharge sizes from '/2" 
to 2". Capacities, 75 to 
2100 GPH; pressures to 
100 psi. 

Write for Bulletin A-1193 









































SEPARATORS 


Adequate strainers for 
both suction and dis- 
charge service are essen- 
tial on every heavy oil in- 
stallation. Available with 
Underwriters Labels from 
V/4"" to 4"; larger sizes up 
to 6". 

Advantages of our design 
are: ease of cleaning; in- 
terchangeability of sepa- 
rator baskets — from 
coarse straining to fine 
filtration; elimination of 
replacement filter costs— 
cleaning of removable 
separator baskets restores 
original efficiency. 

Ask for Bulletin A-1430 


ARAISSL* 


295 Williams Ave. 
Hackensack, N. J. 
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this field. But as things stand today, 
in the commercial-industrial field draft 
inducers still are much more important 
than in the field of small burners. 
Many big oilburners that have been in 
use for years have troubles that can 
be ended only through proper installa- 
tion of an excellent draft inducer. 
That’s why the servicemen responsible 
for the proper operation of these burn- 
ers need to know much about draft 
inducers. The proper planning of 
many new installations depends on in- 
cluding draft inducers. Your knowl- 
edge about commercial - industrial 
equipment has a big hole in it, if you 
can’t answer questions about the cost 
of installing draft inducers on the in- 
stallations you find in need of them— 
and about the many advantages of in- 
duced draft for new jobs as well as 
trouble jobs. 

18. OVER-FIRE DRAFT CONTROL? 
Barometric, swinging-gate type draft 
regulators, located on smokepipes, are 
adequate for most small oil-fired 
furnaces and boilers. For large in- 
stallations, much more complicated 
and expensive draft control equipment 
often is used for excellent reasons. The 
decision may be to maintain constant 
draft over-fire. To do this, an instru- 
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ment is installed which is the equiva- 
lent of a diaphram type draft gage 
equipped with contracts or switches. 
If .10” negative draft is to be main 
tained over-fire, a bit less draft than 
this causes one of the switches to close, 
Closing of this switch starts a control 
motor that opens a smoke outlet 
damper (this damper is in the smoke: 
pipe or smoke breeching that serves the 
boiler) and increases the over-fire draft 
to the proper level of .10” negative 
draft. Then the switch that caused the 
damper to move opens, and _ the 
damper stops moving. Similarly if the 
over-fire draft becomes slightly exces 
sive, higher than .10”, the draft control 
set-up causes the smoke outlet damper 
to close a bit with the result that the 
over-fire draft is lowered to the proper 
level. An over-fire draft control sys 
tem of this type maintains precisely 
the desired, correct over-fire draft for 
firing rates either low or high. Such 
a system provides proper over-fire 
draft whether the flues of the boiler 
give little draft-drop because they 





Commercial-industrial oilburner specialists who provide oil heat for greenhouses 
often have to make provisions for operating oilburners when electricity fails 
This stand-by set-up uses gasoline to provide electricity for oilbwrners. It's w 


to put equipment like this through its paces once a week or so to gain ass 


wrance 


that it will start easily when it is needed. 
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have just been cleaned, or whether 
considerable plugging causes high 
draft-drop through the flues. 


Sequence-type Operation 


Sequence-type operation of the 
smoke outlet damper usually is pro- 
vided along with over-fire draft con- 
trol. First when the burner is supposed 
to start, the smoke outlet damper 
opens to either its wide-open position, 
or to the position that provides the 
proper over-fire draft for lighting of 
the oil flame. Second for normal firing 
at any gph rates used on the installa- 
tion, the over-fire draft control equip- 
ment maintains precisely the proper 
over-fire draft in the manner just de- 
scribed. Third with the burner turned 
of by its controls, the sequence-type 
controls close the smoke outlet damper 
entirely, corking the smoke outlet 
damper so that no heat escapes from 
the hot boiler through it—or with the 
burner idle the smoke outlet damper 
may be left open slightly so that there’s 
a slight flow of air into the firebox 
through the burner’s air-handling 
parts, to keep these parts (and perhaps 
the atomizing cup of a rotary burner) 
from being overheated by radiant heat 
from a red-hot firebox. 

Training himself to be expert in the 
commercial-industrial field, a domestic 
burner expert should, then, learn all 
about over-fire draft control equipment 
and sequence-type operation of such 
equipment. At the same time, he 
should learn about additional equip- 
ment made to shut down large burners 
when insufficient draft is provided for 
them by their chimneys or draft in- 
ducers. . . also about the draft gages 
often needed for the best operation 
of large burners. 

19. STACK THERMOMETERS? As can 
be inferred from the previous item 
instrumentation is carried to far great- 
et lengths on big jobs than on domestic 
installations. Domestic burners are 
merely checked for CO. through use 
of portable instruments the serviceman 
carries with him, for example, but ex- 
tremely large industrial installations 
Properly are equipped with COx indi- 
cating instruments which are perma- 
nently installed and which work every 
minute—may, in addition, have even 
CO, recording equipment. Moderate 
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ROTARY BURNERS 


-HERE’S WHAT TO LOOK FOR: 


@ Time-tested horizontal - rotary 
design. 

@ V-Belt Drive for the high cup 
speed essential to efficient atom- 
ization. 

@ Four-Hole Hinge circulates oil 
through oil heater so that hot oil 
is on the pressure side of the 
pump, allowing you to burn oil 
at higher temperatures. 

@® Adjustable Air Nozzle provides 
accurate control of flame contour. 
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Dual Pumps and Reservoir com- 
bined with Constant Oil Rate 
Control provide controlled firing 
regardless of viscosity variation. 


Burn any grade of oil. Also 
available with combined gas 
burner for any type of gas. 


Fully automatic insizesto500 bhp 
with dual ignition, and hi-low or 
fully modulating control. 
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SUPERIOR COMBUSTION INDUSTRIES 


for performance you can BANK on 


INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 
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size commercial-industrial burners, fir- 
ing say 15 to 100 gph, do not rate the 
expense of permanently installed CC» 
indicating equipment, but do rate 
permanently installed stack thermome- 
ters. Package-type boiler-burner units 
often have such thermometers, and 
dealers do well to provide them also 
for their conversion installations. At 
low expense, you can provide a dial- 
type flue gas thermometer for an apart- 
ment house boiler. At somewhat 
greater expense, you can provide a 
distant reading thermometer to report 


flue gas temperatures. The _heat- 
sensitive part of this is installed in the 
smokepipe or breeching of the boiler, 
while the instrument that shows the 
stack temperature can be mounted near 
the oilburner control panel. 
Permanently installed stack ther- 
mometers are needed on even small 
commercial jobs fired, for example, by 
conversion-type horizontal rotary cup 
burners. Indicating the stack tempera- 
ture every minute the burner operates, 
the thermometer tells you if a clean 
boiler is fired lightly or heavily to 























with 
PETROMETER 
Remote Reading TANK GAUGES 


Here’s the gauge that gives you accurate readings—clearly 
visible—absolutely dependable. A quick glance at the 
gauge tells you the exact quantity of liquid in your tank— 
in inches of depth and in gallons, pounds or any other 
volume or weight units. 

The Petrometer operates on the principle of static pres- 
sure. There are no pulleys, wires, springs, or electrical 
mechanisms to go out of order. Operation is simple ond 
reliable. 


INSTALLATION? IT’S EASY— 

’ These gauges can be installed on tanks above or below 
the ground and up to % of a mile away. The tank assembly 
unit can be installed even when there is liquid in the tank. 
The single copper tube line from the tank is connected to 
the gauge by one simple compression connection. No setting 
up or adjusting is required on the job. 

PETROMETER GAUGES ARE IDEAL FOR: 

Commercial and Industrial fuel oil storage tanks 
Petroleum Bulk Storage 


Storage tanks for chemicals, solvents and other industrial 
liquids. 
Write for Bulletin PF for details. 
8 


LIQUIDEPTH INDICATORS, INC. 


43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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OF TANK CONTENTS— 






























Barometric draft regulator that serves 
a battery of boilers fired automatically 
by horizontal rotary cup burners using 
No. 6 fueloil. The principles of adjust 
ing this giant-size draft regulator are 
identical to those for adjusting a do 
mestic installation draft regulator. 


carry its load. After you become 
familiar with the readings the ther: 
mometer usually gives, you can use it 
to tell whether or not the boiler’s heat’ 
ing surfaces should be cleaned—clean 
ing is in order when the need for it is 
wasting fueloil by increasing the stack 
temperature. 
(To be continued) 


o, 
“ 


Merger of Staffco-Rayfield 


is revealed in Chicago 


AS OF October 1, 1954, the Staffoo 
Engineering Co., Chicago, Ill. and the 
C. L. Rayfield Co., Chicago, IIl, have 
been combined to form the Rayfield 
Staffco Burner Co., 2066 Canalport 
Ave., Chicago, Il. 

According to Fred Ravnsbeck, presi 
dent and general manager of the new 
company, the product line will consist 
of gun type “Shell Head” for No. 2, 
light oilburners, gun type oilburnets 
for Nos. 4 and 5 grades to 12 gph, and 
rotary oilburners utilizing Nos. 5 and 
6 fueloils at 200 gph. 

The new organization’s plant, which 
occupies 12,500 sq. ft. of floor spac 
will be staffed by the personnel of both 
companies to facilitate operations. 
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O* THE DESK of Hans Lieblich, 


president of H. Lieblich & Co., 
Inc., New York oilheating contractors, 
is a photostat of a final payment $64, 


000 check which serves as a constant 
reminder of the most difficult job his 


firm ever tackled. 

When Lieblich & Co. signed a con- 
tract to convert the Ardsley Apart- 
ments at 320 Central Park West from 
purchased steam to oil heat, they reck- 
oned without the longest heat wave in 
New York City’s history, a ten-week 
strike by building material teamsters, 
and the heaviest early snowfall on rec- 
ord, Yet in spite of these obstacles, the 
work was finished ahead of the four 
months deadline. 

This work consisted of replacing 
three hot water tanks with two oil- 
burning boilers, setting up an oil stor- 
age tank, and making all the necessary 
adjustments. To complicate matters, 
every piece of equipment and material 
had to pass through a space 54 inches 
wide by 72 inches long; like passing 
camels through the eye of a needle. 

Estimated to cost about $76,000, the 
work was to include a 100-foot long 
smoke breeching which in itself would 
cost $20,000. The new installation will 





save more than $10,000 a year and 
should amortize the expenditure within 
7V/y years. 

Once pipes carrying steam and water 
and ventilating ducts were relocated 
to make way for the breeching, the 
task of erecting a 30-inch, 260-foot 
high chimney was turned over to Law- 
rence Riggers of Brooklyn, the only 
subcontractors on the job. 

After the breeching had been in- 
stalled, the first of two Smith Twin 
Tubular boilers equipped with sub- 

































































Lieblich burner Conversion 
installed Piece by Piece 


Through this 54” x 72” opening in the 
sidewalk, tons of heating equipment— 
oil burners, storage tanks, and boilers 
-—were lowered into the Ardsley 
Apartments at 320 Central Park West 
by workmen from H. Lieblich & Co., 
Inc. In addition to being small, the hole 
was elbow-shaped, which necessitated 
cutting much of the larger equipment 
into smaller pieces in order to fit it 
through the opening. The 55-ft. stor- 
age tank, 74 ft. in diameter, had to 
be brought in plate by plate and welded. 


merged instantaneous hot water coils 
was started into place. These boilers 
also had 300 hp, S. T. Johnson oilburn- 
ers with automatic controls. 

In order to make room for the first 
boiler and to provide hot water to the 
apartment house during conversion, 
the house was switched to one of three 
Patterson-Kelly hot water tanks. This 
meant doubling the load on one tank 
since only two of the three were in 
continuous use. 

Before the first boiler went in, two 
of the old water tanks were removed. 
The third was kept in operation until 
the first boiler was fired up. Then it, 


Completed installation at 320 Central 
Park West, showing the two Smith 
Twin Tubular boilers fired with S. T. 
Johnson oilburners. The “‘Job-erected”’ 
boilers are rated at 26,000 sq. ft. to 
heat the 3,600,000 cu. ft. building. 
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. . . « Lieblich burner Conversion 











Here's a Book on 


‘“\Commencial-Industrial 
O Le en 4 


to help you: 


© Installing 
big boilers 


© New Techniques 
for heavy oil 


© Oil Preheating 
problems 


Design of Industrial installation 
— computing load — combustion 
volume — firebox construction 
controls and many other in- 
formative features are covered in 
this book. 


The book, “Commercial-Indus- 
trial Oilburning,” contains a 
series of articles on the subjects 
that kave appeared in the maga- 
zine FUELOIL & OIL HEAT, 
including the twelve features by 
Kalman Steiner on the “Design 
of the industrial installation.” 


This series begins with a brief 
“introduction to industrial Oil- 
burning” and then discusses in 
succession, computing boiler load 
and selecting burner size, com- 
bustion volume, boiler types and 
firebox construction, water tube 
boilers, selection of burner and 
accessory equipment, boiler set- 
tings, function and operation of 
primary controls, other controls, 
function and application of fuel- 
oil preheaters. Plus other out- 
standing features. 


This 80-page book is available 
with self-cover, 814 x 11 page size, 
profusely illustrated with photo- 
graphs, charts and diagrams. 
Price: $2.00. Please mail remit- 
tance with order. We pay postage. 


Heating Pubishers, Inc. 
2 West 45th St. 
New York 36, New York 







too, was removed to make room for the 
second boiler. 

Space was a problem too; clearance 
for the boilers simply did not exist. On 
one side was a brick wall which was 
left standing. On the other side the 
wall was removed, brick by brick, to 
make a single boiler and storage tank 
room. 

















ARTCRAFT 


Direct Fired 


SPACE HEATERS 


THE MOST MODERN, ECONOMICAL 
AND FLEXIBLE METHOD OF HEATING 
LARGE AREAS 


SERIES "A" FOR 


© INDUSTRIAL 
BUILDINGS 


© BARRACKS 

© REPAIR SHOPS 
© HANGARS 

© WAREHOUSES 
© SCHOOLS 


© RECREATION 
HALLS, 
CHURCHES, 
ETC. 


FIRED WITH GAS 
OR OL 


Capacities: 200,000-2,000,000 B.T.U. 


(Also Suspended Furnaces, 
75,000-750,000 B.T.U.) 


Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 
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Hans Lieblich, president of H. Lieblich 
& Co. (second from left) stands with 
John Hickerson of Callahan Machin- 
ery & Egpt. Co., distributors of Smith 
Twin Tubular boilers, and watches a 
workman guide boiler room equipment 
through sidewalk opening. 


Next to the solid wall the boiler was 
placed right up against the main steam 
line with no clearance. The boiler on 
the side next to the beam was also in’ 
stalled against pipes. Clearance on top 
of the boilers was less than two feet. 


Squeeze Play de-luxe 


Although the 197 tenants were un 
aware of any difficulties, Lieblich had 
to squeeze every item of equipment 
through that small 54 by 72-inch hole. 
Through this space came almost 40 
pieces of the storage tank; each ring 
of this seven-foot diameter tank con 
sisted of three pieces which had to be 
welded. When completed, the tank ran 
the entire length of the 55-foot storage 
room with a storage capacity of 15,000 
gallons. 

The boiler drums, two in each boiler, 
were cut in half lengthwise in order to 
fit them through the opening. Each 
drum had a 30 by 48-inch cross-section. 
The half sections ran 5'/2 ft. long. 

Each boiler contains two coils, with 
each coil having a 2500-gallon capac 
ity. The building, an extremely large 
apartment house, has two hot water 
zones, one high and one low. The boil 
ers are connected to both systems, one 
coil in a boiler to each water zone. 
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Lieblich engineers specified the boil- 
ers which are “job erected.” They are 
rated at 26,000 square feet of radiation, 
but can be fired to over 125 per cent 
of their rating if necessary, 

According to the contract, the first 
boiler had to be in operation by last 
November 28. However, when the 
snow and windstorm of November 6, 
1953 struck New York, this first boiler 
was already in operation and carried 
the entire heating load of the build- 
ing during the storm. The experi- 
ence gained through that one-day 
emergency helped to improve the sec- 
ond boiler through non-specification 
changes. 

The 20-story building contains 3,- 
600,000 cubic feet, It has 900 rooms, 
with 375 baths. It was originally sup- 
plied by 8,000,000 Ibs. of steam piped- 
in for hot water supply, with another 
10,000,000 lbs. of steam to heat the 
apartment house. The original steam 
costs for this building using piped-in 
steam were $25,000 a year, $10,000 
a year more than under the present 
system. 


>, 
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Comm.-ind. burners show 
upswing during August 


AUGUST SHIPMENTS of commercial- 
industrial oilburners, as reported by 
Oil-Heat Institute of America, totalled 
4,336, a 35% increase over July ship- 
ments. D. H, Bottrill, technical secre- 
tary of OHI, commenting on the sta- 
tistics, points out that the August total 
is actually better than August, 1953, 
when 52 manufacturers reported a to- 
tal of 4,415. The August, 1954, total 
of 4,336 was reported by 48 manu- 
facturers, 

Continuing, Bottrill points out that 
the “large increase brought the eight 
months’ total practically alongside last 
year's and with indications of a great- 
ly increased activity in building ship- 
ments for the full year will more than 
likely exceed 1953 by 5%.” 














Why you should be 
selling RAY Burners 
























This year, for the 40th consecutive year, Ray is first in 
sales! Since 1872, the Ray Oil Burner Co. has pioneered 
every major improvement in heavy fuel oil burning: the 
horizontal rotary principle; the dual pump and res- 
ervoir; the angular vane nozzle; the Ray viscosity 
valve; the hollow shaft; and compound firing. These 
“firsts” help Ray dealers make more sales by: 1) contribut- 
ing to the unexcelled performance of Ray burners; and 2) 
selling customers on the skill and reputation of the com- 
pany behind these burners. 


RAY helps dealers sell service—Besides giving its dealers 
the best available line of oil burners, priced to sell, Ray also 
helps build dealer service volume with a hard-hitting adver- 
tising campaign calling attention to the Ray service network. 


Complete line builds sales and profits—Ray provides a 
burner for every purpose, from 1 to 1000 hp., firing light or 
heavy oil, gas or combination gas-oil; fully-automatic, semi- 
automatic, or manual control. 


To build more sales and 





greater profits...choose 
Ray, the burner that has 
led the entire industry 
in sales for almost half a 
century! For complete 
details on how you can 
become a money-making 
Ray dealer, write, wire, 
or phone, Ray Oil Burner 
Co.,San Francisco, Calif. 






















AR-144, Size 10 


1301 San Jose Avenue 

San Francisco 12, California 
Atlantic Seaboard Division 
629 Grove Street, Jersey City 2, N. J. 





RAY 


Since 1872 


OIL BURNER CO. 





The “Why” of Ray’s 
unchallenged leadership in 
the oil burner industry is 
explained in the story “FORTY 
YEARS OF RAY OIL BURNERS.” 
Ask for a copy. 


THE MOST COMPLETE 
AND DIVERSIFIED LINE 
eo) i Lome.) 

FUEL OIL HEATERS 
FULL RANGE OF SIZES IN ALL TYPES 






























































“PARAPROBE”* § 


Fuel Oil Heater 
(For Below-The- 
Guards against oil leaks and automatically 








Water-Line Service) — 
shuts down oil burner and pump in event of 
oil heater failure. A positive protection against 
y oil in the boiler. 
TYPE “GF”* Generates its own supply of steam for heating 
~ Indirect Gas Fired the oil! Applicable to any type of oil fired ap- 
_ poratus. A radically new development! 


Fuel Oil Heater — 





ALL PARACOIL Fuel Oil Heaters 
carry the stamp of approval of the 
BOARD OF STANDARDS & APPEALS 
CITY OF NEW YORK 


DAVIS ENGINEERING 


CORPORATION 
1064 East Grand St., Elizabeth 4, N. J. e 30 Rockefeller Plaza, New York 20 









94 








COMMERCIAL € 
INDUSTRIAL 
oilburning 


" 
hin, 


Breakdown of August shipments 
shows: Horizontal rotary oilburners, 
1,703; high and low pressure gun 
burners, 2,255; mechanical air or 
steam atomizing, 56; total, 4,014. Com 
bination oil-gas burners: Horizontal 
rotaries, 188; gun burners, 119, steam 
or air atomizing, 15; total, 322. Grand 
total for August, 1954: 4,336 reported 
by 48 manufacturers; grand total for 
August, 1953: 4,415, reported by 52 
manufacturers, Eight months’ total, 
1954: 21,881; eight months’ total, 
1953: 25,883. 


Seo 

EAGLE-PICHER: Two pamphlets specify 
uses and installation procedures of 
Eagle-Picher industrial insulation and 
fire proofing cement. Third pamphlet, 
a consumer booklet, depicts advantages 
of domestic insulation. 

Eagle-Picher Co., American Build 
ing, Cincinnati 1, Ohio, 


MORHEAT: Performance data listed for 
Morheat domestic and commercial boil 
ers includes diagram of automatic 
boiler-burner units. Cutaway of water 
tube boiler explains operation. 
Morheat Corp., Lansing 12, Mich. 


AIR CONTROLS: Catalog 401 B and in 
sert describes “Rex” blowers for com 
mercial and industrial heating and air 
conditioning, and the “Rex” “Air 
Pak” blower-filter package. Perform 
ance data is included, along with nw 
merous other engineering specifica 
tions, all models of the line are ex 
plained. 

Air Controls, Inc., Div., The Cleve 
land Heater Co., 2310 Superior Ave., 
Cleveland 14, Ohio. 


BUSH: Illustrated Bulletin 720B & 
scribing finned radiation and covefs 
for commercial, industrial and institw 
tional heating, Included is information 
on the 444” x 414” fin on 114” and 2’ 
steel tube, a new addition. 

Bush Mfg. Co., West Hartford 10 
Conn, 
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SAFETY SWITCH 
THAT SHUTS OFF FUEL 


_., THERE'S BIG WINTER PROFITS 
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IF BLOWER FAILS 


Protection 
for 
Oil Burners 
g 


Industrial 
Ovens 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used in connection with safety shut-off 
valve. 

Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 











DEWEY GAS FURNACE CO. Fee 


100 E. Baltimore Detroit 2, Mich. CIRCULAR 
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FUEL OIL CONDITIONER 


For Home Furnaces 
For Commercial And Industrial Boilers 


| Gives The Kind Of Results You Expect To Get 


GREATLY REDUCES MAINTENANCF COSTS 
COMPLETELY DISOLVES ALL SLUDGES 

ELIMINATES BURNER TIP CARBONIZATION 

PREVENTS PRODUCTION OF HYDROCHLORIC ACID IN FURNACES 
PREVENTS FORMATION OF ACID PRODUCTS IN FUEL TANKS 
UTILIZES ALL THE BTU's IN SLUDGE AND OIL 
EFFECTIVELY INCREASES ATOMIZATION 
HELPS OBTAIN MORE HEAT OR STEAM WITH LESS OIL 


[Non-Corrosive Rust-Resistant Non-Explosive | 


Industrial Users, Dealers, Jobbers, Fuel Oil Distributors 
Write For Bulletins, Performance-Proofs, And Prices 
Mfgrs. Agents Are Invited To Write For Territories 


























KOR CORPORATION 


Division of Oxi Corporation 


MANUFACTURING, ENGINEERING, AND COMBUSTION SPECIALISTS 


600 WEST Sth AVENUE, GARY, INDIANA 
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Non-Adjustable Angle Type 
Heavy Bronze Construction 
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HY-LO ip urning 


THE HEATER OF A 1000 USES! 


® Here’s the perfect winter product for replacing 
those summer items as they go off your floor. 
HY-LO’s are big profit makers and have un- 
limited markets. 

Nationally advertised, the HY-LO’s are in de- 
mand the world over and are priced to sell. 








USED BY 
@ CONSTRUCTION 
© INDUSTRY 
@ AGRICULTURE 


PRODUCES 


140,000 Btu's 
PER HOUR 





¢ REQUIRES NO SKILLED ATTENDANT 

¢ TROUBLE FREE OPERATION AND LESS CLEANING 

e EXCLUSIVE DAMPER FOR QUICK, SURE EXTINGUISHING 

e CARRYING tte FOR EASY MOVING 

¢ LIGHTS WITH A MATCH 

e ONE FILLING LASTS 10 TO 20 HOURS 

¢ BURNS ONE-HALF TO ONE GALLON PER HOUR OF ANY 
GOOD GRADE FUEL OIL 


Stock on hand in all major cities in U.S.A. and Canada 


SCHEU PRODUCTS CO, wate Tora 


293-F STOWELL, UPLAND, CALIFORNIA PLAN 














PREFERRED 


INDUSTRIAL 
ANTI-SYPHON VALVES 











A COMPLETE LINE 
TYPE A—1%4" to 3”. Maxi- 
mum capacity to 1000 G.P.H., 
even with #6 oil. 

TYPE B—%” and 1”. Maxi- 
mum capacity to 100 G.P.H., 
for #1 to #5 oil. 

TYPE C—%” and 2”. Maxi- 


mum capacity to 30 G.P.H. of 
#1 and #3 oil. 















Approved by Underwriters’ 
Laboratories, Inc. 


PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY Dept. OH-2 NEW YORK 23, N.Y 











— INDUCER | 


ADVANCED 
DESIGN 
SETS NEW 
HIGH 
STANDARD 





EASIER INSTALLATION ¢ MORE ADAPTABLE ¢ 
INSURE LONG, TROUBLE-FREE OPERATION 








[ INTERCHANGEABLE 


AUTOMATIC BELT TENSION— 
INLET PANELS 


MOTOR MOUNTED ON SPRING BASE | 



















( No LUBRICATION NEEDED 








FAN AND BEARING 
ASSEMBLY EASILY 
WITHDRAWN FROM CASING 





[ No FIELD ALIGNMENT REQUIRED 








Wing Draft Inducers furnish positive uniform draft regardless of wind or 
weather conditions. They eliminate the need for tall, costly chimneys. Smoke 
and soot are reduced and boiler efficiency is improved. Higher CO2’s and 
better fuel consumption result. Write for Bulletin I-52. 


L. J. Wing Mf9.Co. 


66 Vreeland Mills Road 
Linden, N.J. 
Factories at Linden, N.J. and Montreal, Canada 














UNIT HEATERS BLOWERS 
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readers’ Problems 


Q. We have a fueloil customer who 


recently purchased a used ten- 
section boiler rated for 2,700 ft. steam 
or 4,320 hot water. He wishes to heat 
a 75Y x 25 ft. greenhouse, also a new 
home 38 ft. from the greenhouse and 
having 50,670 Btu heat loss. Part or all 
of the used boiler, located in the base- 
ment of the new home, will heat the 
home and the greenhouse. 

Can you help us or give us sugges: 
tions? At the present time the customer 
has a boiler with 290 sq. ft. of 
bare pipe radiation which, needless to 
say, is a long way from satisfactory. 
Oil bills have been greatly excessive. 
He wants to add radiation or unit heat- 
ers in the greenhouse and use baseboard 
radiation in his new home. Would you 
suggest hot water or steam? 

G. E. R., Gloversville, N. Y. 

A. First, figure the Btu heat loss of 
the greenhouse, determine the amount 
of steam radiation needed to heat it 
properly considering the crops grown 
in it, and compare this with the amount 
of steam radiation now in it. If it is 
true the 290 sq, ft. of steam radiation 
in the greenhouse has proved inade- 
quate during coldest weather with the 
boiler maintaining, say, five pounds 
steam pressure continuously, then you 
have ascertained an important fact. 
You may be able to use your judgment 
to estimate the additional steam radia 
tion that is needed for satisfactory 
heating on coldest days, In any event, 
determine if the greenhouse needs 
more steam radiation—if so, howmuch. 

Second, lean toward the use of 
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EME LANES SN A AA AM RARRIRIEE e 
) C. L. RAYFIELD CO. and STAFFCO ENGINEERING CO. 


have consolidated under the name of 


RAYFIELD-STAFFCO BURNER CO. 


to bring you a complete line of 


OIL BURNING EQUIPMENT 


Announcing 
the Merging of 


2 BIG 





NAMES 





for every heating application— 
"A Bungalow to a Skyscraper" 











in 
HEATING 


than in the past. 


RAYFIELD-STAFFCO BURNER CO. 


We look forward to a bigger contribution and even better service to the industry 


2066 Canalport Avenue 
Chicago 8, Illinois 




















ATTAIN 


GREATER SUCCESS 


SELLING 





Almost Anyone Can Learn fo Sell... If 
He'll Use the Proper Selling Techniques 





@ FoR THE BENEFIT of those breaking into sell- 
ing and for improvement of active salesmen, 
W. A. Matheson, a director of Eureka Williams 
Corp., wrote an exciting book on selling tech- 
niques that has helped thousands get ahead faster. 
He calls it THE SELLING MAN. He believes 
that almost anyone can sell if he'll take the 
trouble to learn. The techniques he suggests are 
practical because he has tested them himself. The 
$4.00 investment is a tiny price for so much 
helpful and profitable information. 


We Pay Postage. PLEASE MAIL REMITTANCE WITH ORDER! 


$4.00 Special Price 


HEATING PUBLISHERS, Inc. 
2 West 45 St. New York 36, N. Y. 





ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel * A.S.M.E. 
code constructed * National board registered * Modern welded 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 


STEEL BOILER INSTITUTE CAPACITY RATED 


(Your assurance of reserve power) 


Boiler sizes for all industries. Write for name and y 
address of your nearest Gabriel Boiler dealer. 


GABRIEL 
BOILE & FABRICATION 


COMPANY 
1428 WLW. 14th AVENUE © PORTLAND 9, ORE, 


BUILDERS OF FINE BOILERS 























YOU can 
successfully sell 
. COMMERCIAL 
and INDUSTRIAL 
Heating! 


Even if you have never sold commercial or industrial 
heating before . . . you can do it now . . . with no 
increase in overhead and no change in your current 
operation! 

Now you can get in on BIG PROFITS with the World's First 


Delta DIRECT- iy HH UNIT HEATER” 


Delta has design- 
ed an entirely new 
heating system, avail- 
able in 10 sizes from 
112,000 to 220,000 
BTU/hr for wide open 
spaces and large build- 
ings — that any dealer 
can install in a few 
hours. 


















To learn how easy it is 
to cash ‘in on commer- 
cial heating, write for 

complete details. 


“Patents 
Pending 


DELTA HEATING CORPORATION, TRENTON 8, NEW JERSEY 
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another type of radiation in addition 
or instead. 

Third, determine the total Btu load 
on the boiler, figure the gph firing rate 
needed for this load, and then decide 
on using part or all of the old boiler 
your oil customer bought. Aim to use 
so much boiler that the stack tempera- 
ture will not exceed about 600°F. with 
the boiler fired at the gph rate needed 
to carry the entire load. 

Fourth, plan on using a two-zone 
heating system. Provide one room ther- 
mostat, circulator, and flow-control 


hot-water heating system, and deter- 
mine from data described above how 
much hot-water radiation is needed to 
heat the greenhouse. Determine also 
how much hot-water radiation is 
needed for the new home, and find out 
if baseboard radiation can be used in 
the home. Do not make the common 
error of winding up with insufficient 
baseboard radiation; if in doubt, install 
oversize baseboard radiation or install 
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Hev-E-Oil 





BIG WAYS 


BURNS LOW-COST No. 4 
or No. 5 HEAVY OILS 





Saves customers from 3 to 
6¢ per gal. over standard 
light oils. No. 4 or 5 com- 
mercial oils also contain 
7% more heat per gallon. 
Cuts heating bills up to 

30%! Builds long-range 
savings. 





ATTRACTS BIG FUEL 
USERS 


This includes apartments, 
churches, stores, laundries, 
hospitals, factories, insti- 
tutions, etc. who regularly 

use more than 6,000 gal- 
lons of light oil or 45 tons 
| of coal. 


these — why limit your selling 
to the highly competitive light oil 
burner markets. It’s no wonder alert 
dealers are cashing in with Hev-E-Oil 
Burners in the less competitive heavy —{ 
oil burner field. 

Hev-E-Oil Burners are the prod- 
uct of Cleaver-Brooks Company, 
America’s leading builder of pack- 
aged boilers and oil-fired equipment. 


bt ig natural sales angles like | 


PROFITABLE, FAST 
INSTALLATION 


In a typical locality, fig- 
ures show that for every 
$100 profit on light oil job 
—you make $400 to $500 on | 
Hev-E-Oil installation. Re- 
placement parts always | 








WRITE FOR COMPLETE DATA on deal- 
er franchises now open. Get all the in- 
formation on this low-pressure, air- 
atomizing type burner that burns No. 
\ 4 or 5 oils without pre-heating! 
CLEAVER-BROOKS COMPANY, 
\ Dept. M-378 E. Keefe Avenue, 
Milwaukee 12, Wisconsin 


Cleaver. 


HEV-E-OIL BURNER .. . A QUALITY PRODUCT THAT BUILDS YOUR BUSINESS 


available. Installs as easily 
as domestic burner on any 
standard heating boiler. 


FOR COMMERCIAL, INDUSTRIAL, AND 
INSTITUTIONAL INSTALLATIONS 
































a similar set-up for the new home. 
Needing heat, the greenhouse will get 
it. Needing heat, the new home will 
get it. Neither will receive heat as the 
result of the other’s needing heat, thus 
neithe: «will be overheated at any time 
and there will be no need for balancing 
tricks. Equip the boiler with a tank- 
less water heater to provide hot water 
for the new home. 


\ 
“9° 


10,000th ‘Counterflo’ Heater 
is produced by Dravo Corp. 


DRIVING THE first spike into blocking 
for the 10,000 Dravo “Counterflo” 
heater is Walter L. Davidson, manager 
of the heating department, Dravo 
Corp., Pittsburgh. The warm air, in- 
dustrial space heater rolled off the as- 
sembly line at the Neville Island shops 
located in the Ohio River, eight miles 
below Pittsburgh’s Golden Triangle. 





This 10,000th Dravo direct-fired heater 
was made for Sundstrand Machine. 


Although the quantity may not 
seem big when compared to automobile 
or basic steel production, the heaters, 
if put under one roof represent enough 
Btu per hour to heat a floor area of 
approximately four square miles. The 
record production was accomplished 
in 13 years. 

After much experimentation the 
first Dravo heaters were manufactured 
in 1941 for three Tri-State steel com 
panies. The heater above is one of 26 
units designed for the Sundstrand Ma 
chine Tool Co., Rockford, Ill., to be 
used in its manufacturing plant. 
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valve for the greenhouse, and provide 
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first...everywhere! 


NE of the reasons A-P products are 

first choice of manufacturers, deal- 
ers and servicemen is that A-P sells you 
a better product at the outset. But A-P 
doesn’t stop there. 


To protect your investment and keep 
it serving at 100% efficiency — A-P 
maintains one of the heating industry’s 
strongest repair and parts replacement 
organizations. These convenient-to-you 
stations stock genuine A-P parts. Fac- 
tory-trained personnel are expert in us- 


These Service Stations also carry a complete stock of A-P Oilifters, 
Thermostatic and Electric Conversion Tops and Filters. 


Factory-trained 
repair and parts replacement stations... 


products 


ing approved tools and methods to as- 
sure you guaranteed “like new” per- 
formance from A-P products, whenever 
needed, 


Get acquainted with your nearby A-P 
repair and parts replacement station — 
it’s as near to you as your phone. 


A-P CONTROLS CORPORATION 


2458 N, 32nd Street, Milwaukee 45, Wisconsin 
In Canada: A-P Controls Corp., Ltd., Cooksville, Ont. 
For Export: 13 E. 40th St., New York, N.Y., U.S.A, 




















58 FACTORY-TRAINED 
REPAIR AND PARTS 
REPLACEMENT STATIONS 
COAST-TO-COAST 





DEPENDABLE (4«020/: 





CALIFORNIA: Los Angeles, George T. Hall Co. © COLORADO: Denver, In- 
strument Service Co. * CONNECTICUT: Hartford, Bell Pump Service Co.; New 
Haven, Bell Pump Service Co. * FLORIDA: Orlando, Industrial Equipment Co. 
GEORGIA: Decatur, Southeastern Control Center & Supply Corp. * ILLINOIS: 
P icago, Robert Barclay Inc.; Sarn-Oil Burner Supply Co.; F. E. Uchison Co.; 
agg Polar Supply Co.; Rockford, Oil Heat Parts Service * INDIANA: Evans- 
ville, Budlock Refrig. Supply Co.; Gary, G. W. Berkheimer Co., Inc.; Indian- 
| 4 G. W. Berkheimer Co., Inc. South Bend, F. H. Langsenkamp Co. 
MARY, Des Moines, Jones Automatic Service; Sioux City, Dennis Supply Co. 
Au LAND: Baltimore, R. E. Michel Co. © MASSACHUSETTS: Fall River, 
viomatic Heating Supply Co.; Malden, E. L. Kimball Co.; Springfield, Bell 
ether "ice Co. * MICHIGAN: Detroit, Hydraulic & Pump Repair Co.; Krieg 
MINNES Wholesale Oil & Gas Supply Co.; Lansing, Miller Product Co. 
ine NESOTA: Duluth, Refrig. Wholesalers, Inc.; St. Paul, Refrig. Supply Co., 
od MISSOURI: Kansas City, Superior Supply Co.; St. Louis, A. G. Braver 
Pply Co. © NEBRASKA: Omaha, Dennis Supply Co. * NEW JERSEY: Haw- 


for Air * Liquids * Gases * Refrigerants 


thorne, Universal Eng. Co.; South Vineland, Hepco, Inc. * NEW YORK: Albany, 
Certified Fuel Unit Serv. Inc.; Buffalo, Frontier Oil Refining Corp.; Rochester 
Oil Burning System; Rochester, Rochester Oil Burning System; Syracuse, Oil 
Burner Supply Co.; Valley Stream, Sid Harvey, Inc. * NORTH CAROLINA: 
Burlington, Alley & Rader Services * OHIO: Cincinnati: F. E. Winstel Co. Dist.; 
Cleveland, Ohio Pump Service Co., Inc.; Toledo, Home Gas & Electric Ser- 
vice * OREGON: Portland, Oil Circulating Heater Service * PENNSYLVANIA: 
Erie, Carroll Co.; Philadelphia, Certified Fuel Unit Service © RHODE ISLAND: 
Providence, Rhode Island Fuel Pump Service * TENNESSEE: Nashville, J. B. 
Thomas Co., Inc. * VIRGINIA: Richmond, Refrig. Supply Co.; R. E. Michel Co. 
Roanoke, Southern Refrig. Corp. * WASHINGTON: Seattle, Northwest Pump 
Service Co.; Spokane, Spokane Washer Co.; Tacoma, Gensco, Inc.; Yakima, 
Yakima Heating Supply Co. * WISCONSIN: Milwaukee, Refrigeration Parts 
Co., Inc. * CANADA: Vancouver, B. C. Pacific Controls Co.; Montreal, Quebec: 
a & Fils Limited; Winnipeg, Manitoba, United Refrigerator Parts 
-, Ltd. 
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Another batch of Helpful Ideas sub- 
mitted by readers has been selected and 
reproduced herewith. As with those 
published in previous issues, each one 
of them reports a method or device that 
readers have used and found helpful 
in solving organizational or equipment 
problems. 

Maybe you, too, have a favorite 
gimmick or widget that you've em- 
ployed successfully in your advertising, 
sales solicitations, personnel training 












FUEL OIL FILTER 
Model 2A-300 for big, 


4 


dirty jobs. 





or almost any phase of company op- 
eration, Or, perhaps, one of your em- 
ployees has come up with something 
that you think is good and, undoubted- 
ly, could be used by other oilheating 
dealers. 

Send in the idea to the Editor, FUEL- 
om, & Om Heat, 2 West 45th St., 
New York 36, N. Y., and get paid for 
each one that is printed. We have paid, 
and will continue to pay for each con- 
tribution which runs in the magazine, 
a minimum of $5; more, of course, if 
the item is deemed worth it. 

Don’t be concerned about your writ- 
ing style, because we'll put it in shape 
for publication if it needs to be. As a 
matter of fact, though, nearly all the 
Helpful Ideas that we print are pub- 
lished just about as they are received. 
If a drawing explains your idea more 
clearly, send along a rough sketch of 
it and we'll fix it up for use in the 
magazine. 

The important thing, though, is look 
around and evaluate those Helpful 


The 
this month was 
submitted by A. 
L. Lafky, Boyle 
Fuel Co., 1014 
Division St., Spo- 
kane 2, Wash. 
He tells of an out- 
of - the - ordinary 
method his com- 


first one 


pany uses to post degree-days: 

Rather than post our Kardex for de. 
gree day records in the normal, top to 
bottom, left to right method, we stan 
on the bottom line in the right hand 
column. Each succeeding entry is 
posted on the next line above. This is 
done so that elapsed degree days can 
be computed directly from the card 
without recopying the figures. We feel 
that this gives greater accuracy and 
materially speeds up the scheduling of 
“Keep-filled Service’ accounts, 

No more “barked” knuckles for 
William G. Ford, Reliable Fuel Oil 
Supply, Inc., Cranford, N.J.—or for 

























































FUEL OIL FILTER 


Model 2A-700 for aver- 
' age size jobs. 








Genera 


FUEL OIL FILTER 
Model 1A-25 for small 
jobs. 
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Replace Every General Cartridge 
You Sell— At Least Once Each Year. 





GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE ° 


Canadian General Filters, Ltd. * 39 Crockford Blvd. * (Scarboro) Toronto, Canade 


Ideas you're using or have been think- anybody else who makes use of the I 
ing about, get them down on paper and __ tool he devised to remove Toridheet : 
send them along. burner heads. h 
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Over a million GENERAL FUEL OIL FILTERS have been sold since General 
introduced America’s first domestic fuel oil filter in 1939: A million individual B 
profit possibilities at the time of the initial sale .. . An additional million sales eu 
leads each year in the form of seasonal cartridge replacements! fe 
No wonder heating contractors are saying profits were never better. “* 

u 

hs e 6.8 | «© | i] il TI 
: The Original Domestic Fuel Oil Filter gi 
Every oil burner . . . every service call . . . every oil delivery provides a ho 
potential additional sale—when you stock and sell fast-moving Generals. Mas 
al 


They’re available in three popular models — so there’s always one to fit the 
job. If you’re not already profiting from the General line, ask your jobber 
about details. 









General Filters carry 





CLEAN RIGHT SOOT REMOVER 


is a profit-maker, too! For any type heat- 
ing plant. Burns without flash or intense 
heat. Made for General Filters, Inc. 
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‘ ~~ ~___- | Burnham Boilers 


-RASERAY : for 

for % i 

Ol . RADIANT BASEBOARD Lh IZ; 

r for 9 G Y f 
the BASE-RAY* Radiant Baseboard’s matchless beauty is a sales 
argument that speaks volumes to your prospects. Women start 
mentally picturing the endless furniture arrangements they can 
have with BASE-RAY the moment they lay eyes on it. Only 7” 
high by 2” deep, BASE-RAY saves floor space, creates a roomier- 
than-it-is effect . . . leaves all wall space free. And BASE-RAY 
can't be topped for comfort—it’s truly the best way to enjoy the 
magic of hot water heating. BASE-RAY is made of rugged cast 
iron for lifetime performance, a fact worth mentioning a couple 
of times to any prospect. Remember, Burnham was first with the 
Radiant Baseboard idea (1945) and, despite widespread imita- 
tion, Burnham continues to be the leader in quality and engi- 
neering know-how. 









Sheet 





PACEMAKER* 


BURNHAM BOILERS are quality all the way... quality engi- 
neering, quality materials and quality performance. Display, 
feature and “talk up” the famous Burnham line and you'll profit 
two ways ... first, from the sale at hand and, second, youll be 
building the kind of reputation that means future business. 
There’s a rugged Burnham Boiler for every fuel and all of them 
_ our customers plenty of domestic hot water for kitchen, 
aundry and bath the whole year ’round. Mention that fact—it’s 
a powerful sales factor! Add to this the obvious advantages of 
hot water heating over other methods and you have plenty of 
“reasons why” for even the toughest prospect. AND ALL Bum- 
ham Boilers are made of cast iron for long life and trouble-free 
service. °Reg. U.S. Pat. Off. 


IRVINGTON © NEW YORK 
FIRST IN THE MANUFACTURE OF BASEBOARD HEATING 





GAS BOILER 
PB SERIES 





Burnham Corporation FO-114 
Irvington, New York 

Please send full information on: 
YELLO-JACKET PACEMAKER 


sci herd See dyiani coves sakinne dish cane puaeaspeaEee F YELLO-JACKET 
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After seeing the simple jig Louis 
Bucknot made for holding Toridheet 
motors, it made me think some of the 
fellows would thank you for a simple 
tool we made for removing Toridheet 
heads. 

After knocking the bark off my 
knuckles for years, I took a piece of 
14” pipe and cut four slots into it, 
so it would slip down over the hub 
of the oil distributor. I drilled holes, so 
I could put a bar through the pipe and 
turn off most any head on these wall 
flame rotary oilburners. 


*25% LESS INSTALLATION COST 


This is really an extra 25% clear profit for the REXOIL 
There's no easier way to make money than just 


dealer. 
not to spend it. 


*PRACTICALLY NO REPAIRS 


Repairs are always expensive to the dealer and annoying 
Seldom does any REXOIL ever need 


to the customer. 
repairs. 


JOBBER AND DEALER INQUIRIES INVITED! 


* Conclusions resulting from independent survey of oil burner dealers. 
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The attached sketch shows this sim- 
ple rig. No more “barked” knuckles. 

High pressure water being fed to 
small tankless water heaters bothered 
James J. Carroll, 
North _ Billerica, 
Mass. To prove to 
customers that the 
water pressure 
was too high, he 
put together a 





pressure gauge rig 
that was simple 
to use and easy to 





James rf Carroll 


understand. Although he installs 4 
pressure reducing valve at the tanklesg 
heater inlet, many other oilheating men 
install a modern flow-regulator control 
valve to avoid excessive rate-of-flow 
through the coil of a tankless heater, 
Compared to, a pressure reducing 
valve, present day flow-regulator valves 
are inexpensive and trouble-free. 

In not-enough-hot-water complaints 
we had difficulty in trying to convince 
our customers that the water pressure 
entering their home was much too high 
for their hot water demands with only 
a 3Y gal, tankless. So we put together 
a pressure gauge that we could hook 
up on any outlet that was adaptable 
for a garden hose. In a matter of sec 
onds we could show our customer the 
pressure of the water in his lines. With 
this gauge it was very easy for him to 
see that a pressure reducing valve in 
stalled at the tankless heater inlet 
would take care of his hot water needs. 

The testing gauge is very easy to put 
together: a regular 200 lb. pressure 
gauge, a V7" copper sweat adaptor, a 
small piece of Y2” copper tubing, and 
a garden hose coupling. 





“We Save 25% on 


Installation Costs with 
REXOIL OIL BURNERS.”...” 


... that's the conclusion reached by an independent survey organi- 
zation after interviewing a representative group of Oil Burner 


Dealers in two sample cities. 


Take out your pencil now and figure what a reduction in 25%, of 
your oil burner installation costs would mean to you in extra profit! 


YOU can have that extra profit by selling REXOIL Oil Burners! 


REXOIL DEALERS MAKE MORE MONEY IN 4 WAYS! 


*FREE ENGINEERING SERVICE 


prepare all plans an 


*ADVERTISING ASSISTANCE 
Prepared mailing pieces, newspaper mats, point of pur- 
chase displays, etc. are supplied to REXOIL dealers 
FREE. You pocket this saving, too! 


For those hard-to-figure jobs—REXOIL engineers will 
specifications without cost to you. 








REIF-REXOIL, 


Inc. 
37 CARROLL ST. 


BUFFALO 3, NEW YORK 
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You can replace discs in Dunham Air Vents 
.-. Without draining the system! 


' . ———— 





With Dunham Expansion Type Air Vents in hot water systems, you 
don't have to drain the system to replace discs clogged with boiler seal 
or sediment. What’s more... you’re replacing discs only—not entire 
vents! 

You just unscrew the disc body, then the vent cap and remove the 
dogged discs with a pencil. Dunham’s integral ball check valve closes 
the vent opening and keeps water from escaping through vent holes 
while you replace the discs. 

Dunham Expansion Type Air Vents operate horizontally or vertically 








‘+ automatically vent air from convectors, baseboard, finned pipe, [ 

tadiators—even from high points in mains and branches. Can be op- Dunham Expan- Duchess Flooe 

erated manually to assure rapid air removal when system is first filled. sion Type Vent Type Vent 
For full information on Dunham Vents—or on other items in our Working pres- Working pres- 


s , . sure: 35 p.s.i. sure: 50 p.s.i. 
mw and complete hot water line—clip and mail the coupon. P P 


C. A. DUNHAM COMPANY 
Dept. FOH-11, 400 W. Madison St., 
Chicago 6, Illinois 


HOT WATER HEATING 


Send complete Hot Water Line literature. 





Name 
Firm 
RADIATION * CONTROLS * UNIT HEATERS * PUMPS © SPECIALTIES ae 
QUALITY FIRST FOR FIFTY-ONE YEARS ae , ‘ 
€. A. DUNHAM COMPANY * CHICAGO * TORONTO ¢ LONDON \ a aoe 










... + Helpful Ideas 


The adaptor is fitted to the gauge 
and sweated to the short piece of tub- 
ing. Next the hose coupling is slipped 
over the tubing and the tubing is flared 
snug in the hose coupling. A garden 
hose washer is placed on top of the 
flared part and the gauge is ready for 
use. It will fit any draw off-bibb or a 
kitchen tap with threaded faucet. 

J. Edgar Raboin, who has been an 
employee for the last eight years of 
Keenan’s Oil Service, Inc., West War- 
wick, R. I., describes a test set yp he 
put together to find out if an oilburner 






pump is building up a vacuum and 
causing the burner to go off “on safe- 
ty.” The photograph shows the vac- 
uum rig set-up on a test bench. Ra- 
boin’s hand is resting on the portable 
board which holds the relay, switch, 
light and stand for the Pressuretrol 
while the equipment is being taken to 
a job. 

Raboin’s second idea solved the prob- 
lem where a vent pipe that went out 
through the roof of a building made 
it necessary for two men to be present 
when an oil delivery was made. The 








A FULL FLOW | 
MANIFOLD FAUCET ' 
THAT REQUIRES 
MINIMUM SPACE 


Philadelphia Valve answers the long- 
standing need for a small, compact, full 
flow manifold faucet. This new faucet 
eliminates the need for bulky gooseneck 
piping. It takes up exactly the space 
required by a cross valve, and can 
quickly and easily be attached to any 
standard manifold. You can insert it 
either on the end of the manifold or 
between the cross valves or gate valves 
that make up the manifold assembly. A 
14” threaded outlet at the top permits 
speedy connection to a hose reel. 


Pacific Coast Distributors: 


PHILADELPHIA VALVE COMPANY 


3413 Aramingo Avenue, Philadelphia 34, Pa. 


Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 






THREE TYPES ARE AVAILABLE: 


1) STRAIGHT 
2) BULK TYPE—nozzle at downward angle 
of 2214° 
3) BUCKET TYPE—nozzle at downward angle 
of 66° 

The faucet can be supplied in 2”, 244” 

and 3” sizes. Threaded and quick con- 

nector tips are available. Spouts and 

internal parts are all interchangeable 

with our regular line of faucet parts. 
Write today for complete information 

and quotations. 
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Raboin and his test rig. 


second man had to be stationed on the 
roof to listen to the VENTALARM. 

Here are a couple of ideas for your 
new Department. 

The first one may appeal to some 
service men who've had “‘on safety” 
calls and have had trouble correcting 
the complaint, possibly after several 
call backs. If for some reason you think 
that there is a possibility, even after 
you've checked the oil filter, flow of 
oil from the tubing etc., that the pump 
is building a vacuum over a period of 
time and causing the control to go of 
on safety, make up this test rig. 

I used an M-H P 404A Pressuretrol 
removing the inner screw (pressure 
adj.) and spring. This made the mer 
cury tube tilt to the left. (On trial a 
little adjustment was necessary on the 
differential screw. ) 

I then piped it in an upright posi’ 
tion in the spare inlet at the pump with 
a tee in the line for vacuum gauge um 
der the pressuretrol. Using an R 19 
relay I jumped the w & R posts and 
connected wires from the Pressuretril 
to the w & B of the relay. From the 
#4 & 2 line voltage, I wired a 15 watt 
bulb in a porcelain fixture. The # 1° 
2 posts were connected to #1 & 2 of 
the burner primary control to assur 
a constant source of electricity. I ak 
installed a switch in the #1 line @ 
R 19. 

To test, simply turn the burner il 
and the switch feeding the R 19. Clow 
the feed valve and watch the vacuutt 
gauge and Pressuretrol. At 4 to 6" 
7 in. of vacuum the mercury tube 
tilt completing the R19 circuit a” 
light the bulb. Then open the valve a 
the tube should return to its origi 
position as the vacuum drops but y" 
signal light will still be on, I mounté 
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NEW CHEVR 











have what it takes to boost 


efficiency and bring down costs! 


In the next three paragraphs you'll find a few good 
reasons why you can get more work out of a Chevrolet 
truck and save money doing it. 


INCREASED POWER IS THE FIRST BIG REASON 


With Chevrolet’s higher compression ratio you’ve got 
more power under the hood. Power that results in 
greater acceleration and hill-climbing ability. Faster 
Starts and acceleration over the day’s work save valu- 
able time and increase over-all efficiency. Check the gas 
mileage, too. With this higher compression ratio, your 
Chevrolet truck registers more miles on the job for each 
tankful of gas. That’s where you start to save money. 


BUILT-IN RUGGEDNESS SAVES EVEN MORE 


The strength and stamina of more rigid frames, and the 
Special chassis features that pertain to each model— 
these combine to add extra ruggedness to your Chevrolet 
truck. Push it hard on the rough jobs; keep it going 
over long schedules—you'll still find your upkeep costs 
lower and your Chevrolet trucks lasting a lot longer. 


ONE LAST POINT—and maybe the most important to 
you—you'll find Chevrolet’s line of trucks priced the 
lowest of all! Talk over your needs with your Chevrolet 
dealer. He’ll be glad to give you the facts about the 
best model for your job. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS 
ON ANY JOB! 














OLET TRUCKS 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “Jobmaster 261” 
engine* for extra heavy hauling. The “Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION*—offered on 14-, %4- and 1-ton 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSION 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH —improved-action engagement. HYPOID 
REAR AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES—on all wheels on light- and me- 
dium-duty models. TWIN-ACTION REAR WHEEL 
BRAKES—on heavy-duty models. DUAL-SHOE PARK- 
ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT* —eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND 
PLATFORM STAKE BODIES — give increased load space. 
COMFORTMASTER CAB—offers greater comfort, con- 
venience and safety. PANORAMIC WINDSHIELD —for 
increased driver vision. WIDE-BASE WHEELS —for in- 
creased tire mileage. BALL-GEAR STEERING —easier, 
safer handling. ADVANCE-DESIGN STYLING —rugged, 


handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on 
all cabs of 1'f,- and 2-ton models, standard cabs only in 
other models, ‘‘Jobmaster 261" engine available on 2-ton 
models, truck Hydra-Matic transmission on Y/2-, Yy- and 
1-ton models, 
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the R 19 switch, and light fixture on 
a wooden stand. 

(2)—One of our accounts, a small 
industrial concern had an oilburner in- 
stalled a number of years ago and the 
tank was located near the boiler room 
under the cement floor. The installer 
saw to it that a VENTALARM wds in- 
stalled, but due to the conditions in the 
plant and the construction of the build- 
ing and distance involved, piped the 
vent out through the roof with the fill 
near a partition wall near the inside 
boiler room. This made it necessary to 





use two men to deliver oil, one on the 
roof to hear the VENTALARM, the other 
at the truck to throw the stop at the 
pump on the signal from his partner. 

With a few fittings we fixed it so one 
man could fill the tank. It was done 
in this manner. 

The fill was next to a partition with 
the vent running alongside up to the 
roof. Just above the fill we cut the vent 
line and installed a tee then a nipple, 
then a valve, Into the tee we installed a 
nipple ell and plug, needed because of 
a dusty condition in the plant. 
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DELAVAN No33/es 





. ° 
. 


You'll cut way down on pulsa- 
tion trouble by installing a new 


DELAVAN Type "A" 
Cone) nozzle before making any 
adjustment on the burner. In 
most cases, this practice elim- 
inates pulsation, and you save 
hours of costly service. 


Write for Catalog 148A 


DELAVAN 


MANUFACTURING COMPANY 


es 


(For the finest 
protection against 
nozzle clogging, 
install new DELA- 
VAN nozzles with 
HALLY FILTERS 
attached) 





(Hollow 


GRAND AVENUE AND 4TH STREET * WEST DES MOINES, IOWA 
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Now when the driver fills the tank 
he first removes the plug and then 
closes the valve, and starts filling 
When finished, he reverses the proce, 
dure. The reason for the plug is be. 
cause there is a very dusty condition . 
in the plant. 

Henry Bille, Bille Sheet Metal Craft. 


ers, Waupaca, Wis., passes along in. 











formation on a 
time slip that each 
of his employees 
fills out daily for 
every job he does. 
He adds a descrip- 
tion of a rubber 
stamp on invoices 
that has cut down 
customer com 





plaints and very briefly explains how 
he has arranged it for each of his oil 
burner servicemen to just about be in 
business for himself, 

(1)—Attached is a little time slip 
we have devised here, which we feel is 
a great forward step. 

Each employee must fill one of these 
out each day, for each job done o 
worked on, even if only for a few min 
utes, including even shop cleanup, tool 
repair, waiting on trade, etc. 

This reminds them to note all items 
asked for and what work was done, 
They must be turned in daily—no slips, 
no pay. 

We have found we have been able 
to get a much better accounting of time 
and materials this way. 

(2)—-Some customers are slow it ¥ 


x 











Bille Sheet Metal Crafters 


Daily Individual Job Report 


fob Name 


to job 
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BASEBOARD RADIATION 
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CAST IRON 


COPPER — 
ALUMINUM .. . STEEL 
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1tems 
done. 
9 slips, Not one, not two, BUT THREE lines 
of Baseboard Radiation have been 
added to your Dunkirk Blue Circle 
heating package. Copper-aluminum 
...steel tube and steel fin...cast iron, 
—you now have a 3-way choice of 
Dunkirk Blue Circle Baseboard Radia- 
tion to fit every job. 

The Dunkirk Blue Circle package 
now combines Boilers, Radiation and 
Accessories for modern gas, oil and 
coal fired steam and hot water heating 


n able 
of time 
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: systems, 

} Designed right, built right, priced 

right. 

‘i Write and discover how it pays 

“— fo do business with Dunkirk. 

— 7a 
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ro } DUNKIRK RADIATOR CORPORATION H 

ret | 1 DUNKIRK, NEW YORK ' 

ee - Send New Baseboard Catalog. 4 
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. .. « Helpful Ideas 


paying their accounts and when pres- 
sure is put on them, they have all kinds 
of complaints about time and cost of 
job. Then we call in the employee to 
explain work done and why so much 
time was taken to do the job. We usual- 
ly find the employee is right, that the 
customer has asked him to do a lot of 
jobs that do not show up much, but 
take time to do. 

After considerable time has elapsed, 
neither party remembers clearly just 
what was done or why it took so long. 
We wanted to find a nice way to ask 


the customer if he had any complaints 
or question to make them promptly so 
we finally took a cue from the bank 
statements and had a stamp made, like 
SO 

We feel this has worked very well 


so far. 





PLEASE EXAMINE AT ONCE 
If no error is reported within 


ten days the invoice will be 








regarded as correct 





(3)—Another thing we have done 


Here's what keeps Sinclair 





+ 


ahead of competition... 





SINCLAIR 


~ ANTI-RUST FUEL OIL IS 


NI 


{ Containing RD-119" ) 


© SO DIFFERENT 
IT’S PATENTED 


U. S. PATENT No. 2,594,266 » 





\ There is a difference in fuel oils... and it’s this Sinclair 
difference that makes it easier to switch prospects into cus- 
tomers. Sinclair Anti-Rust Fuel Oil contains the amazing 
rust inhibitor RD-119®. It protects against rust-clogged 


filters and burner nozzles. 


You'll find this top quality fuel oil reduces service calls 
— builds good will and boosts your profits. Switch now to 
the fuel oil that’s really different. 
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is organize our burner Service Depart 


ment whereby each serviceman is in 
business for himself, yet under our 
name. He maintains his own truck, 
has his headquarters here, pays us 
percentage on business and material, 
and receives a commission on leads, 

I hire them to install tanks, start 
and check my new jobs I sell, and they 
take over the year's service that goes 
with a unit, They can also sell conver 
sion burners but they get all material 
and burner from me. 

A set-up like this, of course, should 
be made only with trusty, reliable par- 
ties, if it is to work at its best, 


Another repeat contributor is Boyd 
J. McWhorter, Moorefield, West Va., 
who included a drawing to show an 
expansion tank fitting that helps to 
trap all possible air in the tank. As he 
acknowledges, there are a number of 
these available from manufacturers of 
boiler accessories. 

For a number of years after the 
adoption of basement expansion tanks 
we still used the old type air vents 
which had to be opened with a key to 
vent the radiators, so it was desirable 
to try to trap all the air in the expan: 
sion tank possible. There are several 
fittings on the market for this purpose 
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Accuracy! 


Detroit’s No. 411-CH Timed Cy- 
cling Room Thermostat assures 
accuracy of temperature control that 


Equipped with an easily adjustable 
parallel heater, Detroit’s Timed 
Cycling Thermostat can be swiftly 
adapted with minimum effort to pro- 





Timed Cycling’s unique parallel 
heater makes this remarkable ther- 
mostat suitable for all jobs. That’s 
because it is not affected by variations 





by DETROIT 


No. 411-CH Timed Cycling Thermostat 


AIR CONDITIONING 


Get the complete Timed Cycling 
story. Find out how you can insure 
better heating control for your cus- 
tomers. Send for this free, illustrated 
booklet today, FORM 1545-A. 


Maintains constant room temperature 
Minimizes stocking and inventory 
Easy to install and service 

Good for all types of systems 
Dependable, long-life performance 


Beauty that harmonizes with the finest 
furnishings 





Adaptability! 


DETROIT CONTROLS Corporation 


5900 TRUMBULL 
Division of AMERICAN RADIATOR & STANDARD SANITARY Corporation 
Representatives in Principal Cities « Canadian Representatives in Montreal, Toronto, Winnipeg—Railway and Engineering Specialties, Ltd. 





ordinary thermostats can’t duplicate. 
Uncomfortable, unhealthy over and 
under heating are eliminated and 
greater fuel savings result—a combi- 
nation of true comfort and economy! 





















vide maximum comfort under a wide 
variety of installation conditions. 
Factory settings will take care of all 
average installations, yet by a turn 
of a screw the length of heating cycles 
may be changed to meet the require- 
ments of abnormal conditions. 


in the electrical load. In addition, the 
Timed Cycling Thermostat saves 
you time and trouble by eliminating 
the need of selecting a special heater 
because it gives you one heater 
adaptable for all jobs! 





















¢ DETROIT 8, MICHIGAN 


AUTOMATIC CONTROLS for REFRIGERATION 


DOMESTIC HEATING AVIATION 


i 


TRANSPORTATION 
Senring hora amd mnduaig 


AMERICAN-STANDARD » AMERICAN BLOWER + CHURCH SEATS & WALL TILE + DETROIT CONTROLS « KEWANEE BOILERS + ROSS EXCHANGERS « 


HOME APPLIANCES INDUSTRIAL USES 


7 


SUNBEAM AIR CONDITIONERS 


... + Helpful Ideas 


now. They have just come out in the 
last couple years, and prior to that time 
we had to work out something our- 
selves if we wanted anything. 

Before I ever saw any of the present 
day patent fittings I made one with 
pipe fittings which I think is superior 
to the ones on the market unless you 
buy one oversize. It is an easy matter 
to make a good air trap on a hot water 
boiler as long as the boiler outlet is 
sufficiently larger than the main size. 

We make the trap by installing a 
short nipple in the boiler outlet, full 


size. On the short nipple install a tee 
with a Yn” or %" side outlet. Put a 
double tapped bushing in the tee with 
a dip tube on the lower side the size 
of the main being used, and take the 
main away on the upper side of the 
bushing. 

Of course the side outlet goes to the 
expansion tank, as shown by sketch. 
This arrangement will deflect all the 
air from the top of the boiler to the 
expansion tank. 

A suggestion for a plastic cover to 
fit over fill caps of 275 ann tanks 


mcg 


of barrels of fu 





Stock the Brand 
of Proven Demand 






















place a Fulflo Filter on 
Oil installation. 


xperienced Service-men_ all 
know that Honeycomb Filter 
Tubes guarantee highest per- 
formance and greatest customer 


Burner 


satisfaction. 


That’s why there are so many 
more Fulflo Filters than any 
other make on the Oil Burners 
of America. 


COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76, MASSACHUSETTS 
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comes from G. Arthur Farren, man- 
ager, Burns Bros., Belmar, N. J.: 

May I have a pan of hot water to 
thaw out your frozen fill cap?’ 

Every winter this question is asked 
of thousands of housewives when the 
delivery man finds the fill cap frozen 
tight. And in the busy day of the 
housekeeper, it’s an annoying chore, 

My solution: Manufacture an inex 
pensive plastic cover that would fit over 
the fill cap (snugly) to eliminate rain, 
snow, and sleet from forming a coat of 
ice on the cap, also preventing any 
possibility of water getting into the 
tank, 

This cover could be made neat in ap- 
pearance and carry the name of the 
dealer, address, telephone numbers and 
any other information regarding his 
service. In the event of a change of 
ownership of the home, it would be- 
come a recommendation to the new 
tenant. 

Scheduling “keep filled” deliveries 
to customers who have not paid their 
last bills forces a dealer sometimes to 
make an unpleasant decision. J. G. 
Pollard, Massey, Wood & West, Rich 
mond, Va., has a “Degree-day Letter” 
that works well for him. He says: 

Frequently an oilheating dealer is 
faced with the decision, “Shall we make 
another delivery to an account that is 
already past due.” 

The handling of an automatic de 
livery schedule moves so rapidly that 
time does not permit getting in touch 
with each individual customer, We 
have adopted the plan in these border 
line cases of immediately mailing what 
we call our “Degree-Day Letter,” stat 
ing “that automatic deliveries depend 
upon the account being in current cow 
dition, and that the next delivery will 
be due within a few days—please for 
ward your remittance to reach ws 
promptly, so that the delivery schedule 
may be maintained.” 

This notice sets up the account ws) 
ahead of the next delivery, and if ™ 
remittance is forthcoming, the dealer's 


justified in skipping the delivery. 


o, 
“9 


Frank L. Cashman, 452—1370 
Ave., Madison Beach, Fla., named fac 
tory representative, Silent Glow 0 
Burner Corp., Hartford, Conn. 
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New Products 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 132 to FUELOW & OIL 
HEAT, 2 West 45th St., New York 36, N. Y., and identify 


the product by circling its number on the coupon. 


Klip-on transformer adaptor Plate 
for Use with all popular Oilburners 


KLIP-ON ignition transformer adaptor plate has been de- 
signed to fit just about every make of oilburner requiring 
flat-plate  trans- 
formers. It fea- 
tures spring steel 
clips, is attached 
without tools and 
comes individual- 
ly packaged. Pat- 
ent application 
has been filed for 
the plate. 

When _ used, 
Klipon is snapped right over the original transformer 
mounting plate, its four sturdy clips scraping both plates 
to provide the necessary ground. Clipped over the mount- 
ing plate it creates double sturdiness. Knockout plates 
make this a universal unit and allow servicemen to sub 
stitute one adaptor plate for the variety that formerly had 
tobe carried. 

Made by: Thermolok Mfg. Co., Inc., 541 Rogers Ave., 
Brooklyn 25, N. Y. 


Circle El on coupon, page 132 


Bell & Gossett Valve automatically 
regulates water Flow up to 8 gpm 


BELL & GOSSETT has announced a new valve for automati- 
cally controlling the flow of water through a wide range 
of pressures. Featuring a self- 
laning action to prevent 
Clogging the valves have 
found wide use in a variety 
of applications, including 
tankless heaters and water 
heaters, 


The brass valves are available in VY" and %” pipe sizes 
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with QUICKLY INS 


VY /TRIMRAD 
Peover 


BASEBOARD RADIATORS 








Here’s the dependable 2-way baseboard radi- 
ator specially engineered to speed you through 
installations. KOVEN Trimrad’s expert design 
provides easier handling —easier placement . . . 
cuts installation time and costs to a minimum. 


Start getting your share of bigger profits with 
KOVEN Trimrad. 
















FEATURES TO HELP YOU SELL: 


NO DRAFTS OR COLD POCKETS 
UNIFORM HEAT from floor to 














ceiling 
MORE HEAT 
BY RADIATION No FINS TO CLEAN or get clogged 
~ 50% convected heat with dust 
50% rediated heat LIGHTWEIGHT — one man can 










handle longest length 
MILL-ROLLED WELDED STEEL gives 

















maximum heat conductivity 

3 BIG WATERWAYS back front 
panel — hold more water, store 
and emit heat longer 





ALMOST INVISIBLE — FOR NEW OR OLD WORK 
Practically flush 
oti te etal NATIONALLY ADVERTISED 


WATERFILM BOILERS, INC. 
© division of L. O. KOVEN & BRO., INC 
36-40 New York Ave., Jersey City 7, N. J. 


Plants. Jersey City, N.J. * Dower. NJ. * Trenton. NJ 


USE THIS CHECK LIST 


See if you're selling 
a really up-to-date 
low pressure oil burner! 


HAVE: 


DOES THE BURNER YOU'RE SELLING 





Thorough atomizing 
of the oil with primary 
and secondary air at 
the nozzle? 





Unique nozzle guaran- 
of teed against clogging 
for 15 years? 





Simple oil metering ad- 
justment over complete 

Y range from .50 to 3.00 
gallons per hour while 

the burner operates? 


Self purging two-stage 
of fuel unit that purges 
the last bubble of air 


from the oil? 





Oil operated positive 
shut-off valve? 


“Free Floating” piston 
oY for dependable air-free 
oil metering? 


“Flo-Mist” nozzle to 
¥ form a vapor that is 
almost a gas? 

















model dLP 
















If it doesn’t have 
all these features, 
it isn’t the last word 

in oil burners! 


It’s easy to see why the new Combus- 
tioneer Low Pressure Oil Burner is 
revolutionizing the industry — it’s a 
tested, ‘‘bug-free’” low pressure burner = 
that’s designed to take the service headaches out of the business. 
And it’s loaded with fuel-saving, sales-making features! 

Get all the facts about this sensational new burner! Get a 
demonstration of its advantages! You'll see why we’re so excited 
about it, and why Combustioneer Dealers are so pleased with it! 


Combustioneer is priced right—lets you make a real profit! 
Backed by selling and promotional help in your market! 


‘i Combuslionect 


Combustioneer Division, The Steel Products Engineering Co. 


Springfield, Ohio 
Low and High Pressure Oil Burners © Gas Burners 
Stokers © Humidifiers © Oil Furnaces 
MAIL COUPON for all the facts on the 
Profitable Combustioneer Franchise! 


Combustioneer Division 
The Steel Products Engineering Company 
1208 W. Columbia St., Springfield, Ohio 


I want more facts on the money-making Combustioneer Franchise, 
and on the sensational Combustioneer Low Pressure Oil Burner. 


NAME 





FIRM NAME : ‘ eae 





STREET ADDRESS 





CITY Se: eee 











. . . « New Products 








for capacities from 2 to 8 gpm. Selection and installation 
data are contained in Bulletin GE-854. 
Made by: Bell & Gossett Co., Morton Grove, Ill. 
Circle E2 on coupon, page 132 


Kingsley makes Device to shorten 
tank-fill Time; midget nozzle Kit 


SAFE-FILL, a tapered plug of synthetic hy-car rubber, that 
fits over standard fueloil delivery nozzle spouts as a perma: 
nent installation is being produced by the Kingsley Mfg. 
Co. The device which shortens fuel tank filling time is 
designed to stand up under long, hard usage in contact 
with oils and similar liquids. It fits all fill boxes, fill pipes 
and fill caps; two models are made with a safety valve for, 
respectively, five and ten pounds pressure psi. 

The plug is available with or without safety valve and 
is furnished assembled or without nozzle tube. Available 
to fit 44”, 1” and 144” standard pipe as well as 13%” and 
114” O.D, tube. 

The manufacturer is also making an oilburner nozzle 
kit small enough to fit into a hip pocket, glove compart 
ment of a car or tool box. The kit holds 24 nozzles, all 
brands, in their containers. 

Made by: Kingsley Mfg. Co., 424 Howard Ave., New 
Haven, Conn. 

Circle E3 on coupon, page 132 


Simplified nozzle Changer to speed 
Replacements introduced by Delavan 


A NOZZLE CHANGER of simplified design has been an 
nounced by Delavan Manufacturing Co. It consists of 
four parts. The sleeve design 
slips over the nozzle and holds 
the adapter. The inside socket , 
grips the nozzle rigidly for in- | 
stallation or removal and pre- 
vents slippage and damage to 
insulators, electrodes or nozzle 
assembly. 

An offset handle is de- 
signed to permit easy one- 
hand operation. All parts are 
made of tool steel with velvet 
plated finish. The wrench will lie flat in the tool box, and 
thus will conserve space. 

Made by: Delavan Manufacturing Co., West Des 
Moines, Ia. 

Circle E4 on coupon, page 132 





Fireye System FJ-2 with Firetron 
provides flame failure Protection 


COMMERCIAL BURNERS, equipped with Fireye Combustion 
Control System FJ-2, are protected with instant flame 
detection and flame failure prevention, previously available 
only on large industrial oilburners, The system employs 
the Firetron cell to visually monitor oil and gas, main and 
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BOILER 





Installed in the return main, the 
Thrush Air Eliminator collects 
and eliminates air from water 
in a hot water heating system. 








SH AIR ELIMINATOR 


removes air from hot water systems! 





THE NEW THRUSH Air Eliminator provides a simple, inexpensive but highly effi- 
cient means of collecting and automatically removing air from radiant coils, baseboards or 
convectors. Air in water moves with circulation and is trapped and released in the Eliminator, 
thus preventing air from interfering with circulation. This operation is accomplished by 
breaking the flow of water, which causes air to separate from the water. 


The Thrush Air Eliminator is easy to install in the return 
main as shown in the system diagram below. It is ruggedly 
constructed. Each Air Eliminator is shipped in an individual 
carton, with full instructions. 

For real customer satisfaction, install complete Thrush 


Radiant Hot Water Heat as shown in the illustration at left. For 
more information see your wholesaler today or write Dept. C-11. 











H.a. FHIRUSH « company 


PER S, INDIANA 




























































GENERAL 


“TESTITE”’ 
Cast Bronze 
Solder Fittings 


You get the highest quality fittings at no higher cost 
when you buy GENERAL “Testite’” Cast Bronze 
solder fittings. GENERAL’S modern manufacturing 
methods, automatic operations, and 100% air-under- 
water “Testite” inspection keep prices low and insure 
perfect performance of every fitting. 

Here are some of the extras you get when you sell 
or specify GENERAL “Testite” fittings: uniformly 
high-grade castings ... smoother inside surfaces that 
reduce turbulence...accurately machined tube sockets 
for precise fits and easier soldering. Available for im- 
mediate shipment. Write for detailed folder. General 
Fittings Co., 125 Georgia Ave., Providence 5, R. I. 





TANKLESS AND INDIRECT 


WATER HEATERS AND HEATING SPECIALTIES 
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. New Products 


pilot flames, and shut off fuel 2 to 4 secs, after the flame 
goes out. 

It automatically programs the start-up, operating and 
shutdown cycle of the burner, permitting unattended 
operation. On piloted burners, it keeps the main fuel valve 
shut until the pilot flame is established and where electric 
spark ignition is used, the programming control provides 
a 5 sec. trial-for-ignition period. The control cycles each 
time operating or limit control closes, but must be reset 
manually following flame failure. Complete specifications, 
wiring diagrams and programming sequences are contained 
in Fireye Bulletin CF-30. 

Made by: Electronics Corp. of America, Dept. CN, 718 
Beacon St., Boston 15, Mass. 


Circle E5 on coupon, page 132 


Master space Heaters are oilfired 
Models available in three Sizes 
MASTER SPACE HEATERS are self-contained, direct-fired 


units. They are portable and recommended for temporary 
heating, paint or 


plaster drying, 
thawing frozen 
pipe, preheating 


engines and 
equipment or sim- 
ilar applications. 
The units require 
neither ducts nor 
flue and have 
their own built-in 
fuel tanks, sufficient for 12 hours operation. 

Three sizes, 160,000, 240,000 and 400,000 Btu/hr out- 
puts, are offered, each fired with a pressure atomizing 
oilburner. Master space heaters are equipped with totally 
enclosed steel combustion chambers and are 
shipped complete with oil filter, controls. 

Made by: Master Vibrator Co., 108 Davis Ave., Dayton 
1, Ohio. 





stainless 


Circle E6 on coupon, page 132 


Betts Machine brings out Warren check 
Valve; available in wide size Range 





THE WARREN CHECK VALVE provides maximum flow with 
low opening pressures and bubble- <i open: chrougy 
out its entire 12 

working range. 

The design con- | ma =i 
sists solely of a ie 

two-piece metal body and a enantio. dete. The vale 
has no seat and no spring or other metal moving parts 
wear or get out of alignment. 

The sleeve is easily replaceable if ever damaged. The 
valve may be mounted in any position and is available in 4 
wide range of sizes and materials. 

Made by: Betts Machine Co., Warren, Pa. 

Circle E7 on coupon, page 132 






November 
1954 




























fo 3] 


ron 


ith 
gh 


alve 
s to 


The 


in a 









Permanent 


attachment! 
































Permanent attachment is one of the outstanding 
advantages of Scovill hose couplings. 

This, we think, makes real sense since fuel oil hose 
and distillate hose come in such good quality now, 
and are so long-lived, that! there is no point in 
using anything but permanently attached couplings. 

Think of some of the advantages found in Scovill 
couplings: They’re leakproof, uniform assemblies 






































which will remain trouble-free for the life of the hose. 
You get positive attachment, a perfect static con- 
nection, and internal expansion insures maximum 
flow. 


For complete information, write for Bulletin 520-H 
on fuel oil and distillate hose couplings. Scovill 
Manufacturing Company, Merchandise Division, 
88 Mill Street, Waterbury 20, Connecticut. 








THE BROADER GRIP THAT SAVES THE HOSE LIFE 


Note broader area over which coupling grips 
hose. Maximum compression without cramp- 
ing. Other Scovill features: Lock-on ferrule 
becomes integral part of coupling, making 
gas-tight seal. Wide range of ferrule sizes. 
Coupling machined from solid brass forgings. 
I. D. of coupling same as nominal I. D. of 
hose—rigid, uniform, full-flow area. Also 
available for gasoline applications. 





7 E) 


NOTE: Triple testing proves Scovill coupling holds beyond 
bursting pressure of hose, does not weaken the hose, holds 
beyond tensile strength. 





SCOVILL TRIPLE-TESTED 


A Product of 


SCOVILL} 





GIVE MAXIMUM FLOW, SAFETY AND HOSE LIFE 


ol 








. . . « New Products 
NEED Air-Jet Ignitor adopted as 
Standard on Little DF-AC Unit 
COMBUSTION H. C, LITTLE has adopted its Air-Jet vaporizing burner 
ignitor as standard equipment on the DF-AC down-flow oil 
9 furnace. After being field-tested for Oo me, 
HEADS 4 more than a year, the ignitor is de- 


scribed as largely eliminating service | 
be problems due to ignitor failure. 
Type DF-Ac oilfired furnace is a 
Siig: forced air unit, measuring 24” x 3034” 
x 70”. It provides easy access to blow- 
er and controls, can position the re- 
turn air intake at the top, on either 
side or at the back of the unit. Bottom 
discharge opening is 18” x 18”; capac- : 
ity is 92,000 Btu/hr output. . | 
Made by: H. C. Little Burner Co., Inc., San Rafael, 
Calif. 
Circle E8 on coupon, page 132 


Honeywell heavy-duty Thermostat 
has corrosion-resistant Parts 


... the new High Pressure Combustion CONTROL OF TEMPERATURES in areas where dust, corrosion 

Head that can save up to 30% and humidity are problems is effected by a heavy-duty 
thermostat announced by Honeywell. Intended for the 
control of heating plants, the thermostat has corrosion- 
will like its efficiency. Easily resistant parts and completely sealed Micro switch contacts. 
Liquid-filled temperature sensing element is coiled within 
the cover for protection from damage, ease of cleaning and 
sensitivtly. 

Measuring 4” high by 6” wide, the instrument has a con- 
trol range between 35 and 100 degrees, with temperatures 
set by an external knob. Settings are indicated on a dial 
on front of the bright red cover. A switching action is 
provided for regulating building ventilating systems. 

Made by: Minneapolis-Honeywell Regulator Co., Min 
neapolis 8, Minn. 

Circle E9 on coupon, page 132 


in fuel bills. Your customers 





adaptable to conventional burners. 


Johnson fuel demand Meter measures 
Write for latest price sheets and totals effective degree-Days 


and information. THE JOHNSON fuel demand meter was developed as a direct 


reading instrument that records degree-day information, 


EDDINGTON METAL . ceizhinzthe com 


bined effect of 


SPECIALTY CO. ttnpensuss 


wind and sun 


Eddington, Pa. | upon the relative 


fuel consumption 


STRAINERS © SPRAY NOZZLES © VALVES © FILTERS | °f space heated 


buildings. It is 
AIR CONES ¢ STABILIZERS ¢ INSPECTION MIRRORS | Aji ted in effec: 

COMBUSTION HEADS tive degree - days 
| —the difference 
between any two consecutive readings—with the reading 
tabulated each day on the usual accumulated record. 
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in the oil-heat field! 

















NEW SPENCER susursan 


THE OIL-FIRED BOILER BURNER 
with the beauty and convenience of a kitchen appliance 


87,000 BTU Net SBI Water Rating 
(H) Dimensions—Only 2112" x 3212" x 56” , ‘SBI 


i 





Oil-fired ‘Kitchen 
Appliance” heating unit 
wins enthusiastic 
acceptance ! 


Spencer’s new Suburban, the boiler 
burner with the conveniences and beauty 
of a kitchen appliance, is winning a 
record-setting popularity. Here are just 
a few of the reasons why: 

Saves time on installation! Just hook 
up electrical connections, oil and water 
lines. 

Fits in anywhere! Completely enclosed 
in a gleaming white, insulated beauty 
jacket. 

No special base required! Can be 
installed directly on wooden floor... 
and in minimum floor space. 

Quiet, trouble-free operation! Extra 
height of combustion chamber com- 
pletely eliminates noise and pulsation, 
cuts costly service call-backs. 

Easy to clean and service! Fire tubes 
reached easily through a plate on the 
top, working parts through door. 
Offers dependable ‘‘code boiler” 
performance! Built to exacting ASME 
and SBI codes, the Suburban embodies 
the time-tested features that have made 
the name Spencer synonymous with 
quality in boilers. 

On your next installation save dollars 
—and guarantee satisfaction, too—by 
specifying the new Spencer Suburban. 


SPENCER > 


ee LYCOMING DIVISION we 


‘A 
“SPop, {ie (@) penns’™ 


esecsecee CLIP & MAIL eeeeeee 


Spencer Heaters, Dept. FO-11-4 
Lycoming Division 

AVCO Manufacturing Corp. 
Williamsport, Pennsylvania 


Please send complete information and spec- 
ifications on the new Spencer Suburban to: 


Name 

Position 

Company. 

Address 
ee 
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with combination 


/ VENTALARM °GAUGE 


Underwriters’ Approved 







The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
eae py less tank opening needed. One item to 
- install instead of three. 
| | “BUTTON-LIFT” 
INSTALLATION 


Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 
even in partly filled tanks. 















Specify tank depth and opening 
when ordering. 




















or the Sou LY °GAUGE 


Underwriters’ Approved 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 







lever arm, cork float. Accurate serv- 
ice-free operation. 






Specify tank depth 





when ordering. 















and the famous 


VENTALARM 


1. m. REG. U.S. PAT. OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 
home entry. Truly automatic fills for 
the householder. Makes oil supply as 
clean and convenient as any other fuel. 












A variety of models for 
new and old tanks. 










Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 











Just fill while 
the whistle blows.” 








See your regular Supply House. 


SCULLY SIGNAL COMPANY 


Ms 







é 





. . . « New Products 





Instead of recording degree-days based upon a daily mean 
temperature of 65° F., the instrument measures the aver- 
age temperature below 65° F. and accumulates degree days 






on that basis. For example, when the high temperature for 
any day is 80° F. and the low is 50° F., the mean tempera 
ture is 65° F. and no degree-days are recorded under con. 
ventional methods, However, most homes and buildings 










equipped with automatic oil heat will use some fueloil 
during the period when the outdoor temperature is below 
65° F. The device also measures and incorporates in its 
daily readings any increase in effective degree-days caused 
by high wind velocity, as well as the effect of the radiant 
heat from the sun. 

The instrument consists of an inside integrating unit 
and an outdoor element, connected by an electrical cable 
to transmit outside weather information to the inside indi- 
cator. The inside unit may be located at any convenient 
place and the electrical supply cord plugged into a stand- 
ard 110 volt outlet, Power requirements are less than a 
small light bulb. Price F.O.B. Kalamazoo is $245, 

Made by: Oakley & Oldfield, 329 S. Pitcher St., Kala- 
mazoo, Mich. 

Circle E10 on coupon, page 132 
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Smoother Operation offered 


by Daffin plenum Humidifier = 


RM.) ) Bo Rarrere 


NEW FEATURES of the “550” plenum humidfier by Dafhin 
include resilient mountings that make for quieter, 





smoother operation. The new 
unit has an increased output 
—now a half a gallon per 
hour, and easier filter re- 
placement than other Dafhn 
models. 

Installed on the plenum 
chamber of warm air furnaces 
the model adds moist air to 
every room of the house through the central heating sys 
tem. Water vapor from a centrifugal atomizing device is 
injected directly into the furnace airstream for positive 
discharge. Humidistat control is available. 

Made by: Daffin Manufacturing Co., 1212 N. Prince 

t., Lancaster, Pa. 
Circle El! on coupon, page 132 





S. T. Johnson Division now shipping 
MKayO, combination oil-gas Boiler 


MEARS-KANE-OFELDT, Inc., division of S, T, Johnson Co. 
are now shipping the new MKayO combination oil-gas 
boiler. The boiler is equipped with an S.T. Johnson com 
bination oil and gas burner and is available in a variety 
of sizes for commercial and industrial application. Addr Many 


tional details on the boiler will be supplied by the — 
manufacturer. 
Made by: Mears-Kane-Ofeldt, Inc., Division of $1 aie 


Johnson, Church Road, Bridgeport, Pa. Gale 
Circle E12 on coupon, page 132 Birmingy 
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Manufacturers of Oil Equipment 
Steel Buildings © Farm Equipment 


Factories located at Kansas City, Mo. 
Galesburg, Ill. © Richmond, Calif. — 
Birmingham, Ala. © Minneapolis, Minn. 


Here’s how the 


BUTLER 
Suburban 
truck tank ....e. 


—- FUEL 1 


Dry Cleaners Equipment 
Special Products 





Houston, Texas 





fuel oil delivery uit 


iti idee 





Save miles between stops. Big 1600-gallon capacity means maxi- 
mum drops before empty backhauling through traffic and waiting 
at the bulk plant. 

Save time getting to each stop. The 1600-gallon Suburban is shorter 
than many older 1000-gallon units for easiest turning and stopping. 
Fits 84-inch CA chassis. 

Save time starting each delivery. Your driver sets pto, clutch, 
throttle, valves and meter auto-stop at the rear. He doesn’t retrace 
his steps until the delivery is made. 

Save time by speeding up each delivery with the big-capacity 
pump and fast-winding electric reel. 

You can start saving time and miles this season. Write for 
free folder on how to make lower cost deliveries. 


— 
‘| Mail this coupon—TODAY 


BUTLER MANUFACTURING COMPANY 
7365 East 13th Street 
Kansas City 26, Missouri 


[[] Please send me free illustrated folder on the Suburban 


(_] Have my Butler representative call. 
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STOP FILLING =» 








4 


AT-A-GLANCE 





of oil in tank 


at pom of delivery/ 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
unnecessary unreeling of hose... Per- 
mits delivery without disturbing cus- 
tomer and eliminates spills as there 

is a “stop filling” indicator on cali- 
bration. Made of weather-proof 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 


*OIL DEALERS’ 
FRIEND 





TELLS WHEN OIL 
IS NEEDED 
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e«eHOW MUCH 
IS NEEDED 












eee WHEN TO 
STOP FILLING 
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% 
ODF TANK GAUGE 
gives exact reading level 


TYPE ODF-11/. Fits 
1,” tank opening 


TYPE ODF-2 Fits 2” 
tank opening. 


es 


4a 



























= 





ied @ Weather-tight plastic dome 












calibration assembly. 

@ Easy-to-read indicator. 

@ Shows exact reading level 
at all times. 

@ Made of quality oil, 
weather and corrosive 
resistant materials. 

@ Durable, heavy-duty 
construction. 

@ No complicated mechanism. 

@ Simple and quick to install, 

@ Lowest cost remote reading 
gauge on market, 










On guard—24 hours a day 


KRUEGER, Sendey GAUGES 


GREEN BAY 
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. . . « New Products 


Rempe Co. has two ‘Hot Spot’ 
Preheaters for use in Bulk Tanks 


A PREHEATER called the “Hot Spot” has been designed by 
the Rempe Co. It is an all-steel shell and coil assembly (no 
moving parts) and can be installed 
through the manhole of a bulk tank. 
It rests on the bottom of the tank. In- 
let and outlet pipes for heat (steam or 
hot water) and suction line go through 
the manhole cover. 

A special flow accumulator causes 
the heavy oils to flow over heated pipes 


~~ 


before entering the suction line. Made 
in two sizes for 14Y” and 1644” man- 
holes and larger, no cutting or fitting 
on the job is required, Unit is tested 
with 400 Ibs, air pressure under water 
after fabrication. 

Made by: Rempe Co., 340 N. Sacramento Blvd., Chi- 
cago 12, Ill. 

Circle E13 on coupon, page 132 








Self-contained oil furnace now 
produced by Delta Heating Corp. 


A NEW PACKAGED oil floor furnace is now in production 
by Delta Heating Corp. The new unit (Model F181) 
supplements the gun-fired oil 
floor furnace developed by 
Delta two years ago. Oil- 
burner and controls are con- 
tained inside of the model 
which is wired, tested and 
fully assembled before ship- 
ment from the factory. 
The floor grille measures 
24” by 36” to fit the floor 
openings left by replaced vaporizing type floor furnaces. 
All parts are readily accessible through the hinged access 
door located under the floor grille. The 6” flue outlet 
extends out through both sides of the furnace and the draft 
regulator is placed inside the unused flue opening, thereby 
eliminating a flue pipe tee. With a heat output of 80,000 
Btu/hr the FL81 measures 31” top to bottom. Furnace cas 
ing and inner liner are made of heavy galvanized steel. 


Made by: Delta Heating Corp., Trenton, N. J. 
Circle E14 on coupon, page 132 





Ideal vacuum cleaning Equipment 
used for Furnace, Flue or Chimney 


A LINE of Ideal vacuum cleaning equipment features 
modifications for furnace, flue or chimney cleaning. Com 
plete tank pack consists of a tank assembly on rollers, 3 
12 gal. capacity dust-collecting bag and support. The pack 
can be ordered complete with hand type cleaner or caf 
convert either the Ideal heavy duty or medium duty hand 
type cleaner toa furnace cleaner. 

Standard chimney cleaning set employs specially & 
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A Message From 
les Bruleurs Francia 





Oil Heating Men: 


Make More Profits Selling and Installing the Best 
Oil Burner Obtainable. 


THE PRIDE of FRANCE 


CAPACITIES OF "FRANCIA" OIL BURNERS 


TYPE RATING IN B.T. Us/hr HP APPLICATION 


74.00-295.00 | 1/6 | {Villas, Private Hotels, Small 
1 119.000-385.000 | 1/6 | |Buildings-8-60 radiators 

2 295.000-890.000 | 1/6 Hotels-Blocks of flats. 

-3 | 750.000-1.790.000 | 1/4 | §Very large installations. 
4 | 1.390.000-3.550.000 | 1/2 | /Hotels, Hospitals, etc. 



































Write, cable or Wireless today for our prices. Tell 
us how many burners you can use. 





. e 4 
General view of'Bruleurs Francia’manufacture 








Fricloil 


Muitety 








UNIQUE e EFFICIENT e LOW IN COST 


| eS eee 


26, RUE DESSEAUX - ROUEN - FRANCE - AD. TEL. FRANCIABRULEUR 


The highest manufacturing pr&cision of 
“ FRANCIA” is ensured by the use of the most mo- 
dern machinery by highly skilled techniciens. 


The low cost of “ FRANCIA ” Oil Burners is made 
possible by manufacture on a large scale 
basedon the latest mass production methods. 








CONVECTOR HUMIDIFIER 


the only standard unit that fits both 
COUNTER FLOW and CONVENTIONAL 
warm air furnaces 





For Counter Flow Warm Air Furnaces 


Maid-O-Mist’s Convector Humidifiers, because of their 
narrow % inch wide trough —_ can be installed in 
counter flow warm air furnaces ving a minimum air 
passage of 3 inches, As shown above, the humidifier 
can installed on either side of the furnace directly 
above or below the burner—depending on furnace design. 


Unlike ordinary warm air furnace humidifiers, this 
Maid-O'-Mist Convector Humidifier has no flat-bot- 
tom to block the flow of warm air. Maid-O'-Mist's 
individual 34" copper water troughs are spaced |" 
apart to ju unrestricted air flow between the 
evaporator pads. This exclusive design provides 
greater evaporating working area so necessary in 
shori cycle modern heating. That's why Maid-O'-Mist 
Convector Humidifier is ideal for the small plenums 
of all modern warm air furnaces . . . conventional, 
counter flow and year around air conditioning units. 























Note how Maid-O'-Mist's exclusive individual trough design allows the 
alr to flow freely between the evaporator pads . . . whether in an 
upward motion er conventional furnaces, or down in counter flow 


furnaces. The entire area of each of the large evaporator pads is in 


direct contact with the warm air flow thus providing 30% more 
evaporation surface. 
60% 30% 50% 
Less air restriction More evaporation Less instatlation time 
in plenum area 


MAID-O’-MIST, inc. 


3217 NORTH PULASKI ROAD 
CHICAGO 41, ILLINOIS 














signed bassine fiber brushes, extension rods and crank, with 
a plate furnished to prevent soot from escaping from the 
cleanout opening during the operation. 
set has rubber or flexible metal hoses, 


Furnace cleaning 
nozzles equipped 
with scrapers and wire or bristle brushes. 

Made by: Ideal Industries, Inc., 4192 Park Ave., Syca- 


more, Ill, 


Circle E15 on coupon, page 132 


Superflo quick Connectors have 
oil-resistant, rubber Diaphragms 


SUPERFLO quick connectors are intended to permit faster 
fueloil delivery without spillage. Each incorporates an oil- 
resistant synthetic rubber diaphragm and is equipped with 
case-hardened steel threads. Outside diameters of Superflo 
units are kept to a minimum to allow maximum space be- 
tween connector and walls. 

A complete set of Superflo quick connectors consists of 
a 1¥%4” and 1Y2” unit, complete with diaphragms in the 
head of each unit, plus a 2” adapter which fits on the 
1Y2” unit. Complete kits include a top wrench and wooden 
carrying case. If desired, units may be purchased separate- 
ly. Also available is a unit designed for semi-permanent 
attachment to a customer’s tank fill pipe. 

Made by: Approved Parts Mfg. Co., Inc., 140 Lincoln 
St., Winthrop 52, Mass. 


Circle El6 on coupon, page 132 


Side and top Take-off with 
snap Lock offered by Tri-State 


A SIDE AND TOP take-off, designed by Tri-State Heating, 
incorporates a patented snap lock that makes installation 
quick and easy. 
To install it is 
necessary only to 
insert the fitting 
in the opening, 
collapse the collar 
and then lock it 
in position by 
pressing the 
spring steel past 
dead - center, as 
shown in the illus. 
tration, to secure the fitting firmly in place. 

The fitting not only saves time in making connections 
to plenum chambers or duct openings but it eliminates 
unsightly or leaky corners. 

Made by: Tri-State Heating, Inc., 620 W. Main St, 
Detroit Lakes, Minn. 





Circle E17 on coupon, page 132 


Chemical and oil industry fire fighting 
Hose is developed by Quaker Rubber Corp. 


A NEW FIRE FIGHTING hose called Petrochem has been built 
to resist severe oil, chemical and abrasive conditions. Con 
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There’s money in the air... 


when you sell CHRYSLER AIRTEMP! 





Ok CLT, 


$” Guaranteed by > 
Good Housekeeping 
\ S 
72245 aoyeanst THe 





DIVIStOUR- Ger GCrARYSLE-R 

















THIS ONE WILL! 





You will find that your prospects—even those who 

have never purchased heating equipment from you before— 
recognize and respect the famous Chrysler Airtemp 

name. It’s the name they associate with engineering 
Jeadership and products of the highest quality. It’s the 
name that makes your job of selling heating equipment 


easier—and much more profitable! 


There are many other important advantages for you 
in the heating franchise that really means business! Your 
inquiry is invited now. Write to Airtemp Division, 


Chrysler Corporation, Dayton 1, Ohio. 


Air Conditioning’s 


other name... 


Chrysler Mirtemp 





ING FOR HOMES, BUSINESS AND INDUSTRY 

























GET ALL THE 
FEATURES 


WITH A 


FURNACE & BOILER 
VACUUM CLEANER 


and Power Blower 


COMPARE THESE PULLMAN 
FEATURES WITH ANY 
OTHER VACUUM CLEANER 





@) Powerful turbine type suction 
and (2) automatic power blower 
coupling. (3) Balances for one- 
hand carry and () has low, 
non-tip, center of gravity. 
G) Auxiliary disposable paper 
filter and (6) NO outside bag to 
snag or tear. 





. ..« New Products 


structed of an oil resistant neoprene tube and covered with 
) Dacron yarn, the hose is impregnated with a coat of neo- 
prene, making it oil resistant on both inside and out. It is 
a tough, flexible, easily handled hose, capable of withstand- 
ing temperatures as high as 375° F., and pressures of 
500 psi. 
Made by: Quaker Rubber Corp., Philadelphia, Pa. 


Circle E18 on coupon, page 132 





-~” Filter featuring galvanized metal 

| Frame made by Air Filter Corp. 
DESIGN IMPROVEMENT in the Airsan Viro-Crimp high 
velocity air filter is being made by the Air Filter Corp, 
It features a galvanized meta? 


| frame and welded lock cor- 
ners to operate at face 
velocities of 300 to 600 FPM 
at minimum resistance, 


The filter core is viscous 
type and constructed of hori 
zontal layers of galvanized 


| wire mesh. There is no direct 
opening in the media. The air 
| flows into divided channels being baffled by a filter wall. 
| The filters are easily washable and drain holes are provided 
| to hasten drying and aid in cleaning. 


Made by: Air Filter Corp., Milwaukee, Wisc. 





| Circle E19 on coupon, page 132 


'Fedders Convector-Radiators 


CONVERTS with slide-in front Panels 


TO POWER 
BLOWER IN 
2 SECONDS 


FEDDERS convector-radiators with new slide-in front panels 
_present surfaces without screws to mar the overall effect 
|or chip the finish. Available 
|on Type F, FE and FB con- 
| vector-radiators, the slide-in 
feature eliminates drilling, 
‘hand fitting and driving 
screws, thus reducing installa- 
tion time, particularly on 
apartment house and multi- 
ple housing jobs. 

Made by: Fedders-Quigan 
Corp., Trenton Div., Tren- 
|ton7,N. J. 

















Pullman Vacuum Cleaner Corp., Boston 19, Mass. — 


~ Send information on Boiler & Furnace Vacuum Cleaning. 


Circle E20 on coupon, page 132 





Allen automatic booster Fans 
warm Basements or improve air Flow 


ALLEN automatic booster fans are offered in two types 





one mounted in a steel case for furnishing auxiliary heat t0 





basements, the other adaptable for installation inside ay 
duct wherever faster movement of heated air is desired. The 





CITY ZONE 





first installs in the furrrace plenum to provide basement 
| 


STATE heat. It draws basement air through a cold air register in 





126 


| the base of the furnace and circulates it through the heat 
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. New Products 


exchanger of the furnace. Installation requires only a 
single hole in the plenum well. 

Both types have rubber-mounted oil cups and rubber- 
mounting in the pipe to assure quiet operation. Designed 
for installation with gravity warm air furnaces, the Allen 
units move up to 750 cfm and are equipped with an adjust- 
able control to start or stop the blower at preset 
temperatures. 

Made by: Park Sheet Metal Specialties, 6212 Goodrich 
Ave., St. Louis Park, Minn. 

Circle E21 on coupon, page 132 


Greenwood vapor recovery Unit 
stops Loss during truck Loading 


VERNON TOOL’S Greenwood vapor recovery unit for pre- 
venting loss of vapors from volatile liquids during the 
loading of tank 
cars and trucks 
can be connected 
to existing load- 
ing rack standpipe 
or hose units. The 
unit consists of 
conical shape, 
lightweight alumi- 
num housing, a 





Hykar rubber sealing ring, a transparent plexiglass cover, 
and connection for the vapor recovery hose. 

When attached to the fill pipe and placed in the load- 
ing dome, the Hykar ring is said to provide a positive seal, 
thus preventing loss of vapors. A snap cover permits ob- 
servation when filling. 

Made by: Vernon Tool Co., Ltd., 1101 Meridian Ave., 
Alhambra, Cal. 

Circle E22 on coupon, page 1!32 


Baseboard element support Hanger 
and new Baseboard made by Dunham 


A NEW TYPE element support hanger for use with ~~ 
radiation has been developed by C, A. Dunham Co. 
double-headed nail assembly me ny 
is used to nail the back section “ 
of the baseboard to the 
ground strip on the studding. 
The “hooked” end of the 
hanger is slipped over the 
nails, and a speed nut is posi- 
tioned on the threaded end of 
the hanger to support the ele- 
ment, Front enclosure and accessories then snap on, and 
the job is complete. 

A flush type baseboard also has been added to the Dun- 
ham line. It is primarily useful in renovating work and 
change-over jobs in old buildings. 

Made by: C. A. Dunham Co., 400 W. Madison, Chi- 
cago, Ill, 





Circle E23 on coupon, page 1|32 














hile 
FUEL OIL FILTER 


Medel F 300 


Jb) @omsel SURE to satisfy 
STURDY trouble-free design 


eliminates needless callbacks 


Auto-Flo Corp., 14590 Schaefer, Detroit 27, Michigan 
Please send me full information on: 

(1) Auto-Flo Fuel Oil Filter 

[J Auto-Flo “100” Automatic Humidifier 


al 
’ 
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F HOT WATER 
| FOR ALL! 


For the large residence, the 
motel, launderette or indus- 
trial installation, ALDRICH 
high delivery hot water heat- 
ers make satisfied users, Wide 
selection of sizes includes the 
ALDRICH Bantam, Gulf 
Stream and popular “Series 
B” models. It offers net ratings 
of 93 to 850 gallons per hour 
of clean, rustless hot water. 
All are internally galvanized. 
They heat the water directly. 
Hot water instantly — and in 
continuing supply, whatever 
the demand. Units are com- 
pact, rugged, easy to service, 
thrifty on fuel. Oil or gas fired. 
Write for complete details. 

















ALDRI 


HOT WATER HEATERS 


ix ANOTHER 


GS 


Gas) 





. New Products 


Roller-applied aluminum Finish 


for Tanks by Sherwin-Williams 


AN ALUMINUM finish made expressly for roller application 
on storage tanks has been formulated by the Transporta- 
Sales Divi- 
sion, Sherwin- 


Williams Co. The 


tion 


product is sold 
under the label, 
Kem-Plate Alu- 


minum Finish. 
Advantages 
listed for roller 





application in 
clude: elimination of overspray loss; covers uniformly with- 
out conspicuous lap marks; no damage to neighboring prop- 
erty; and less scaffolding required than brush application, 

Dries to touch in one to four hours. Dries to recoat in 
24 hours. 
square ft. 


Made by: Sherwin-Williams Co., Cleveland 1, Ohio 
Circle E24 on coupon, page 132 


One gallon covers approximately 700 to 800 


Shana-Air cooling Unit for 
domestic and commercial Use 


SHANACAIR is a central airconditioning unit, designed for 
commercial and home use, featuring a spring-mounted 
Tecumseh compressor and a 4-row in- 
clined evaporator coil, Its variable ca- 
pacity blower is powered with a 1/3 
hp motor; a selector switch permits 





running the blower alone or the com- 
plete unit. 

To facilitate inspection and service, 
the entire refrigeration assembly slides 
out of the cabinet. The unit is pre- 
sented as the result of 30 years of 
research and practical installation ex- 











perience, covered by a five year war- 
ranty on the hermetic refrigeration 


| assembly and a one year product warranty. 


| 


ALDRICH COMPANY 103 East Williams Street Wyoming, Illinois 


A SUBSIDIARY OF BREEZE CORPORATIONS, INC. 
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Made by: Shana Mfg. Co., 
cago 1, Ill. 


188 W. Randolph S 


Circle E25 on coupon, page 132 


Coleman introduces two new Types 


of baseboard Units for Blend-Ai 


TWO NEW baseboard blenders have been introduced for 
use in the Coleman Blend-Air system for home heating 
and cooling. The 
baseboard perime- 
ter blender is 28” 
long, 6” high and 
projects 2-5/16” 
from the wall; it 








is installed along 
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ENGINEERING 


PRODUCTION 









HEAT-RESISTING STEELS 


SHEARED 


TO SIZE FOR YOUR 








Exceptional Forming Qualities 





Ingersoll specializes in producing heat- | 
resisting stainless steels—of exceptional | 


forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 


small quantities, Ingersoll facilities offer | 


exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


@ No breakage in shipment or handling 
@ Lighter weight lowers freight costs 


@ Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 


Plant: New Castle, Indiana 
Pricloil 
oilheag, 









NOW you can do something 


about the weather 














It’s sealed out of the 


Xocheslen UNIVERSAL® 


oil tank gauge 





WEATHERPROOF! New head and flange design pro- 
vides a shockproof, hermetically sealed unit that posi- 
tively locks out dirt, moisture, and other foreign mate- 
rials. This assures extra years of trouble-free service 
under all weather conditions. 


STOCK JUST ONE GAUGE for all installations! It pays 
to standardize on ROCHESTER UNIVERSAL Gauges. In- 
doors or out, they'll remain accurate and easy-to-read 
for years to come. 


NO SEEPAGE! NO FUMES! A powerful permanent 
magnet transmits float-arm action from tank to indica- 
tor... there are no holes in the gauge. 


EASY TO READ. “DUAL DIAL” can be seen from front 
or back ... makes tank filling and checking a snap. 


EASY TO INSTALL and stocked by leading 
wholesalers everywhere for all standard 
oil burner storage tanks. Rochester Manu- 
facturing Co., Inc., 8 Rockwood Street, 
Rochester 10, New York. 


els ACCURACY 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS 
















































































TAPERED 
NOZZLE PLUG 


(Reg. U.S. Pat. Off. No. 2545233) 










PLUG ONLY 


SAFE-FILL® patented nozzle plugs 
prevent build-up of dangerous 
pressure. It permits faster filling 
under pressure, instead of by grav- 
ity flow. The Vented SAFE-FILL 
plugs pop off at approximately 5 
pounds P.S.I. The SAFE-FILL plug 
without safety valve pops out at 
10 pounds pressure. 


Since SAFE-FILL plugs fit all 
boxes, they end the nuisance of a 
different fitting at every stop. They 
end all danger of ruptured oil 
tanks, stop blow-backs spillage or 
ruined lawns and shrubbery. SAFE- 
FILLS are sturdily constructed of 
synthetic hy-car rubber designed 
to stand up under long, hard usage 
in contact with oils, gasoline and 
similar liquids. 


GUARANTEED 
SAFE-FILL Tapered Nozzle Plugs 
are guaranteed for one _ year 
against defects in workmanship 


or material, under normal use. 
They are ABSOLUTELY SAFE! 






PLUG WITH VALVE 


























B3 


PLUG 
WITH VALVE 
ON TUBE 





SOLD 
THROUGH 
LEADING 
JOBBERS 






1-11/32” Hole In Plug 
for 1-3/8” O.D. Nozzle 
Tube, Plug Only (Bl 
Type). ... $1.95 Ea. 


Plug Including Safety 
Valve (B2 Type)........... 

$3.95 Ea. 
SAFE-FILLS for 1-1/32” 
1-9/32”, 1-15/32” and 
1-5/8” Hole are Available 
@ $1.95 each, for plug only. 












Manufactured 


By 








Kin gs ley MANUFACTURING CO. 


420 HOWARD AVE NEW HAVEN, CONNECTICUT 


132 





an outside wall. Louvered sections in the exposed face 
of the blender admit room air to the mixing chamber and 
blend with hot or cold air. Blended air then is delivered 
through louvers in the top of the blender. 

The baseboard innerwall register is installed on an in 
side wall, with louvers set to direct conditioned air toward 
the room’s perimeter. Exposed part of the blender jg 
1474” wide, 137%” high and 2-3/16” deep. It is recom 
mended for modernization work. Either blender can ke 
installed without cutting walls or floors and are designed 
for use with Coleman’s 3” air tubes and fittings. 

Made by: The Coleman Co., Wichita 1, Kansas. 
Circle E26 on coupon below 


Preway line of oilfired Heaters 
include Models with radiant Fronts 


FEATURING A new cabinet design with a radiant open-up 
front, Preway’s 1954-55 line of Starline oilfired circulating 
heaters come in both 75,800 Btu and 55,500 Btu models, 
The radiant front is designed to provide a quick radiant 
blast of heat to quickly take the chill from a room. After 
the room has been warmed, the blast shutters may be closed 
for normal heating. 

Other 1954-55 models which do not include the open-up 
front are the Thriftline heaters ranging from 75,000 Btu 
to 35,000 Btu. 

Made by: Preway Inc., Wisconsin Rapids, Wisconsin. 

Circle E27 on coupon below 


READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD NOVEMBER 
Mail Now—Card Expires Jan. 31, 1955 








Circle numbers of new product items on which you 
want more information: 


NEW PRODUCTS 

fF RPeeweese & PF Bb 
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EIS, £20 E2l E22 €23 €24 E25 E26 && 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
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Get Ready For The BIG NUMBER! 


& REVIEW & SHOW ISSUE 

















This January Number is also our Official Show Issue for the 
12TH INTERNATIONAL HEATING & VENTILATING— 
7} AIR CONDITIONING EXPOSITION—PHILADELPHIA— 
JANUARY 24-28. 





Extra copies will be distributed at the Show, and it will reach the field well 
in advance of the Show opening. For Exhibitors, this is an opportunity to as- 
sure the success of their displays, and obtain double value, by reminding our 
readers of it, and inviting them in. For Non-Exhibitors, it is an opportunity 
to share in the enormous interest this great event will develop, and to enter 


the Exhibit itself through our advertising pages. 


All issues of FUELOIL & OIL HEAT are good for our Advertisers and Read- 


ers. This one has rather special, extra added values for both. 


Should We Reserve Space For You? 


23 















Manufacturers 
etivities 
Quaker Rubber Corp. doubles 


warehouse and shipping Space 
QUAKER RUBBER Corp., Division of H. 
K. Porter Co., Inc., Philadelphia 
doubled its factory warehouse with a 
16,000 square foot addition. The new 
building will include a hose processing 
department and additional shipping 
facilities. 

Constructed of prefabricated struc- 
tural steel and cinder block the new 
warehouse is the second recent expan- 
sion by Quaker. In June Pioneer Rub- 
ber Mills, Pittsburgh, Calif., were 
purchased by Quaker who now is the 
only industrial rubber manufacturer 
with factories on both the Atlantic 
and Pacific coasts. 


Minneapolis-Honeywell issues 
Magazine for heating Dealers 
TRADE WINDS is the name of the maga- 
zine to be published every other month 
by Minneapolis-Honeywell Regula- 


tor Co., Minne- 
apolis, Minn., for 
some 80,000 heat- 
ing dealers. 

The first issue 
was the Septem- 
ber-October num- 
ber and told read- 
ers that the editors 
would do the fol- 
lowing: Discuss 
new _ products. 
Give new ideas on 
merchandising, in- 
stalling and serv- 
icing controls, Re- 
port activities of 
other men in the 
field. 

The editors 
plan to use a lot 
of pictures, and 
keep copy short, 
and easy to read. 

Readers have 
been asked to sub- 
mit material and 
questions on heating control problems. 

The cover of the first issue (above) 
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THIS ISSUE 


PUBLISHED FOR THE HONE HEATING AMO AER COMCITIONING INDUSTRY §T MINNEAPOLIS HOMETWELL @OGLATOR COMPANY HH 


shows a young lady surrounded by 


mercury switches. 
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CHANGE DULL, 
OFF-MONTHS 

TO BUSY 

PROFIT SEASONS! 


FERTILENE, FAMOUS LIQUID FERTILIZER, PLUS 
YOUR TRUCK AND EQUIPMENT EQUALS A NEW 
BUSINESS FOR YOU—TURNS OFF-SEASON LULL 
INTO A PROSPEROUS, BIG-PROFIT BOOM SEASON! 
SEPTEMBER TO MARCH YOU DELIVER FUEL OIL! 
FROM MARCH THROUGH SEPTEMBER SPRAY FERTILENE! 
YOUR EQUIPMENT MAKES PROFIT FOR YOU 

12 MONTHS A YEAR! 
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FERTILENE CORPORATION OF AMERICA 


251 CENTRAL PARK WEST: - $U 7-3320 


m interested. Send me full particulars. 





Get in on the ground floor of this fast-growing 
profit-making business! Put your equipment 
and organization to work for you 12 months 
a year! To those who can qualify, there are 
some exclusive territories open — territories 
that will make money for you now and grow 
into valuable franchises as the years go by. 








IMPORTANT 


You must act now to 
be ready to operate by . 
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Spring, servicing orders i CITY covceeeesn Covsevee ZONE. eee 
—— be taking all : SIGNED 
1 : I operate ....... vee trucks 
November 
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FERTILENE 


NATIONALLY FAMOUS LIQUID FERTILIZER 


ON LAWNS, GARDENS, FLOWERS, TREES ETC 


VALUABLE EXCLUSIVE 
TERRITORIES OPEN... 


ACT Now! 
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Degree Day Systems issues 
seventeenth degree day Log 


ERIC BERGMAN of Degree Day Systems, 
Woodside 77, N. Y., announces pub- 
lication of the company’s 1954 De- 
gree Day Log. This is the seventeenth 
year that it has been put out and once 
again it provides a page for each month 
of the year to record daily degree-day 
readings, daily mean temperatures, 
total to date, degree-days for heat and 
hot water and a grand total. In this 
way fueloil distributors have a central 
file to record these data, all of which 
are necessary to their operation of an 
automatic delivery system. 

The Log, which measures approxi- 
mately 514” by 81”, is a 52-page, 
spiral bound book, printed on heavy, 
durable paper. It opens with a brief 
description of the application of de- 
gree-days to automatic fueloil delivery, 
including calculation of the “K” fac- 
tor and how deliveries are scheduled. 

Interspersed throughout the book 
are descriptions of the printed forms 
for fueloil dealers offered by Degree 
by | Day Systems, These cover a complete 
st of cards and records for operating 
an automatic delivery system, plus a 


number of other printed forms for oil- 
burner service records, envelopes and 








other stationery, a variety of meter 
tickets, all of which are furnished with 
the purchasing dealer’s imprint. Pre- 
calculated price charts also are pic- 
tured and described. 

Degree Day Systems has distributed 
copies of the Log to its customers and 
offers additional copies at $1.25 each. 


ae . ° ° 

s =| Airtemp appoints special sales 
w fF Staff for room airconditioners 
4) A SPECIALIZED operation for the mar- 
ETC, 


keting of room airconditioners has 
ben formed by the Airtemp Division, 
Chrysler Corp., Dayton, O. S. R. 
Prugh has been named assistant sales 
manager of the department. 

B J. Laughna, formerly central di- 
Vision assistant sales manager, succeeds 
Prugh as administrative manager in 





Po ch, tes 





Fon! 


Prugh 





charge of sales records, products order, 
parts order and statistical departments. 
H. A. Dillon, formerly Airtemp prod- 
uct order manager, is now supervisor 
of room airconditioner sales. 
According to J. F. Knoff, Airtemp 
vice president in charge of sales, the 
national room airconditioner repre- 
sentatives will devote their entire time 
to the one product and will not be con- 
nected with commercial or year-round 
residential airconditioning sales, 
Airtemp has also reorganized its na- 
tional sales divisions. A. J. Schiffman 






will head the northern division, and 
Sydney Anderson, Jr., the southern 
division. 


Solari elected vice president 
of Jefferson Electric Company 


AMONG RECENT changes in the sales 
department of Jefferson Electric Co., 
Bellwood, Ill., was the election of Jo- 
seph G. Solari as vice president in 
charge of sales. John J. Brogan was 
promoted to sales manager; and Wil- 
liam G. Lynch to assistant sales man- 
ager. Joseph J. Archibald, advertising 
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_ GRANCO LINE METERS 


STAY IN POSITIVE ADJUSTMENT 
For faster flow 
highest accuracy 
longer life 
lowest maintenance 
and trouble-free operation 


ANOTHER GRANCO FIRST 


Comparison tests with competitive 
meters over three year period 
by a major oil company proved 
GRANCO METERS delivering nearly 
twice the gallonage under iden- 
tical conditions. 


GRANCO is the best meter for you 
-- LET US PROVE IT! 





METERS AND PUMPS 


GRANBERG CORP. 
1308 SIXTY-SEVENTH STREET 
OAKLAND 8, CALIFORNIA 
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Youll sell more with H.C Little 



















































the FIRST ing 

h I I af Electric Ignition 

-because you have more to sell ! de Vaporizing in 

ELECTRIC IGNITION LEADERSHIP — First, QUIET OPERATION — No hum, no vibra- OIL BURNER! sin 

best known, most successful in entire tion, no “blow torch roar”! " _ 

Ya ear sit soil New H.C. Little de. MEAT EVEN IF ELECTRIC POWER FAILS! L 
I — New H. C. Little de- ° 

velopment! Years ahead of competition! re ee x ned —" 9 Net 


Ignitor failure and service trouble largely 

















































eliminated! a ji = ez : delt 
NO MOVING PARTS—No motors, no Send coupon for facts on high-profit 3 y phic 
blowers! H. C. Little Dealer Franchise! ‘ Ma 
| H.C. Little Burner Co., Inc., San Rafael, Calif ] disir 
wrevebeases in hey cities Send facts on Dealer Franchise to: l Kro: 
offer fast service on burners, | Brot 
| furnaces and parts. Check : l Sale 
Phone Book for Distributor Burner Company,inc. 

| or write Factory direct. | brou 
| Neu 
Head Office and Factory: | Mas: 

SanRafaslCaifomia JS Se a ee oe oe a ee ee a oe ec a 

. Manufacturers’ Activities 

manager, has been assigned the added = Colorado Springs, Col., and Prince- pects to develop the strongest possible 

duties of manager of consumer prod ton, N. J. The first two conferences crates and packages with tests per 
ucts for the firm. were held in Colorado the first week formed by the machines. AN / 
Solari was vice president and assist- | in November. Points of weakness in packaging will prod 
ant to the president of Peabody Coal The eastern conferences are sched- be found and corrected before the units at th 
for more than eight years, Brogan has uled to continue through December 10 —_ are shipped. Ordinary shocks are simu ing C 
been with Jefferson for 17 years as and will be attended by approximately _lated by a vibration tester and unusual Des } 
eastern district sales manager with 25 distributors at each two-day ses- shocks produced by an impact tester. Th 
headquarters in Boston. sion. According to W. L. Sneltjes, Besides testing the packaging of all of th 
The assistant sales manager Lynch manager, home: heating and cooling  newly-developed units, packaging of in 19 
joined the company in 1941 and has sales planning, a considerable portion —_ existing units will also be checked. pletec 
been an executive in the sales depart- of the conferences will be devoted to will h 
ment for several years, Archibald came gaining a better understanding of dis- Karste heads Heil truck ent f. 
with the firm five years ago and last tributors’ business and factory prob- Tank division in Chicago two } 
year became advertising manager. lems. ROLAND KANSTE is not; as wae ge 

: bite Nae lished, general manager of the Chicago 

General Electric Distributors Armstrong Furnace develops office of The Heil Co., Milwauker, Jy. 
meet at regional Conferences two package testing Machines Wis: but ie Cie aoneeal ae = 
TEN SALES CONFERENCES for distrib) | TWO PACKAGE testing machines which vice-president of Heil Chicago, Inc, _* 
utors of the home heating and cooling —_ simulate thousand-mile trips have been = McCook, Ill., distributors of Heil truck * ah 
department, General Electric Co., installed by the Armstrong Furnace bodies, hydraulic hoists, and petroleum Birmir 
Bloombeld, N. J., are being held in Co., Columbus, Ohio. . Armstrong ex- transport tanks in the Chicago area. Lawle 
Corp., 
8 aircon: 
Ask your Counter-man for TH ERMOLOK s new Time-saver. | | iss:, 
and m 
Universal Ignition He 
sel 
- Transformer Plate * te 
Avoid extra service calls — you can use the KLIP-ON on over 100 makes of conditi 
burners. Four spring steel clips fasten KLIP-ON universal plate to transformer i$ nothi 
without removing transformer plate. No tools necessary — a real time-saver. intellig, 
A necessity for service men — eliminates need for many different adapter plates cure, 

— cuts down your inventory. Individually packaged in one plate to a box. The 
Sold through Jobbers only: Ba Worthi 
THERMOLOK MFG. CO. INC., 541 Rogers Avenne, Brooklyn 25, NY I) 
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At a recent dealer meeting in New 
York City the Williams Heating Di- 
vision, Eureka Williams Co., Bloom- 
ington, Ill., announced its sales pro- 
gram for dealers. Free store signs, point 
of sale materials, local advertising and 
direct mail literature will promote the 
dealer as a ‘Practical Heating Engi- 
neer.’ Among those attending the 
meeting were (front row, left to right) 
L, J. Turner, New York; R. A, Davis, 
New Hartford, N. Y.; J. V. McKee, 
Jr, New York; H, H. Hackett, Phila- 
delphia, Pa.; J. H. Skaggs, Philadel- 
phia; C. G. Branch, Williams Division 
Manager; and T, H, Green, merchan- 
dising manager. Second row, V. A. 
Krouse, Harrisonburg, Va.; S. F. 
Brown, Teaneck, N. J.; E, L. Dawkins, 
Salem, Mass.; W. G. Gonzales, Has- 
brouck Heights, N. J.; S. J. Dowling, 
New York; H. H. Hurston, Amherst, 
Mass.; V. E. Reed, Haverhill, Mass. 
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Delavan Manufacturing expands 
Plant in West Des Moines, Ia. 


AN ADDITIONAL 6,000 square feet of 
production space is being constructed 
at the plant of Delavan Manufactur- 
ing Co., nozzle manufacturers of West 
Des Moines, Ia. 

This is the fifth building expansion 
of the company since it was founded 
in 1937, When the addition is com- 
pleted by the first of the year, the plant 
will have 34,800 square feet. The pres- 
ent factory was built in the suburbs 
two years ago after production de- 
mands outgrew the firm’s facilities in 
Des Moines. 


Airconditioning did poor Sales 
job in 54 says Worthington V.P. 


AT A NATIONAL dealer conference in 
Birmingham, Ala., on Oct. 11, Matt 
Lawler, vice president, Worthington 
Corp., Harrison, N. J., said that the 
airconditioning and refrigeration in- 
dustry had done a poor job of selling 
and merchandising in 1954. 

He told the dealers that they should 
ell comfort, health, better living, bet- 
ter working conditions through air- 
conditioning. Lawler stated that there 
isnothing wrong with the market that 
intelligent and aggressive sales won't 
cure, 

The two-day meeting was held at 
Worthington’s Decatur Works which 
commenced operations earlier this year, 

€ company announced new prod- 
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CONSTANT LEVEL VALVES 
Rebuilt to ACT and LOOK like NEW 


EXACT REPLACEMENT 


Available in 33 Sid Harvey Stores 


IMMEDIATE EXCHANGES 


Guaranteed rebuilt Constant Level 
Valves of all leading manufacturers 
carried in stock. 


ANY KIND 


Metering or non-metering, electric 
or non-electric, manual or auto- 
matic upper housing, electric head. 


NEW and REBUILT 


Spare parts and Conversion sets. 


BIG SAVINGS 


When you want it... we have it. 
When you use it . . . it works. 


Send for our 214 page catalog 
for every service need 


WD WARN KY wc. 


VALLEN STREAM. NEW YORK 





















































































On Every Oil Burning Installation... Microstone® Element om 
SELL AND INSTALL FILTERS Oe 
T Only Filter Featuring Pre-Screening on 
“The Wost Filter 7 gag , : : den 
. y ista 
fer GOuUr mony bss 
© Profitable Sales burt 
© Fewer Service Calls pres 
© Customer Satisfaction 
© Competitively Priced : 
Repulses and eliminates for- F-10B nl MS-3 ” KS-3 —_— 
eign matter . . . Positively *MODEL F-10B *MODEL Z-1 *MODEL MS-3 T MODEL KS-3 Wn 
prevents clogged burners List Price $2.80 each. For small List Price $2.80 each. For small List Price $3.95 each. For List Price $7.80 each. For the Net 
and damage to pump valves, to medium installations. to medium installations. Fits medium to large installa- largest, dirtiest jobs. 
bearings and fittings. hea iciealnitibalies ALL control valves. tions. WM. 
aie 65 spans bibs eink dents ea enact aaa Feature, sell and install... SETTE Microstone Element FILTERS - 
‘ , eC : MARQUART MANUFACTURING COMPANY , 
postpaid anywhere in the U.S.A. Normal discount in dozen lots. 1241 HIGH STREET + OAKLAND 1, CALIFORNIA regu. 
DISTRIBUTORS: Some valuable territories still available. Write today! EXPORT DIVISION—OCEANIC EXPORT COMPANY and 
400 MONTGOMERY ST., SAN FRANCISCO 4, CALIF throt 
a Cané 
ucts—an air-cooled condensing unit out into the room. The acoustical tile In 1953 the first factory west of TI 
and an air-cooled condenser for year _ is about 18” below the original ceiling. | Minneapolis was built in Gardena by torie: 
round conditioning. The airconditioning system supplies the company. Now approximately 1, Alab 
10,000 cubic feet of air a minute. 000 workers are employed at the Gar How 
Perforations in Armstrong’s Automatic controls start the refrigera- dena and Mettler street plants in the Was! 
Ceiling Tile vent cool Air tion system when the outside tempera’ = Los Angeles area. Britis 
PERFORATIONS IN ceiling tile soak up tute lees above: OE7F, ; vd 
noise and serve as vents for tiny jets 1953 Annual Report —— 0 
Re aks nee oa M-H moves Pacific Regional Award for Carrier Corp. Dela 
of cool air in the engineering design an 
room of Armstrong Cork Co., Lancas- Headquarters to new Office CARRIER CORP., Syracuse, N. Y., has Impe 
ter, Pa. The combination of sound THE LOS ANGELES branch and person- _—_ been awarded the bronze “Oscar Of exrep 
conditioning with airconditioning was _ nel from the Pacific Regional head- Industry” for the best 1953 annual re a, 
made possible through the use of spe- | quarters have been moved into a _ port of the airconditioning industry. 
cial air flow channels in Armstrong’s new building at 6620 Telegraph Rd. The award was made by Financial C-E 
Arrestone acoustical tile, by Minneapolis‘Honeywell Regulator World at a banquet October 25 in sie! 
The tile is a 12” x 24” metal pan  Co., Minneapolis, Minn. New York City. 
type backed by a mineral wool pad The building covers 21,000 square Carrier had previously won similar PARAI 
that acts as a sound absorber. Hollow feet on a site adjacent to the Santa _ first-place awards for its annual re izatio 
metal air flow channels on the long side | Ana Freeway. Part of the building will ports in 1944 and 1949. Five thousand sion, | 
of each metal pan unit have one toten —_ house branch sales and manufacturing —_ annual reports in 100 different indus N. :, 
slots in them that permits cooling air staff personnel; and the rest is to be __ trial classifications are surveyed before its pr 
circulating behind the ceiling to flow used for shop and warehouse purposes. _ the selections are made. _ 
( 
the fie 
‘MOST VALUABLE’ in producing ss | = 
. ‘in producing sales } °°. 
Wz Because: Ultimate heating satisfac- eeiond 
“a g ee Ww Be. tion means having an oil burner with spons1 
oe Pp 18) Such integral values as design, ‘Durability Overall Economy ; The 
tv : = =; construction and performance % Dependability w Quiet Operation tives, 
Ef W. fe give the Sundstrand line sell- Compact Design trainir 
= 4 ing power backed by consumer These salient features result from the he 
—— acceptance. 32 years of engineering and devel- A. By 
The public bears about Sund- CPmert by Sundstrand. Available is City , 
a complete line of oil burners for n¢w 9 
strand. They see Sundstrand. installations or conversion. You can the Pj 
They buy Sundstrand. increase your sales with Sundstrand. who y 
write to Robin: 
SUNDSTRAND ENGINEERING CO., Rockford, Illinols § fice, 
November 
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The Silent Glow Oil Burner Corp., 
Hartford, Conn., has appointed the 
Crown Petroleum Corp., Hartford, as 
a dealer. In the picture F. L. Kundahl, 
sales manager and S, B. Wilkes, presi- 
dent of Crown hear E. J. Deluca, as- 
sistant sales manager of Silent Glow, 
describe the new “Coronation” oil- 
burner. R. M. Sherman, Silent Glow’s 
president, looks on. 
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Wm. Steinen enlarges Sales 


Network in U. S. and Canada 


WM. STEINEN MFG. CO., Newark, N. J., 
has appointed five new representatives 
to handle its oilburner nozzles, draft 
regulators and accessories for heating 
and airconditioning in _ territories 
throughout the United States and 
Canada. 

The representatives and their terri- 
tories are as follows: Ben D. Waller, 
Alabama, Georgia and South Carolina; 
Howard A. Weller Co., Oregon, 
Washington, Idaho and Montana; plus 
British Columbia and Alberta, Cana- 
da; Frank Harbin, Maryland, Vir- 
ginia, North Carolina and part of 
Delaware; B. L. Rushton, Inc., western 
Pennsylvania and West Virginia; and 
Imperial Refractories, all of Canada 
except the provinces of British Colum- 
bia and Alberta. 


G-E expands product 
service Organization 


PARALLELING the growth and reorgan- 
ization of its Air Cofiditioning Divi- 
sion, General Electric Co., Bloomfield, 
N, J., has announced the expansion of 
its product service organization, nam- 
ing six new field service assignments. 

The appointments will strengthen 
the field service structure and provide 
more intensive coverage of market 
areas through more compact sales terri- 
tories and greater product service re- 
sponsibility. 

The new field service representa- 
tives, who have completed an intensive 
training program devoted primarily to 
the heating business, include: Herman 
A. Bushek, Jr., assigned to Salt Lake 
City, Utah; D. C. Codella, located at 
the Pittsburgh office; W. V. Purcell, 
who will be at New Orleans; C. E. 
Robinson, previously at the Atlanta 
office, now at Kansas City; R, C. Sim- 




















No “IFS”, “ANDS” or “BUTS” about it, 
SID HARVEY REBUILT MOTORS are 
UNCONDITIONALLY GUARANTEED | 
FOR ONE FULL YEAR—Even Burn-outs 





No stronger guarantee ever offered. Sid 
Harvey's protects you — even against 


YOUR OWN MISTAKES! 





Sid Harvey's will repair or replace, no 
charge, any Sid Harvey rebuilt motor that 
fails for ANY REASON, including burn 
outs, excepting only fire and water 
damage. 


We have confidence in our work. 
We have:confidence in you. 
You can have confidence in Sid Harvey's 





ALL KINDS — ALL MAKES 


Any motor used on oil burners-circulators, blowers, wall 
pumps, vacuum cleaners, sump pumps, refrigerators, dish- 
washers, kitchen and attic fans, waxers, polishers, etc. 


IMMEDIATE EXCHANGES 


No waiting — immediate exchanges on popular models 
available in 33 stores. SID HARVEY'S REBUILT MOTORS 
LOOK LIKE NEW — WORK LIKE NEW — BUT THE 
AVERAGE COST IS LESS THAN HALF OF NEW. 





SVD AALS ae 





VALALEN STREAM, BREW YORK 
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mons appointed to Cincinnati; and W. tributor and dealer service representa- head a newly-created department of ten 
G. Wheeler, Dallas. tives from coast to coast. service and repair of controls for com. 
The special courses on servicing air- mercial establishments in Minneapolis, cor 
Out-of-Town Executives come conditioning and oil heating equip- Harry E. Grossman heads the Wash tial 
by Air to visit Sid Harvey’s ment will be held in New York, Wash- ington branch and Joseph H. Nixon, cor 
hail be ington, D. C., Chicago, Atlanta, New __ the Grand Rapids district office. Other fer 
ee teen ans as ma ’ nd Orleans, Los Angeles and Seattle.E.D. new managers include Wayne FP age 
ecutives of out-o ‘town oi ogee ave Lindsley, assistant manager of Worth- Kelly, Spokane, Wash., branch; T, §, ope 
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youn Managers; 4 Sales Engineers branch commercial sales manager in 
and Virginia. Some of them took ad- : 
: Harrisburg, and Raymond A. Mety, 
‘ : ’ former senior commercial salesman in SET 
helicopter flights connecting Newark, ger, Minneapolis-Honeywell Regula- Wilmi er ; 
’ ilmington, Del., to a similar post in Set 
N. J. with Idlewild Airport. tor Co., Minneapolis, Minn., has an- , 
; Philadelphia. trat 
nounced the appointment of new man- i 
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; ’ agers in five citiesand the reassignment _ 
Worthington to have Regional Pr PELL IEE AT 55 Sales training Program diut 
Service Schools in 7 Cities Bisits to be enlarged by Airtemp furt 
SEVEN REGIONAL service schools have F. M. Thuney, former Washington, SCHOOLS AND CONFERENCES for dealer sth 
been planned by the airconditioning D.C. branch manager, has been pro- _and distributor personnel of the Air wi 4 
and refrigeration service department, moted to manager of the contract di' | temp Division, Chrysler Corp., Day: Z 
Worthington Corp., Harrison, N. J. vision in the Industrial Division plant ton, O., have begun in preparation for i 
Eligible to attend the lectures which at Philadelphia. J. W. Bowers, former the 1955 season. Twenty-one schools oil | 
will begin January 5, 1955 are all dis- Grand Rapids, Mich., manager will have been planned thus increasing Air ie 
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TUTHILL TYPE SU 
MCL CC LT: 


THE RIGHT PUMP FOR THE JOB 


TUTHILL 30A5G FUELSTAT 
for Domestic Burners | 


Designed to han- 
dle heavy fuel 
oils, the Tuthill 


LS a SU multiple 
V-belt unit pro- 
vides flexibility 

never before 

available. Typical 

advancements in- 

clude one-point belt-tension 

adjustment; motors up to 5 h.p. mounted for 
easy adjustment or replacement without drill- 
ing or tapping; jack shaft supported by ball- 


For original equipment or replacement, Model 
30A5G FUELSTAT offers many important 
advantages beyond traditional Tuchill quiet 
operation, leakfree performance and low 
power consumption. It is reversible in the 
field. It has a one-position vertical valve chat 
can be piped from either side and serviced 
easily. Its mechanical seal is replaceable in the 
field. It is universally interchangeable with 
standard commercial models. It reduces pump 








bearing pillow blocks, carries weight of pulley inventory because the same pump can be used Su 
and absorbs belt tension. For the complete for both rotations and both valve positions. deliy 
story, write for Catalog No. 107. Write for Model 30A5G bulletin. 

TUT x 










TUTHILL PUMP COMPANY 
Dependable Pumps since 1927 
939 East 95th Street, Chicago 19, Iflinois 


Canadian Affiliate: Ingersoll Machine & Tool Co., Ltd. 
Ingersoll, Ontario, Canada 
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temp’s training program considerably. 


In addition to the series of factory- 
conducted programs, heating, residen- 
tial and commercial airconditioning 
correspondence courses will also be of- 
fered. Educational firms and “pack- 
aged” training kits have been devel- 
oped for field use. Instruction will 
cover all phases of basic and advanced 
techniques of heating and aircondi- 
tioning. 

Special refresher courses for Air- 
temp field personnel have also been 
scheduled. 


4, 
“ 


sETTE: Four page folder describing the 
Sette microstone element filter. Illus- 
trates four models: F10B, for installa- 
tion at tank or drum on small to me- 
dium size oilburning space heaters and 
furnaces; Z-1, also for small and 
medium units, is designed to screw di- 
rectly into control valve; MS-3, for 
medium to large oil burning installa- 
tions will handle 100,000 Btu; and 
KS-3, designed to protect the largest 
oil burning equipment against scale, 
water or dirt. Drawings show compo- 





nent parts. The filters utilize a ceramic 
element that can be cleaned and re- 
used or replaced at low cost. 

Marquart Manufacturing Co., Oak- 
land 1, Calif. 


S. T. JOHNSON: Eight pages of data 
on Model 53 metering pump rotary 
burner, part of the complete line of 
Johnson burners, Shows with cut- 
aways the mechanical functions of the 
various components. Gives general di- 
mensions in inches. Lists sizes and ca- 
pacities, Burners are available in nomi- 
nal sizes ranging from 25 hp to 400 hp. 

S. T. Johnson Co., Oakland, Calif. 


MUELLER: Catalog 2 illustrates with 
cut-aways and diagrams oilfired heat- 
ing equipment. Specifications and di- 
mensions are given for gravity fur- 
naces, forced air lowboys, forced air 
highboys, forced air counterflow, 
forced air horizontal, oil boiler and oil- 
burners in the Mueller Climatrol line. 
Catalog 4 describes residential and 
commercial cooling equipment made 
by the company with specifications. 
Mueller Climatrol, Milwaukee, Wis. 





LIMA: Folder 7c covers wall, floor, 
baseboard, and ceiling diffusers, regis- 
ters, and grilles for heating and cool- 
ing. Drawings, cut-aways, and photos 
are utilized to illustrate the units, and 
engineering data and overall dimen- 
sions for each are provided, 


Lima Register Co., Lima, Ohio, 


Installing Controls described 
by Minneapolis-Honeywell Book 


A 16-PAGE “Installer’s Handbook” is 
being distributed throughout the 
United States and Canada by Minne- 
apolis-Honeywell Regulator Co., Min- 
neapolis, Minn. The booklet describes 
the installation of the company’s elec- 


tronic temperature control system, 
Electronic Moduflow. 


The handbook includes a general 
description of the system and a dis- 
cussion of its components: the elec- 
tronic room thermostat, water-line in- 
sertion thermostat, outdoor “Weather- 
caster,” cycler, balancing resistor, and 
the electronic relay. Installation sug- 
gestions, wiring diagrams and calibra- 
tion instructions are also included, 








SUCCESS 
SUPER LAWN SPRAYING SERVICE for Spring & Summer! 


New Dollar Profits Are Available to Fueloil Dealers 


Here's How! Spray Super Lawn, a product of the foremost manufacturer of liquid fertilizer in the United 
States on the lawns, gardens and other greeneries of your area. It’s a new, repeat business for spring and sum- 
mer offering as much as $600—profit per week, per truck, with a trivial investment. New fueloil business will 
come your way if you have this service to offer. 


Here's Why! People need, want, and are waiting for this service and Mr. Fueloil dealer—you have the 
time in which to supply it to them—the equipment standing idle to utilize—the man power capable of handling 
it—the organization to follow through with. 


Here's When! Now is the time to include yourself in our sensational sales program. Not only will we 
direct the sure fire methods for obtaining customers for this service for you BUT— 





Super Lawn will actually supply you with signed, sealed and % " iaacediaiic nana 
delivered customers for this next season if you { 
Lucrative territory available. 
Cut out and mail this coupon today: requested by 
ACT Now! or call Waverly 3-8026 | : 
— vd 3-8027 | ea 
Ask for Fueloil Dealers Div. 5 Reo... 
$ | CEP iacecestces 
UPER LAWN CORP. Fueloil Dealers Div. |, 
855 Clinton Place © Newark 8, New Jersey | .....,,, 
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SUPER LAWN CORP. Fueloil Dealers Div. 
355 Clinton Place, Newark 8, New Jersey 


| 
| 
Information and details of the Super Lawn service are 
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Boost Sales & Lower Costs with Teesdale FUELGUARD 


Cost Less 


Because the principle is 
the simplest method of re- 
mote gauging on the mar- 
ket. No special fittings or 
connections needed. 


Increase Profits 


Installed in a matter of 
minutes. Cut installation 


overhead to a minimum. 


Dependable 


Accuracy and long life as- 
sured by precision manu- 
facture and corrosion-re- 


sistant materials. 


“Prompt Shipments Always!" Write, Wire or Phone for Information. 


The R. S. TEESDALE CO., 1809 Amhurst St, N.E., Grand Rapids 3, Mich, 








BRUNNER: Folder illustrates and de- 
scribes three styles of cooling units 
available in five sizes (2 hp, 3 hp, 5 hp, 
7 hp, 10 hp). Lists specifications 
and dimensions. Has check-list on what 
to consider before any airconditioner 
is installed. 

Brunner Manufacturing Co., Utica, 


N. Y. 


INGERSOLL-RAND: Educational booklet 
explains the principles of centrifugal 
pump operation, defines the various 
terms used in pump calculations and 


works out typical pump problems, Il 
lustrated with diagrams, 

Cameron Pump Div., Ingersoll- 
Rand, 11 Broadway, New York 4, 
ie oe 


BARBER-COLMAN: Bulletin, F 5265-1, 
describes modern techniques for sim- 
plifying automatic electric control in- 
stallation with control centers, Dia- 
grams compare usual method of pre- 
paring electric control layouts with 
“Control Center” wiring. 


Barber-Colman Co., Rockford, Ill. 


BARD: Specification sheets provide 
data on a variety of oilfired winter air- 
conditioners. Each unit is illustrated, 
and interior construction views are 
given, plus engineering information, 


Bard Mfg. Co., Bryan, Ohio. 


HY-LO: A group of bulletins covering 
Hy-Lo’s line of domestic high and low 
pressure oilburners. Illustrated in green 
and white, specifications, construction 
and operating features are given. 


HY-LO Burner Co., Inc., Edding- 


ton, Penna. 





169 DERBY AVENUE 


Tank Bushing 
Fig. 51 


| Equipment Mfg. Corp. 


NEW HAVEN 6, CONN. 
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) Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department, Secretaries are 
invited to send reports of their Group’s 
activities to reach the editor by the 
15th. 


Maryland OHI slants Campaign 
toward present oil Customers 


THE ADVERTISING COMMITTEE of the 
Maryland Oil Heat Association has 
come up with a campaign designed to 
help dealers cut down on lost accounts 
caused by families moving. In Balti- 
more last year 18.5% of the total 
population changed its address. 

This re-location has resulted in loss 
of business for dealers as their old ac- 
counts may switch to a different fuel 
or to another dealer. The dealers have 
had no way to anticipate that a cus- 
tomer intends to move. 

The committee has prepared three 
mailing pieces with a twofold purpose 
in mind: First, to caution the customer 
against changing his present heating 
arrangements; and second to inform 
the dealer about the customer’s plans 
before they are firmly set. 

One of the mailing pieces tells the 
customer that there are lots of impor- 
tant decisions to make about a new 
house. One of the most important is 
“What kind of heat will it have?” The 
folder urges the homeowner to insist 
on oil heat because it is most comfort 
able, keeps the house clean, is lowest 
in cost; assures safety. 

It goes on to say: “We've been serv- 
ing you with economical winter heat 
for some time now . . . Because so many 
Baltimoreans have learned the hard 
way that nothing compares with mod- 
ern oil heat we hope . . . you'll insist 
upon oil heat in your new home... 
that you'll call upon us to continue to 
serve you.” 

A business reply card is included for 
the customer to fill out asking for ad- 
Vice on heating a new home. 

Another mailer is entitled “don’t 
make a move until you consult ——.” 
The dealer's name is imprinted on the 
front and the inside includes pictures 
of new homes from various residential 
sections. The headlines says, “The fin- 


est new homes in the Baltimore area 
have oil heat.” 

A letter tells the customer if he is 
going to move he will certainly want 
to insist on automatic oil heat. It con- 
cludes: “it would be a good idea to 
check with us . . . before you buy any 
new house and let us take a look at the 
heating plant.” 


All the mailing pieces will bear the 
dealer’s name and will appear to be 
the dealer’s own mailing piece. The 
Association provides an order form 
and because of the bulk quantity print- 


ing is able to offer the pieces at a much 
reduced price as compared to private 
printing. 


Oregon Heating Industries 
changes Name at Convention 


THE MEMBERSHIP of the Oregon Heat- 
ing Industries attending a convention 
at Klamath Falls, Ore., voted unani- 
mously to change the name of the or- 
ganization to Oil-Heat Institute of 
Oregon. Highlight of the meeting was 
a presentation of the newly adopted 
Oil Heat Promotion Program which 
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ASK YOUR 
WHOLESALER FOR 


the Sure Cure 
---for COLD RADIATORS 


You will turn Cold Customers into Warm Friends when you 
install dependable fast acting Gorton Valves. 

Gorton Valves vent quickly, and embody bi-metal actuator 
providing fast closure on exposure to steam. Available in 5 
venting capacities for radiators and 2 vent sizes for mains. 
Gorton Valves give even comfortable heating and greater 
economy to every steam heating system. 

















For performance plus on every job install Gorton Valves. 


SEND TODAY FOR 


LITERATURE AND FREE HANDY RULER 
GIVING ACTUAL SIZES OF AIR OUTLETS 
OF FAST VENTING GORTON VALVES FOR 
EVERY STEAM HEATING SYSTEM. 






ESTABLISHED 
1887 


GORTON HEATING CORPORATION, CRANFORD, NEW JERSEY 
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was given by George Grifhs, vice presi- 
dent of Pacific National Advertising 
Agency. 

Association President, Chuck Hollo- 
way, reported on the research, plan- 
ning and re-organization done during 
the past year to formulate a program 
for the promotion and protection of 
the oil heat market against natural gas 
and electric heating. 

He also commented on the statewide 
heating equipment code committee 
which will investigate existing state 
and municipal codes. He said that the 
vastness of the chapter area makes it 
dificult to provide a burner service 
school, but that it is hoped that some 
courses can be offered in the near fu- 
ture. 

The Association is attempting to set 
up a comparative cost accounting pro- 
gram which will give participants an 
opportunity to rate their operation 
against other companies doing the same 
gallonage volume, and so make it easy 
to spot costs that are running too high. 

The Advertising Council Board of 


Trustees promised an all out campaign 


to secure participation in the Oil Heat 
Promotion Program, according to 


Chairman Len Gehrke. 


Wormser and McCollum address 
Independent Petroleum Group 


FELIX E, WORMSER, assistant secretary 
of the interior for mineral resources, 
and L. F. McCollum, president, Con- 
tinental Oil Co., were the principal 
speakers at the annual meeting of the 
Independent Petroleum Association of 
America in Tulsa, Okla., October 25- 
26. 

Approximately 200 oil men partici- 
pated in advance committee meetings 
to work on recommendations to be re- 
ferred to the membership. 


Michigan Petroleum Group 
joins Oil-Heat Institute 


TWO NATIONAL associations joined 
forces when the Michigan Petroleum 
Association, Detroit, (a member of 
the National Oil Jobbers Council) be- 
came an official chapter member of 
the Distribution Division of Oil-Heat 


Institute of America, Inc., New York. 
The state group will retain its iden. 
tity and autonomy, but OHI’s national 
facilities will be added to the scope of 
the Michigan association. OHI’s Board 
of Directors unanimously approved the 
application for chapter membership at 
their recent meeting at the Greenbrier, 
White Sulphur Springs, W. Va, 

“In order to comply with our organ- 
izational structure the Michigan Petro 
leum Association has created an entire- 
ly new Oil Heat Division,” said Joseph 
Hadley, executive secretary. “All fuel- 
oil dealers, heating contractors, oil- 
burning equipment dealers, and serv 
ice and installation firms will be in- 
vited to join.” 

According to Fred Burroughs, na- 
tional secretary of OHI’s Distribution 
Division, the afhliation was worked 
out after nearly six months of discus- 
sions and conferences. “The joint 
strength of the two groups working 
in harness and eliminating overlapping 
functions, promises. to reduce duplica- 
tion of effort and increase efficiency of 
trade association operations,” he said. 








LO-BOY MODEL 


SUPERIOR 
CONSTRUCTION 


ALSO 


25th year 





387 CHARLES STREET, 
MANUFACTURERS OF QUALITY HEATING PRODUCTS SINCE 1928 


WEATHERTHERM DIRECT-FIRED OIL HEATERS 


SUSPENDED UNIT 


Domestic Units 80,000 To 450,000 B.T.U.—Industrial 400,000 To 2,000,000 B.T.U. 


Each Domestic unit will be shipped assembled, the oil burner being shipped separately. Model AL Flanged Burner—Supplied on all Domestic units. 





Domestic and Industrial Conversion Oil Burners | to 35 G.P.H. 
Steel Boiler-Burner Units—3 Pass Horizontal or Single Pass Vertical 


WRITE FOR NEW CATALOG 


Weatherall Engineer 


INCORPORATED 


PROVIDENCE 4, 


HI-BOY MODEL 
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“The new state body will have an 
adequate voice in the direction of 
OHI’s national policies,” Burroughs 
added, He also said that it is hoped 
that this afhliation might signal simi- 
Jar moves on the part of other National 
Oil Jobbers Council members. 

The Michigan representative to 
OHI for the current year is J. W. Tor- 
rence, Torrence Oil Co., Birmingham, 
Mich. President of the organization is 
A. L. Truesdell, J. Austin Oil Co., 
Wayne, Mich. 


D. C. Minard predicts low cost 
Cooling at Analysts Meeting 


IN A REPORT to the New York Society 
of Security Analysts Donald C. Min- 
ard, president, The Trane Co., La 
Crosse, Wisc., predicted that year- 
‘round airconditioning would cost only 
$350 more than a good home furnace. 
He said that it now costs a home build- 
er, buying on a large scale, at least 
$700 more for complete aircondition- 
ing than for a central heating plant. 

According to Minard the unit of 
the future will be much more com- 
pact—probably the size of a refrigera- 
tor; and the air will be delivered 
through plastic ducts only three or four 
inches in diameter. He said that the air 
would race through these prefabricated 
and self-insulating ducts at perhaps 30 
miles an hour. 

He forecast “one of the most spec- 
tacular of all marketing opportunities 
for the airconditioning industry dur- 
ing the next ten years because of big- 
building modernization.” In addition 
to the big buildings market he listed 
these fields as assuring healthy business 
for the industry: new construction of 
large buildings; new stores; store mod- 
ernization; residential building; and 
factory construction. 


Baltimore OHA proposes 
hot water heating Promotion 


AN OCTOBER 12 meeting, sponsored by 
the Oil Heat Association of Maryland, 
Inc., held in the Stafford Hotel, Balti- 
more, discussed with representatives 
of supply houses the possibilities of 
conducting a promotional campaign 
locally to encourage the sale of wet 
heat. The over-all objective was ex- 
Plained as an attempt to reach the 
“man-in-the-street,” the prospective 





home purchaser. The campaign would 
sell him the benefits of hot water heat- 
ing, particularly the advantages of 
summer-winter hook-ups, with the aim 
to persuade him to specify hot water 
heating in his home when he buys or 
builds it. 

Representatives from the majority of 
Baltimore supply houses attended the 
luncheon meeting and heard Frank 
Harbin, Baltimore, outline the general 
theme. Harbin reviewed the success the 
OHA of Maryland has had during the 
past four or five years in conducting a 


local oilheating promotional campaign, 
with money raised painlessly by assess- 
ing participating members a fixed rate 
based on volume of fueloil business 
transacted. He explained that while 
hot water heating once was popular in 
Baltimore, 96% of the jobs installed 
last year were warm air systems, Har- 
bin’s thought was that any campaign 
started now to sell wet heat could in- 
fluence the design of houses to be built 
next year. 

John T. Collette, manager of field 
sales for Fitzgibbons Boiler Co., fol- 
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With Its 


MAGNETIC 


MERCURY 
SWITCH 


Ss Mercoid Sensatherms are available for heating, cooling, air condi- 
ed / tioning and refrigeration applications. 


NO HEATER PROBLEMS 


The Mercoid magnetic mercury switch plus other engineered 
components eliminates internal heaters, thus no calculations or 


adjustments are required. 


NO INVENTORY PROBLEMS 


One standard type Sensatherm will operate all basic primary 


NO CONTACT CLEANING 


The Mercoid magnetic mercury switch has proven its depend- 
ability throughout the past twenty years by providing millions 
of ‘‘makes’’ and “‘breaks’’ without any sign of deterioration. 


The Mercoid Sensatherm builds customer goodwill by eliminating 
service and replacement calls. Specify it for your next job. 


ALL MERCOID CONTROLS INCORPORATE 
SEALED MERCURY CONTACTS 


THE MERCOID CORPORATION, 4201 BELMONT AVE., CHICAGO, ILL 


controls. 
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lowed Harbin, He viewed the proposal 
as a step in the right direction, which 
left unchanged the need for concerted 
selling, or rather re-selling the home 
purchaser on the benefits of hot water 
heating, and the hot water supply 
furnished by a summer-winter hook- 
up, in particular, 

He presented some interesting fig- 
ures, worked up for providing furnace 
heat, plus a 60 gal. gas-fired water 
heater, for a typical house, Cost of 
materials and labor came to $610. For 
the same house, it cost $738 to install 


a forced circulation hot water heating 
system using baseboard radiation and 
including domestic hot water supply 
all year. The $128 difference in cost, 
Collette remarked, represented an ex- 
tremely small increase in monthly pay- 
ments under present mortgage ar- 
rangements. 

Claude A. Schaefer, General Auto- 
matic Products Corp., Baltimore, and 
president of the Association, detailed 
the advantages of hot water heating 
that rightly could become part of a 
promotional campaign and Hollis Al- 











UNIFORMITY ! 


6 Yfouarch Features 





1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 

2. Self-Centering internal assembly al- 
ways produces a balanced spray—No 
lopsided fires. 

3. Micro-Finish of Tip and Disc seats 
plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 

4. Will handle any domestic oils cur- 
rently being supplied in the United 
States or Canada. 

5. Tip, Disc and Locknut are made of a 
High Chrome Stainless Steel for maxi- 
mum heat and wear resistance. 

6. Five different series available for 
producing various spray characteristics 
—all developed through hundreds of 
fire tests in both Laboratory and Field 
work, 


WRITE FOR CATALOG "0" 


“24” & “48” Nozzle Boxes 


Don't jumble your nozzles 
loosely in your tool box like 
"nuts and bolts" if yeu 
expect them to be usable. 
Carry them securely in these 
sturdy, compact steel boxes. 


FLAME MIRRORS 


Until you can see the flame 
you can't tell whether or 
not a burner is firing prop- 
erly! With a Monarch Flame 
Mirror you can see to check 
that the flame is balanced, 
the electrodes properly 
located, and that there 
is no flame impingement 
on the fireboxoraircone. 





by 


DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 £. ONTARIO ST. 


PHILADELPHIA 34, PA. 


Canadian Agents: (Except B.C.) Canadian General Filters Ltd., Toronto 16, Canada 


Central and Southern Europe: A. Coutau, Rue De bi Scie No. 16, Geneva, Switzerland 
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bert, Operators Heat, Inc., while point- 
ing out the lack of readily available 
material for a dealer to tell the story 
of wet heating, concluded it was time 
that the industry promoted new busi- 
ness and stopped “eating off each 
other.” 

Result of the meeting was an offer 
of the Association to lend its facilities 
in preparing promotional material for 
local advertising of wet heat and its 
advantages. This was coupled with a 
request that the supply house repre- 
sentatives pick a committee to look into 
ways and means of accomplishing the 
objectives discussed. 

Earlier the Association had launched 
a bonus plan whereby it will pay until 
December 31, 1954 varying amounts 
for the installation of oilfired summer- 
winter hook-ups when a conversion is 
made from gas-fired, coal-fired or elec 
tric hot water systems, to an oilfired 
system; or an increase in capacity of 
existing oilfired domestic hot water 
hook-ups. Cash bonuses of $5, $7.50 
or $10, depending upon capacity, are 
made for every installation in the 
metropolitan Baltimore area, regard: 
less of make or model of equipment 
installed, providing only that it uses 
oil as a fuel. In addition, the Associa 
tion offers engineering advice, piping 
or electric wiring layouts. 


Program announced for annual 
Warm Air Association Meeting 


“WHERE ARE WE going?” will be the 
theme of the 41st annual convention 
of the National Warm Air Heating 
and Air Conditioning Association, at 
the Hotel Cleveland, Cleveland, Ohio, 
December 1 and 2, 

C. B. Phillips, president of the Ax 
sociation, will give the keynote ad 
dress, “Progress and Opportunities.” 
Four speakers, chosen for their under’ 
standing of special aspects of the mat’ 
ket picture, will follow him. 

John Doscher, Life magazine, will 
speak on a plan to slow the obsoles 
cence of dwellings and communities 
through a program of continuous mod 
ernization. Edith Brazwell Evans, Liv 
ing for Young Homemakers magazine, 
will have as the subject for her address, 
“Design for Comfort.” 

H. E. Riley, Chief of the U. S. Lv 
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bor Department’s Division of Con- 
struction Statistics, will analyze the 
current and potential market for warm 
air heating. The first industry report 
on the Austin, Texas, Airconditioned 
Village will be made by Ned Cole, 
Austin builder and architect, and 
C. W. Nessel, head of the association 
field research staff. 

The morning of the second day will 
be devoted to reports from various 
committees, In the afternoon progress 
reports on the research being done at 
the University of Illinois will be given 
by D. R. Bahnflet, H. T, Gilkey and 
C. F. Chen. They will discuss Perime- 
ter Loop Cooling, Small Pipe Perime- 
ter Loop Heating, and Pressure Losses 
of Perimeter Fittings and Diffusers. 


Steel Boiler Institute issues 
sixth Edition of Rating Code 


COPIES OF THE sixth edition of the Rat- 
ing Code for Steel Boilers are available 
from the Steel Boiler Institute, Inc., 
Philadelphia 10, Pa. Since the last edi- 
tion issued in January 1948 sizes have 
been extended in the residential series 
from 3,000 to 5,000 feet SBI Net 
(steam) rating. 

There has also been an increase of 
124% in the water rating of me- 
chanically fired boilers. Boilers, which 
were formerly termed “residential,” 
have now been designated as “Table 2 
Boilers” because the addition of the 
larger sizes makes this series applicable 
to other than residential use. The for- 
mer “Commercial” series is now called 
“Table I Boilers” and three larger sizes 
have been added. 

The price of the SBI Rating Code 


is One dollar. 


Retail heating and oil Dealers 
Association is formed in Maine 


RETAIL DEALERS recently met in Au- 
gusta, Me., and formed the Maine Re- 
tail Oil and Heating Dealers Associa- 
tion. Harry A. Mapes, director of the 
ofice of Maine Civil Defense and Pub- 
lic Safety, chairmaned the meeting. 
A nominating committee selected 
20 directors who later met and elected 
Edward Hacker, Portland, as presi- 
dent. Hacker is a past president of the 
New England Oil-Heat Institute. Fred 
Beckwith, executive secretary of OHI 








of New England was the principal 
speaker at the meeting, There were 87 
dealers in attendance, 


Exhibits readied for Heating 
and Ventilating Show, Jan. 24 


WITH THE OPENING scheduled for 
January 24, 1955 many exhibits have 
already been completed for the 11th 
International Heating & Ventilating 
Exposition at the Commercial Museum 
and Convention Hall, Philadelphia. 
The show is sponsored by The 





American Society of Heating and 
Ventilating Engineers, whose annual 
meeting will be held during the same 
week, Additional members have been 
added to the Advisory Committee of 
the exposition. 

Among them are the following: 
William B. Watterson, president, Air 
Filter Institute; J. DeWitt Morrow, 
president, Heating, Piping and Air 
Conditioning Contractors National 
Association; R. E, Ferry, general man- 
ager, The Institute of Boiler and Radi- 
ator Manufacturers; Charles M. Gray, 
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PurOlator Oil Burner 
trouble-stopper! 


Every OIL BURNER OWNER is a likely 
prospect for this new Purolator Micronic* Oil 
Burner Fuel Filter! Best in its class. Compare 


these features— 













yi 
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UL-approved. Anti-spilling cover. 200-sq. in. filter- 
ing surface. Stops dirt down to .0002 in. More than 
100 g. p. h. gravity flow rate. 7,000 gal. per year dirt- 
retention life. Refill fits all popular filter housings. 


Send for details and name 


of nearest supplier. 
*Reg. U.S. Pat, Off. 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and 
Toronto, Ontario, Canada 

Factory Branch Offices: 
Chicago, Detroit, Los Angeles 


PURQLATOR 


WORLDS FINEST | OLW FL ELTER 
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For 
Dependable 
Performance ... 














Ignition Transformers 








Phitsdetonta rh —. 
a et 


You'll find the highest standards of 
engineering and dependability built 
into every BERKSHIRE you purchase. 
Each transformer is individually test- 
ed, and adjusted. U.L. Approved. 
Shielded. 


guaranteed. 


Write for full Information: 
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TRANSFORMER CORP. 
15 South Ave., New Milford, Gena. 
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manager, Insulation Board Institute; 
Robert W. Nelson, president, Na- 
tional Association of Fan Manufac- 
turers, Inc.; C, B. Phillips, president, 
National Warm Air Heating and Air 
Conditioning Association; Paul K. 
Addams, president Oil-Heat Institute 
of America, Inc.; and R. A. Locke, 
president, Steel Boiler Institute, Inc. 


North Carolina Oil Jobbers 
plan Annual Meeting, Nov. 17 


THE ANNUAL Meeting of the North 
Carolina Oil Jobbers Association will 


be held November 17 at the Sir Walter 
Hotel, Raleigh, N. C. The morning 
meeting will be closed to all except 
jobbers. 

The directors will meet the night be- 
fore, and on the agenda is the election 
of five directors to serve for three 
years. 


Webster Electric entertains 
Wisconsin Oil Heat Group 


THE WISCONSIN Oil Heat Association 
were guests of Webster Electric Co., 
Racine, Wisc., 


at dinner, September {| 


30. This was the opening meeting of 
the organization’s 1954-55 season. 

B. T. Wiechers, vice president, In- 
dustrial Sales Division, extended the 
invitation to the affair which is held 
annually. 


$2,000,000 spent on Research 
by ASHVE reports L. N. Hunter 


MORE THAN two million dollars have 
been spent on research by the Ameri 
can Society of Heating and Ventilat- 
ing Engineers, New York City, since 
1919 the first year of the laboratory's 





ARK MANUFACTURERS OF ACCESSORIES FoR Oil HEATING ANDO AiR CONDIT! 


with 
MIRROR 
FINISH 
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for Quiet — Uniform - 
Efficient Combustion 


@ Mirror Finish Tip causes heat deflection 
and minimizes gumming and coking. 


@ All nozzles individually flow-tested. 


@ Steinen Nozzles assure better all around 

burner performance. 

@ Sizes from .50 GPH to 35 GPH—both hollow 
cone and solid cone spray patterns. 

Contact your jobber or write us for additional information 


ONINe 
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,.. « Industry Groups 


operation according to a recent speech 
by L. N. Hunter, president. 

He told the Conference on Refrig- 
eration and Airconditioning at Colum- 
bia University that 95% of the re- 
search had been devoted to the aircon- 
ditioning field. This research has re- 
sulted in improved design of equip- 
ment, better installed systems, better 
codes for safety and performance, and 
better understanding of the environ- 
mental requirements best suited for 
general well-being, he said. 

Appearing on the same program 
were Clark M. Humphreys, senior en- 
gineer at the Laboratory; Richard S. 
Dill, chairman, Committee on Research 
and Elmer R. Kaiser, Director of Re- 
search. They outlined past, present and 
future projects of the ASHVE labora- 
tory. 


Indiana Heating Contractors 
have District Meeting, Oct. 19 


RESIDENTIAL AIRCONDITIONING was the 
topic of a panel discussion at the dis- 
trict meeting of the Indiana Sheet 
Metal & Warm Air Heating Contrac- 
tors’ Association when they met in 
Richmond, Ind., October 19. 

T. B. Speaker, Lafayette, Ind., was 
the moderator and those taking part 
were Howard Shaefer, York Corp.; 
Walter M. Enoch, Minneapolis- 
Honeywell Regulator Co.; J, W. Ridg- 
way, Frankfort, Ind.; and Gil Denges, 
Williamson Heater Co. 

Following the discussion a buffet 
luncheon was served by the sponsor, 
The Richmond Supply Corp. 


National Heating Wholesalers 
to meet in Philadelphia, Jan. 20 


THE ANNUAL Convention of the Na- 
tional Heating Wholesalers Associa- 
tion, Inc., Chicago, will be held Janu- 
ary 20-22 in Philadelphia, Pa. The 
group has made arrangements to re- 
serve space in a Camden, N. J., hotel 
for members desiring to remain for 
the Heating and Ventilating show, 
January 24. 

The Association is now distributing 
the final draft of the heating and/or 
plumbing industry Trade Practice 
Rules recently approved by the Fed- 
eral Trade Commission and the Jus- 
tice Department, The rules are not 


new laws, but are definitions by the 
government departments of laws now 
in existence. 


Maryland Oil Heat Association 
has first Meeting of Season 


THE FIRST luncheon meeting of the fall 
season was held by the Maryland Oil 
Heat Association in Baltimore, Sept. 
21. Members were briefed on the Na- 
tional Oil Heat Council and Oil Prog- 
ress week. 


Buck Hein, Hein Brothers, has been 


named to fill the unexpired term of 
Hack Levin (Hochschild, Kohn) as di- 
rector of the organization. Levin was 
made an honorary life member of the 
Association. 

A group of kerosene dealers met on 
Sept. 22 ending a series of meetings 
held during the summer. The group or- 
ganized a Kerosene Division of the 
association. 

The Baltimore Service Managers’ 
Club met Sept. 9 at the Mergenthaler 
Vocational Technical High School and 
heard Claude Schaefer speak for man- 











Super Model AF 


Super Model AF—The only com- 
mercial suction cleaner which pro- 
vides in a small, light-weight, low- 
priced unit the wide range of utility 
and powerful pick-up of the big 
heavy-duty Supers. 


This Cleaner 
Earns Money 
For You 


The Super furnace cleaner Model AF is 
especially designed and priced to assure 
a substantial profit on every gas or oil 
burner you clean. Light weight, small, 
and easy to handle, it has the same 
powerful suction and wide range of 
utility as the larger Supers, including 
wet and dry pick-up, specially built 
electric motor, and labor saving Super 
tools. 

Furnace cleaning with the Super 
Model AF provides you with both 
profitable cleaning work and a low cost 
means of sales promotion and expan- 
sion by sale of new plants, repairs and 
replacements. Ask your supply dealer. 
Write for complete specification data. 


Super Red Streak—Super Red Streak Model SH 
provides the big capacity for extreme heavy duty 
wet and dry, hot and cold furnace and heating 
plant cleaning. Can be equipped with non-clog 
Supertex Filter eibpetins. o 

oversize—at small extra cost. 


compact size, not 


NATIONAL SUPER SERVICE COMPANY, INC. 


1951 N. 12th Street 


Toledo 2, Ohio 


Sales and Service in Principal Cities 


In Canada: Plant Maintenance 
Equipment Co., Terente, Montreal, Vancouver 


“Once Over Does It” 


SUPER SUCTION 
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“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 








SINCE 1911 ® 





































































bends 20 gauge 
mild steel 












simplicity, low in cost. 
Let us Show You! Write: 









.. the Portable Sheet Metal Bending pete orK 


Keep all your 
ductwork profits! With 


this one tool, you can both form 
and lock ducts and fittings. Enables you to 
keep up to 35% more profits on each warm air or 
cooling job. Compare specifications and construction — 
WEECO is an exceptionally strong, precision unit, engineered for 


| HALLMOR INC.—McMurray Road, Bridgeville, Pa. 

























| agement. E, N. Lockard, general man- 



























| ager, Better Business Bureau, told the 
servicemen what the public expects. 


Queens Oilburner Installers 
to have Dinner-Dance, Nov. 18 


THE LICENSED Oilburner Installers of 
Queens, N. Y. are having their annual 
reunion dinner and dance in Valley 
Stream, N. Y., November 18. 
Following the dinner, door prizes 
will be distributed to the members. 


New Jersey Oil Heat Council 
approves Advertising Program 


IT WAS RESOLVED at a September 15th 
meeting of the Oil Heat Council of 
New Jersey that Bergen County pro- 
ceed with newspaper advertising with 
the Council bearing the cost of the 
mats, and contributions from Bergen 
County paying for the newspaper 
space. 

The group also decided to publish a 
pamphlet edited by John Sibarium, 
and to furnish Bumper signs to any 
fueloil dealer in the state. 


Calendar of Meetings 


NOVEMBER, 1954 


15—Fuel Oil Dealers Assn. of B. C., © 


Hotel Georgia, Vancouver, B. C. 

15—Rockford Fuel Oil Dealers Assn., 
Lafayette Hotel, Rockford, II. 

16—O. H. I. of Greater Washington, 
D. C., DuPont Plaza Hotel, 
Washington, D. C. 

17—N. C. Oil Jobbers Assn. (Annual 
Meeting), Sir Walter Hotel, Ra- 
leigh, N. C. 

18—Wisconsin Oil Heat Assn. (Annual 
Meeting), Wisconsin Hotel, Mil- 
waukee, Wisconsin. 

18—Atlantic Cooling & Heating Assn., 
Penn-Atlantic Hotel, Atlantic 


City, N. J. 

23—Central Suffolk Fuel Dealers Assn., 
Peak’s Tavern, St. James, N. Y. 

24--Oil Heat Assn. of Gary, Hotel 
Gary, Gary, Indiana. 

29-30—Nat'l Warm Air Heating & Air 

Conditioning Assn. (Board and 
Committee Meetings), Cleveland 
Hotel, Cleveland, Ohio. 


DECEMBER, 1954 

1-2—Nat’l Warm Air Heating &@ Air 
Conditioning Assn. (Annual 
Convention), Hotel Cleveland, 
Cleveland, Ohio. 

2-7—Nat’l Exposition of Power and Me- 
chanical Engineering, Commer- 
cial Museum, Philadelphia, Pa. 

6-8—Nat’l Heating Wholesalers Assn., 
a Hilton Hotel, Chicago, 


j— South Jersey Fuel Merchants Assn., 
Silver Lake Inn, Clementon, N. J. 


8—Richmond Oil Heat Assn., William 
Byrd Hotel, Richmond, Va. 
8-10—Oil Industry Information Commit- 
tee, Waldorf-Astoria, New York, 
N.Y. 
13—Delaware Valley Oil Heat Assn., 
Buck Hotel, Feasterville, Pa. 


JANUARY, 1955 

16-20—Nat'l Assn. of Home Builders (An- 
nual Convention and Exposition), 
Conrad Hilton, Palmer House, 
and Sherman Hotels, Chicago, Ill. 

19-22—-Nat’l Heating Wholesalers Assn, 
(Winter Meeting), Bellevue 
Stratford, Philadelphia, Pa. 

24-25—-Plumbing & Heating Wholesalers 
of New England, Hotel Statler, 
Boston, Mass. 

24-27—-American Society of Heating & 
Ventilating Engineers (61st An- 
nual Meeting), Bellevue-Strat: 
ford, Benjamin Franklin Hotels, 
Philadelphia, Pa. 

24-28—International Heating & Ventilat- 
ing Exposition, Commercial Mu 
seum, Philadelphia, Pa. 


MARCH, 1955 

15-17—Ohio Petroleum Marketers Assn. 
(Spring Convention and Trade 
Exhibition), Deshler-Hilton Ho- 
tel, Columbus, Ohio. 

17-19—Pacific O. H. I. Convention, Civic 
Auditorium, Seattle, Washington. 

17-19—Texas Oil Jobbers Assn., (Annual 
Convention and Trade Exhibi- 
tion), Gunter Hotel, San Am 
tonio, Texas. 
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give you this combination 
\ of vital features 








® Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


@ More rapid heat transmission. 
@ Snap acting Micro-switch. 


for Vaporizing Oil Burners 





We will. gladly furnish literature and spect 
fications for your particular requirements. 


Write us today! 














ORKLE CoO. 


Berkeley, California 


Box E, Station A 


@ Heavier, more rugged construction. 







@ Less service — greater customer satisfaction. 
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LOVEJOY 


FLEXIBLE 
COUPLINGS 
















especified by 
fan manufacturers 





¢ preferred by 
servicemen 


because their simple, efficient design, combined with 
sturdy, dependable construction, means Lovejoy Cou- 
plings are quickly installed, easily and infrequently 
serviced . . . ideal for close-quarter application. 












32-PIECE REPAIR KIT 


Everything the serviceman needs for 
coupling repair or replacement. 
Shafts 5/16” to 54” diameter, 154” to 
5%” length... in handy hinged-lid 
steel box. 


Write today for bulletins 
and price lists. 


LOVEJOY FLEXIBLE COUPLING CO. 


4812 W. LAKE STREET CHICAGO 44, ILLINOIS 
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2 great performers 
... THE HY-LO 


ECONOMY TWINS 


Designed for furnace-burner 
and burner-boiler applica- 
tion. Capacity—.6 to 2.0 
GPH. One piece cast alu- 
minum housing. 4 H.P. heavy 
duty motor with overload 
protector. Flange or pedes- 
tal mounting. Quiet, trouble- 





Model HY-O 


free operation. 


Developed for low pressure 
operation. Capacity—.4 to 
1.5 GPH. Features new Sund- 
strand LP fuel unit. Combus- «i 
tion head and nozzle spe- @ 
cially designed. Delivers low % 
GPH rates at high CO2 read- 
ings. Either adjustable or 





Model LOo-O 





non-adjustable metering. 


BOTH HY-LO BURNERS MEET U. L. CS-75 AND CSA OF CANADA SPECIFI- 
CATIONS. BOTH ARE ECONOMICAL, RELIABLE, EFFICIENT AND OF SUPERIOR 
WORKMANSHIP AND DESIGN. WRITE FOR COMPLETE INFORMATION. 


HY-LO BURNER CoO., inc. 




















Another first with FUELOIL & OIL HEAT— 
“FUNDAMENTALS OF OILBURNER CONTROLS” 


Just off the press—we have just printed a manual consisting of a series of 
articles which appeared during 1953 and the first half of 1954 published by 


FUELOIL & OIL HEAT (by John Schulz on oilburner controls). 


The title of this 64 page book is “FUNDAMENTALS OF OILBURNER 
CONTROLS.” It will prove extremely helpful in increasing your knowledge 


of the principal makes of oilburner controls. 


Price only $1.00 postpaid—8!/, x |1—64 pages 


HEATING PUBLISHERS, INC. 
2 West 45th Street 
New York 36, N. Y. 
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SERVING THE ST. 


Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 


y A 





CONTROLS 
Minneapolis-Honeywell 
White-Rodgers 


Ww 


"FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 


Parts 
Installation Materials 





Mercoid - General 
CI I aI ao ed ae had 


Detroit - Perfo Pent} CRESCENT PARTS AND EQUIPMENT CO., INC. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Louis 10, Mo. 


BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 


& Accessories 














HYDROVALVE 
OIL BURNER SERVICE 
PARTS AND TOOLS 


Simplifies 
OIL BURNER SERVICING 


@ Fuel unit and relay service parts, 
bellows, nozzle-ports, seals, hel- 
ixes, elements, etc. 


@ A complete line of SUPERSEAL 
gaskets for all fuel units, filters 
and fill boxes. 


@ An entire line of ENGINEERED 
FOR REPLACEMENT standard 
and special electrodes for all oil 
burners. 


@ Servicing tools to make servicing 
easier and quicker. 


Thehighqualityof HYDROVALVE 

products, precision made by skilled 
craftsmen is recognized throughout 
the oil burner industry. 


BUY THROUGH YOUR JOBBER— 
HE SERVES YOU WELL 


HYDROVALVE CO. 
1319 Utica Ave. ¢ Brooklyn 3, N. Y. 
BUckminster 4-1330 














Sales Appointments 


Warren B, Thompson now asso- 
ciated with Rhodia, Inc., New York, 


| as sales representative in the Middle 
| Atlantic States, with headquarters in 
Philadelphia. 


Edward D. Hemingway appointed 


| district sales manager at Brownsville, 
| Pa., and Raymond E. Martin named 
| acting district sales manager at Beaver, 


| Pa., by Sun Oil Co., Philadelphia. 


Jack Thomas Davis, 3303 Montrose 
Blvd., Houston, Texas, appointed Un- 
heating and _ airconditioning 
equipment _ sales 
southeastern Texas and the Gulf coast 
for Union Asbestos & Rubber Co., 
Chicago. 


arco 
representative in 


F. H. Langsenkamp Co, will act as 


| wholesaler of Heil automatic heating 


and airconditioning equipment through 
its three offices in Fort Wayne, In- 
dianapolis and South Bend, Ind. Its 


coverage for The Heil Co., Milwaukee, 
Wisc., will include Indiana and parts 
of Michigan and Ohio. 


Thermal Engineering Co., with of- 
fices in Salt Lake City and Boise, Idaho 
will be Utah and Idaho representative 
for Kritzer Radiant Coils, Chicago, Ill. 


Warren Fitch named New Orleans 
regional manager succeeding M. P. 
Veith who moves to Detroit in a simi 
lar capacity for the Airtemp Division, 
Chrysler Corp., Dayton, Ohio. 


Morris Chapman appointed sales 
representative in New England for 
Windmaster Draft Control, Colum 
bus, Ohio. 


George W. Diem, 69 Copeland St., 
Rochester, N. Y., named sales repre’ 
sentative for Silent Korth oilburners 
and Korth steel boiler-burner units. He 
will cover the Utica, Syracuse, Roches 
ter and Buffalo areas of New York for 
the Eckhart Mfg. Co., Inc., Union, 
N. J. 


——— 








NEW LEAK PROOF CHECK VALVES | 
FOR 10 YEARS! 


Holds the Prime @ Installs All-Angles 
& % Cast Bronze Body © Soft No-Leak Seat 
© For Suction and Return Lines 

@ Full-Flow 


Use Model C Oil-Chek Valves where 
First all-angle check 
valves engineered for fuel oil. Elimi- 
nates service calls due to loss of 


GUARANTEED 





others fail! 





RECA 


Oil flows upward—allowing dirt and water to separate. 
Big 1/2” sludge and water trap prolongs life of cartridge. 


UP-FLOW Positively trap 
Sludge and 
FILTERS 


WATER 


















prime. Silent. Easy to install. Low Priced. 14, 3 and 4” sizes. Order 
from jobber or send $2.00 and your jobbers name for postpaid sample. 


HOLD-TITE VALVE MFG. CO. 


852 Rogers Avenue Brooklyn 26, New York 
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Oil cannot by-pass filtering element. 
Cartridge easily changed by removing thumb screw. 
The answer to bottom-outlet tank problems! 


SEND FOR FULL DETAILS NOW! REPS: GOOD TERRITORIES OPEN. 
REGA MFG. CO., 99 MT. HOPE AVENUE, ROCHESTER 20, N. ¥- 
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L give my customers 
the BEST/ 
I> The 


WIGWAM- 
THERMCAP 


Eliminates: 
DOWN DRAFT 
SLUGGISH DRAFT 
DAMAGING ACIDS 
CARBON 
CREOSOTE 
RAIN MOISTURE 
FLUE GAS 
CONDENSATION 











The WIGWAM-THERMCAP improves combustion — 
thus saves fuel. Looks good — is good. Keeps entire 
chimney dry. Has no moving parts to wear out. Saves 
costly repairs. Poor draft is dangerous; good draft means 
economy. The patented principle of WIGWAM-THERM- 
CAP creates a draft-puli at the chimney top. ADAPTABLE 
TO ALL CHIMNEYS. 


Special WIGWAM-THERMCAP representatives’ contract available 
to qualifying dealers. Write for complete information, literature & 
instruction sheet. 


BOSTON MACHINE WORKS COMPANY 


| Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 














WOW is the TIME 


Yo CLEAN-G/P” 


GRAND RAPIDS FURNACE CLEANER 


Act Now! Get in on this year’s cleaning profits. 
Order a Grand Rapids Furnace Cleaner. 


IT’S FAST— Handles twice as many jobs as 
the ordinary furnace cleaner. 


§T’S THOROUGH — High velocity suction 
completely removes ashes, soot, scale 
and dirt from every type of heating plant. 
IT’S COMPLETE — A packaged unit 
with practical cleaning attachments 
designed for fast, easy cleaning. 


IT’S PROFITABLE—The trouble- 
free operation and speedy serv- 
ice of the Grand Rapids Furn- 
ace Cleaner puts extra profits 
in your pockets. 




















Send today for complete infor- 
mation about the Grand Rapids 
Furnace Cleaner. 





DOYLE VACUUM CLEANER CO. 


233 Stevens St., S.W. 


Grand Rapids 7, Michigan 
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SIZES tor WATER 





SIZES tor STEAM 


e Quality since 1908 

@ Water Tubes 

e Assembled Sections 
¢ Assembled Base 

¢ Year "Round Hot Water 
@ 2” Glass Insulation 

@ Ready Accessibility 
© Modern Styling 

e Compact Design 

© Easy Installation 

® Built for Long Life 

© AGA, IBR, ASME, UL 











| eo % y, a 
| COLORS: Chrome Aluminum 


Gloss White « Gloss Black « 
| Meadow Green «¢ Bright Red « 
Medium Gray « Royal Blue « Ivory 
¢ Bright Gold «¢ Copperplate « 
| Yellow ¢ Clear Acrylic Plastic « 
| Black, White and Aluminum Lac- 
| quer (Oil and Waterproof) 








PEERLESS 


BOYERTOWN 


GAS ana OIL-FIRED 


for residential - commercial - industrial use 

















PEERLESS Fomeous Water 
ube Construction 


made oft 


CAST IRON 


the lifetime metal 


Write today for information con- 
cerning a PEERLESS dealership. 













Y. 


ensational 


INSTANT 
PAINT! 


looking forward to our 
GOLDEN ANNIVERSARY 
serving America’s heating needs 


THE PEERLESS HEATER COMPANY 


DIV. OF THE EASTERN FOUNDRY CO. 
BOYERTOWN 


PENNSYLVANIA 


PROPELLED 


AEROSOL BOMB 
PRIMCIPLE 







Plumbing and Heating 
Contractor’s Friend 


Used Across America 


Excellent for Painting or Touching Up 


Radiators 
Boilers 
Water Heaters 


Piping and Cocks 


Refrigerators 
Oil Tanks 


Convectors 

Furnaces 

Fin Pipes 

Air Conditioning Equip. 
Oil Burners 

And 101 other uses 


For better work and profit! No mixing, 
no clean-up, no compressor or hose 
needed. Just shake the can and paint. 
New type can with new guaranteed 
non-clogging inner mechanism. Com- 
plete your jobs the modern way. 
Ask your jobber for Sprayon today! 


Attention Representatives! Some select terri- 


tories still open. 


details today! 


Write for money making 


CHAMPION BRONZE POWDER 
& PAINT CO., Inc. 


F 2526 W.VanBuren Chicage 12. III. 
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WIPED OUT! 


Your money worries 
can be wiped out 
by borrowing 
against 

accounts receivable 
at a cost that is 
more than wiped out 
by the many benefits 
of ready cash. 


Write for our Booklet H-115 


LEXINGTON 
CORPORATION 


Fuel Financing 
in the New England Area 


M. S. Lurio, Pres. 


10 Milk Street, Boston 8, Mass. 
Liberty 2-6878 


D. A. Robinson, Treas. 














THERE’S NO SEAL LIKE 
RECTORSEAL 





for e high quality 
e low price 








TRECTORSEA e service 

i ®, Te postive @ 

eee © leak-proof 
sealing 





— 


You can be absolutely sure of “no- 
leaks” in your fuel oil installations 
when you make-up the connections 
with Rectorseal #2. 
Thin in the can, it thickens in the 
joint to prevent leaks for the life of 
the connection. 
It is economical — easy to apply 
from brush-top cans. 
Compare the quality—compare the 
price, and you'll know why there’s 
no seal like Rectorseal. 
Try it at our expense. Write for 
FREE SAMPLE. 

RECTORSEAL, Dept. O 
2215 Commerce St. Houston 2, Texas 


ECTORSEAL 


Patented. Trade thert tug 0.6. Pat. Of 


NUMBER TWO 
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TURN PUMP PORTS | 
in any of 8 POSITIONS | 


f 


SPACE 


CUT 
j COSTS 





with VIKING TRUCK MOUNTING PUMPS 


SAVE SPACE on your next truck job. You 
can whip the problem of needed head 
room and enough road clearance by in- 
stalling Viking Truck Pumps. No matter 
what your mounting job, just turn the casing 
to any 45° angle for 
space-saving piping § ar- 
rangement. 
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Even on two-pump mount- 
ings with dual power take- 


VIKING PUMP COMPANY, Cedar Falls, lowa 
THE ORIGINAL “GEAR-WITHIN-A-GEAR” ROTARY PUMP 


off, you have ample room for pumps, piping, 
strainers, valves, etc. The illustration above 
shows just how easy this has been done. 
CUT COSTS. Direct connect the pumps to 
power take-off without adding high speed 
increasers. On top of this, be sure of posi- 
tive, even delivery and long, trouble-free 
life. Run your truck at normal speed for full 
capacity. To do this, specify Viking Truck 
Pumps. Ask for free bulletin 1507EE today. 





Adding an oil Customer 
(Begins on page 79) 


just about impossible to change the 
orderly set-up just to fill a certain tank 


| or group of tanks on a certain day 


without disrupting the schedules, 

During lunch the conversation car- 
ried on about the mechanics of fueloil 
delivery, The customer excused him- 
self briefly during the meal and when 
Clement asked for the check he found 
the man had slipped out and paid it. 
Also he wouldn’t accept the 46¢ credit 
that he would have gotten if he had 
been filled at the old price. 

Spade’s incident concerned a de- 
partment store president who buys for 
his home seven thousand gallons a 
year. During a telephone call he face- 
tiously asked, “How do you manage 
to deliver fueloil to me the day be- 
fore a price drop or the day after a 


| price rise?” Spade spent considerable 


| time explaining that they didn’t and 








couldn’t schedule their deliveries that 
way and promised to check up. 

He learned among other things that 
Mrs. Spade had bought some curtain 
material in that same store during the 
month for $2.00—or some such fig: 
ure—a yard, Discovering that she had 
been too lean in her measurements she 
went back just four days later need- 
ing only two yards and was surprised 
to buy it for $1.49. 

Spade told the executive about this 
and got an admission that his former 
explanation was a little clearer now. 


| There was a perfectly logical reason, 


the executive insisted, why the curtain 
material had dropped within the four 
days, but he had to admit that the 
store’s policy couldn’t allow a credit. 

Then Spade explained what hap 
pens to Robeson Oil if a price drops 
even a few mills when they have over 


| a million gallons in storage, The cus 


tomer then agreed that his complaint 


_ had been a little hasty but was particu’ 
| larly grateful for the time and trouble 


spent to make things clear. 


6, 
“9 


Philip C. Kosch has been appointed 
manager of sales training, Bryant 
Heater Division, Affiliated Gas Equip’ 
mefit, Inc., Cleveland. He was former’ 
ly training school manager for Wink 
ler Division, U. S. Machine Corp. 
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WHEN NATURE WON’T- 
quickdraf? WILL! 


Looking for a solution fo 
heating installations ham- 
pered by shortness of draft? 
If your survey indicates 
chimneys too low, trees too 
high, smoke pipe run too 
long, or other low draft 
problems, QUICKDRAFT is the answer. 
QUICKDRAFT is the unique mechanical draft 
induction unit, designed to create a draft in- 
stantly for any type of heating equipment. 
QUICKDRAFT is a dream come true for the heat- 
ing installations formerly considered ‘‘sick’’. It 





positively stops chattering and pulsation (oil), 
condensation (gas), puffing and sooting (coal). It 
doesn’t obstruct the smoke pipe, can be vented 
through walls or short stacks. 
Get all the facts. You'll want to use 
Quickdraft on your next job — and on 
all of them from now on. Ask your 
jobber—or write us for name of Quick- 
, draft jobber nearest you. 
QUICKDRAFT COMPANY, 1150 
So. Erie Blvd., HAMILTON, OHIO. 















RANSFORMERS 


LEADERS 
IN THE 
OIL-BURNER 
FIELD 








Dongan was among the first to build transformers 
for oil burners. In fact, the Dongan was the first 
transformer approved by Underwriters Labora- 
tories for oil-burner ignition. 


Equip your oil-burners with Dongan Transform- 
ers. There is none better — regardless of price. 


Voltages from 5,000 to 20,000 
A variety of sizes and mountings 





Benges Electric Menslaciaring Go 
Franklin 
“The Dongan Line Since 1909” 


298 7, Mich. 




















” Repair Pumps, Valves, Fuel Units 


Easily . . . Quickly 


ee lel 
FUEL UNIT TESTER 


only $8750 


F.O.B. Factory 

@ Reduces call-backs 
and complaints. 

® Does a complete job 
the first time. 

% Saves money because 
it eliminates buying 
replacements. (Pat. Applied For) 

The KINGSLEY Tester locates all sources of fuel unit or 

Pump trouble easily and quickly. There’s no guessing . 

no overlooking some defects. You can do a complete r re- 

conditioning job the first time. It tells you when you can 

restore 100% efficiency . . . with a few inexpensive parts 
such as a gasket or bellows instead of a complete replace- 
ment. It will more than pay for itself. 

Write Totey for Complete Descriptive Brochure 

Sold Through Leading Jobbers 


Uf VY Made By 
Kin gsley MANUFACTURING CO. 


NEW HAVEN, CONNECTICUT 


il 


420 HOWARD AVE 





e, 


Ys Es x SU 














High officrency. hides 
Low maintenance ..... 


oreree 


Veer cal 















































servicemen. 
No. 1 Pkg. (1 Ib.) Retail Price—$1.50 
No. 5 Pkg. (5 Ibs.) Retail Price—$6.25 


Special discount to distributors 
on quantity purchases 


NORMAN CHEMICAL CO. 


478 No. Cleveland Ave., 


We need fittings 
QUICK! .- 


When can you 


ships quick...your 
order’s going out 


IMMEDIATELY! 





for fast service on... 


COPPER TUBE 
FITTINGS 


Phone... Wire... or Write TODAY | 


SPAN gives the fastest shipping 
service in the industry, because 
SPAN manufactures and stocks a 
ay huge inventory of Copper Tube Fit- 
Kan tings. Write for catalog and price 


list of high quality flared fittings, 
compression fittings, and valves. 


| 


SPAN 


BRASS MFG. CO. 
200 WILSON STREET 


OeeeGoO, M1 CHG AN 





EXTRA PROFIT 
) OY A Se) 
FOR FUEL OIL SOOT ONLY 


Keep a supply on every service truck. Sell 
cleaning jobs. E-Z does a thorough, safe job 
with just one application. Saves time. Pays 
extra profit. Sell one—lb. cans to customers. 
If your distributor cannot supply you, order 
direct. Regular trade discounts to dealers and 


St. Paul 4, Minn. 


| Service managers 
_ and education di- 
| rectors will work 
| directly with him 
| to get school in- 


| nitz will have his 
| headquarters at the Executive Sales 











OPERATES ON 
PATENDED 

CAM -WEDGE 

PRINCIPAL 









WRITE US TODAY 


UNIMATIC CORPORATION 


ROUTE 22 & KOEHLE AVE. 





“HARBOT” BX CABLE CONNECTORS 
WILL NOT VIBRATE LOOSE 






NO SPECIAL 
TOOLS 
NEEDED. . 


ONLY A 
SCREWDRIVER 










UNION, NEW JERSEY 





Names in the News 
(Begins on page 6) 
Harold Welnitz has been named na- 
tional director of service education, 


Perfex Corp., 
Milwaukee, Wis. 


and 
Wel- 


formation 
materials. 


Offices in Milwaukee. 


Dale H. Rennebolm has been put in 
| charge of the North Central Sales Di 
vision, Wayne Home Equipment Co., 
Fort Wayne, Ind, He has been asso- 
ciated with the heating and plumbing 
industry for many years acting as a 
| sales executive in the Dakotas, Minne- 
sota and western Wisconsin. 


Thomas B. Chace and Robert M. 


| Ellis have been elected to the board of 





directors, The Dole Valve Co., Chi- 
cago. Both of the directors have been 
vice presidents since 1941 and will con- 
tinue in their respective duties, 


R. A. Hossinger and H. J. Kettle- 
borough have been elected vice presi- 
dents, Conco Engineering Works and 
Field Control Division, H, D. Conkey 
& Co., Mendota, Ill. They succeed 
O. J. Ellingen and W. G. Van Etten, 
both deceased. Harold B. Goebel was 
chosen treasurer to succeed J. P. Gal- 
lagher, treasurer for more than 40 
years, who will continue as secretary 
of the Company. 


Ed Black will act as coordinator of 
sales for Delta Heating Corp., Tren: 
ton, N. J., in southern New Jersey, 
Delaware, Maryland, District of Co 
lumbia, and eastern Pennsylvania. He 
will have offices in Philadelphia. Don- 
ald P. Moore, Lindenhurst, Long Is 
land, now assigned the Long Island ter’ 
ritory, working in cooperation with 
Dick Halber, Delta sales supervisor for 
New York City. 








NEW YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING | 
REFRIGERATION & AIR CONDITIONING 


Also Courses in: 





Remember NEW YORK TECH whether you hate 
MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 
con or write NEW YORK TECHNICAL INSTITUTE ext. 1910 | 


500 Pacfiic St., Brooklyn, N. Y. © MA 5-6220 
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tHe TANKIT o.,, inc 


November 
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© POSITIVE RESULTS 
Not affected by tank pressures or vibrations. 


e ECONOMICAL 
Tankit can be reused indefinitely. No pump out 
necessary. 


Replace Tank At Your Convenience 
2 Sizes: Standard for small leaks. Giant for 
porous areas up to 1/8 square inches. 
Available at your supply house only 
write for full information and name 
nearest distributor. 


174 GOLDSMITH AVE 
NEWARK 8, N. - 














